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The Kroes of Champions 
UNITED STATES RUBBER COMPANY .- 
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"‘Pocectthal Sl 
Bea “t life —InNOeS consistently recognize 


Tandrite’s important contribution to high fashion... the 


excelling charm of its quality, color and finish. 


Flight T3lue 
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Leal ful Shoes e 
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Empire State Building 
New York 1, N.Y. 


A new interpretation of the spectator pump, on the “Illustra” Last # 439 
The 19/8 heel is slimmed down to look much taller than it really is 


TANDRITE CALF-in stock in #507 Flight Blue 
E. HUBSCHMAN & SONS, INC., PHILA., PA. 















YIPPEE! 


BUFFALO 
BILL JR. 


RIDES FOR 


} ROBIN 
*“~HOOD 


Starting in August, 







































Robin Hood retailers get the first 






and only TV Western sponsored 
=~ 






by a children’s shoe. 







Never before has a cowboy hero sold shoes to millions of 






kids on TV. Now Robin Hood shoes hit the bull’s-eye 







with a ripsnortin’ new Western, “Buffalo Bill Jr.”’ 





It comes from the same folks who produce the big-time 






favorites—Gene Autry, Annie Oakley, Range Rider, and 









others. And it’s going to help Robin Hood merchants sell 







shoes to TV families in 48 leading markets. Find out 





what’s in it for you... write, wire, or call us now. 


; Brown Shoe Company 


St. Lovis . . . Makers of: Air Step + Buster Brown + Official Boy Scout Shoes 
Official Girl Scout Shoes * Life Stride * Naturalizer * Pedwin + Propr-Bilt 
Risqué * Robin Hood + Roblee + Westport 
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SHOES FOR CHILDREN 


EBY SHOE CORPORATION @ EPHRATA, PENNA. 


New York City Sales Office: 465 Marbridge Bldg. 
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LOCAL TELEVISION! 
CARTOON MUSICAL 


TV SPOTS week after week on 


HOME 


TOWN STATIONS OF DEALERS 


in ca of markets 


NETWORK TELEVISION! 
ARLENE FRANCIS 


will sell Poll-Parrot on famous 


NBC MORNING TELEVISION SHOW 


in 64 markets 















CO-OP VERSION FILMS 
AVAILABLE, TOO! 





AUGUST-SEPTEMBER 









Poll-Parrot’s new advertising program sells ’em both... the parents who pay for the shoes 
and the children who insist on the brand they want! Arlene Francis on HOME NBC-T'V 
and colorful ads in Ladies’ HOME Journal and Woman’s HOME Companion pre-sell 
millions of mothers for you. A continuous spot TV program—in your own HOME town 
creates kiddie store traffic... offers our new ‘‘moving-picture’’ ring giveaway. 


NET WORK TV! 


LOCAL SPOT TV! LADIES’ Z| Om | a JOURNAL 
FU / CO! Oj DOU BLE PAGE Sin the important September “Back-to-School” issue 


that’s how Poll-Parrot helps you "bring FOLLOWED BY ANOTHER AD IN OCTOBER 
HOME the bacon” next August, September, P 


and October. For more details about 


Poll-Parrot, contact WOMAN'S co) be Rot = COMPANION 


ROBERTS ’ JOHNSON & R AWN D Division >f Internationa! Shoe Company, St. Lovis 3, Mo 
makers of: The Rand Shoe For Men & Boys «+ Trim Tred Shoes for Women «+ ‘Star Brand Work Shoes 
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Pumps and 
Open Sandals 
from Deb's 

Open Stock! 















WISHING STAR 
White Calf $6.35 


hen discount - 40) days 






SOFT WALK #1 
Black Mesh and White Dots 
with Black Patent $5.75 






Blue Mesh and White Dots with Blue Calf 
Brown Mesh and Beige Dots 
with Beige Calf 
White Mesh with 
White Calf 


$5.85 













BARE FACTS 
White Pearlized 


cat $6.35 


bess discount -30) say! 








CROCHET 
Biack Nylon Straw 
White Nylon Straw 

Natural Nylon Straw 















Navy Nylon Straw 


$4.75 







(LAP 
‘a ‘a :- 







te 
i & 
*, Send Orders to IN-STOCK DEPARTMENT, 
DEB SHOE COMPANY, WASHINGTON, MO. 
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Basque Red, Black Trim 


Navy Blue 
Black Smooth 
Black Kid Suede 


M 3%-10 
N 4-10 


BOBBIE 
$310 


less 5% 
30 days 


Pinked Collar-Strap 

Pastel Pink-White Collar 
Pastel Blue-White Collar 
Black Patent-Grey Collar 


M 34-10 
N 5-10 


SNOW ors 


i 
, 


PEGGY-SKIMMER PUMP 


Very best glazed kid upper. Leather lined. 
Leather sole. Perfect fit. Quality so 
good stores are retailing them for 
$6.95. Most popular style in 


America today. 


Sizes 5-10 


Black Kid Suede 
Black Patent 
Black Glazed Kid 
Navy Blue Kid 
Cherry Red Kid 
Pastel Pink Kid 
Pastel Blue Kid 
White Kid 


Sizes 4-10 


Black Kid Suede 
Black Patent 
Black Glazed Kid 
Navy Blue Kid 
Cherry Red Kid 
Pastel Pink Kid 
Pastel Blue Kid 
White Kid 


JUDY 


$310 
less 5% 
30 days 
B 

Sizes 312-10 


Black Kid Suede 
Black Patent 
Black Glazed Kid 
Navy Blue Kid 
Cherry Red Kid 
Pastel Pink Kid 
Pastel Blue Kid 
White Kid 


Street Ballerina 


Wore than 


BARBARA 
$310 


less 5% 
30 days 


Stn 
MH > 
A if 

Pd 


ilies sn mt 


Red Elk 


M 3%—10 
N 5-10 


White 

Basque Red 
Black Smooth 
Black Kid Suede 


M 3%-10 
N 5-10 


| Write Dept. 55 for our Catalog and Prices 


ED WHITE JUNIOR SHOE CO. 


PARAGOULD Manufacturers Exclusively ARKANSAS 
WEST COAST: M. S. Rifkin Shoe Co., 761 So. Los Angeles St., Los Angeles, Calif. 
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Shoe cushioning 


HE COMMERCIAL EASING OF HURTY FEET goes 

back to the pads and insoles of Grandpa’s day. 
The devices didn’t last long—but think of the 
repeat business! 


Then they started making cushioning an integral 
part of the shoe —a promise of comfort that 
immediately boosted shoe sales. 


Original sales, that is—for some of those cushion- 
ings were hot on the feet and none of them held 
up very long. So there wasn’t much repeat 
business to think of. 


but it took a brand-new 
kind of cushioning 

to make it the 
greatest sales-aid ever! 

















Then came Airfoot — 


the only foam rubber cushioning designed spe- 
cifically for footwear! And that’s why AIRFOOT 
can cradle feet in cool, airy comfort — yet give 
proper support and withstand friction, weight 
and sidewalk-pounding. 


That’s why foremost footwear manufacturers 
are switching to AIRFOOT and why retailers who 
feature AIRFOOT cushioned lines are building new 
business—AND repeat business—at a happy rate! 


Here's how Airfoot does it: 





 AlrtooT is lighter-weight — 

’ lighter than other foam rub- 
ber cushioning materials of 
the same density—yet surpris- 
ingly tough. 





AiRFOOT has balanced ventila- 
tion—it’s cooler because 
Goodyear’s precisely 
controlled aerating process 
balances interconnecting air 
cells, distributes them evenly 
so A1rFooTt “breathes” all over 
—yet has no weak spots. 





AIRFOOT gives unvarying 
support —the ideal density 
(amount of bounce) has been 
scientifically determined by 


shoe manufacturers. 





AiRFOOT outlasts the shoe! 
Because of its years in devel 
opment, AIRFOOT has been 
thoroughly tested under all 
conditions. It doesn’t crumble, 
exerts gentle, 
buoyant, upward pressure for 


pack down 


the life of the shoe. 











Attention, Shoe Manufacturers! Get free Airroor test-stock and full information 
without obligation from Goodyear, Airfoam Dept., Akron 16, Ohio. 


AIREFOOT=GOODFYEAR 


Airfoot, Airfoam-T.M.'s The Goodyear Tire & Rubber Company, Akron, Ohio 
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How to Re cdetoam 
See AIRTRED 


vitalize 


your men’s shoe department 


promote the line that outfeatures, outvalues 


and outsells 


Style 1105 
Black Smooth Leather 
Style 1106 
Corde Smooth Leather 
Style 1108 
Brown Cashmere Grain 


LOW PROFILE — 
TWO EYELET. 

Style 1209 

Black Cashmere Grain 
Style 1210 

Brown Cashmere Grain 
Style 1211 

Black Smooth Leather 
Style 1212 

Brown Smooth Leather 
Style 1218 

Maple Cashmere Grain 
Style 1220 

Charcoal Brown 
Cashmere Grain 


competition 


All over America, dealers report keen enthusiasm 

for Yorktown Air-Treds. By attracting new cus- 

tomers, by saving sales, by bringing back old cus- 

tomers, this highly-promotable line of in-stock air- 

cushioned shoes is pumping new vigor into men’s. 
shoe departments. Are you missing something? 


Advertised in 


Aiso makers of YORKTOWN SHOES for Boys 
FOR CATALOG -—-~ or for Salesman to Call, write: 


GARDINER SHOE COMPANY, INC. 
MAIN OFFICE, FACTORY AND IN-STOCK DEPARTMENT 
GARDINER, MAINE 


NEW YORK SALES OFFICE: Marbridge Bidg., 47 W. 34th St. 


FAR WESTERN DISTRIBUTORS: Solnit Shoe Co,, Los Angeles 
Buckingham & Hecht, San Francisco 
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DURALENE '' 


. and the lustre of DURALENE Finish won't ‘drop off’ between packing room and shoe store 


Provides full, rich and durable color 


Penetrates, grips and fills the grain DURALENE’ 


y ene ; or the packing room 
New DURALENE Finishes in a wide range f / ~~ 


of colors — actually give a new look to leather. 
DURALENE Finish enhances the natural of the family of j 


beauty and feel of leather is tighter, more \ | \ : | r \ fm ce f 
water repellent and more durable than other } r|] J } yf Ca) 


1s the newest member 


water-type finishes. 
To see what DURALENE Packing Room 
Finishes can do for you, just ask for a demon- 
stration. Distributed by 
UNITED SHOE MACHINERY CORPORATION 
*Trodemark B B Chemical Co BOSTON, MASSACHUSETTS 








CUSH-N-CREPE CHEVRON 


Smartly styled, light, gives a firm, safe tread. Red, 


crepetone, almond, brown, black. 21 iron only. 





° ive 2¥ 
aeer cf 
gu NF 


4 
3 





CUSH-N-CREPE JIJMIR() RIB 


An original design in the original cellular 
sole material. Crepetone only —21 iron. 





CUSH-N-CREPE POR NIIROY 


Narrow rib grips firmly, gives an interesting edge pat- 


tern. Crepetone, red, brown, black. 15 and 18 iron. 





It’s easier, and more profitable, 
to sell men’s shoes when they're 
sole-styled with... 


Style up your new lines, give them the 
sales plus of these smart, super-resilient, extra light, 
long wearing soles with the nationally known 


Solemark of Quality — Cush-N-Crepe. 


AVON SOLE COMPANY 
AVON, MASSACHUSETTS 


FOR FORTY-FOUR YEARS SPECIALISTS IN FINE SOLE MATERIALS 
Makers of the fpmous AVONITE, AVON DU-FLEX ond DU-FLEX AVONITE SOLES 


bs ~repe Soles are protected by 5 
Patents No. 2,291,213, No. 2,299,593, No 
2,283,316 and other letters patent 


pionally advertised in 
na 


on all shoes...just the best ones 





young feet are best dressed in 


TYE R Yotica 


Tyer makes a complete all-weather line of canvas and rubber footwear—for boys 
and girls ~for school and play. 
Alert, aggressive dealers make it a point to maintain well-rounded stocks of 
Tyer footwear, so they can suggest smart, serviceable Tyer styles to every customer. 
Turn to Tyer~it pays off handsomely! Write Dept. B today 
for Waterproof and Canvas Price Lists. 


TYE R ble Cnpany 


ANDOVER, MASSACHUSETTS, 
/ 
SALES OFFICE, 905 W. MONROE ST, CHICAGO 6 


J. L. LOFTUS, 620 5. MANHATTAN 5T., LOS ANGELES 








Douglas presents the smart, new ITALIAN 





as an example of the Fast Styling, Top Value and Right Price 





you need to sell the profitable young men’s market 


Wah. 
WMflilS 
$Y.95 lo $14 95 most styles 


SHOES FOR MEN 


W. 1. Douglas Shoe Company, Nashville, Tennessee, a subsidiary of General Shoe Corporation 








ONLY 


al Cadet 


GIVES YOU SUCH 
MARK-UPS 


Most retailers get a better than 50% Mark-Up on 
ROYAL CADETS ... everyone gets better than 40% 
... You can sell our sizes 21% to 6 for $5.95, or you can 
price them at $6.95 and still offer your customers The 
Best — (repeat, The Best) — Boys’ Buy in America. In 
sizes 6 to 11 you can get better than 40% retailing them 
at $6.95. Most retailers price them at $7.95 because they 
compare with shoes selling at $7.95 to $11.95. Dollar for 
dollar, ROYAL CADETS are a value that stands alone 
— there is just nothing like them around — anywhere. 


MARCH-OUTS 


Here’s what keeps ROYAL CADETS on the march — 
out of your store: over 40 excellent styles to choose from 

. every pair Goodyear Welt. Every pair with full- 
leather innersoles, with Analine-type leather uppers. . . 
with finest composition Oak outersoles ... with leather 
linings. And FIT — compare them with FIT and 
CRAFTSMANSHIP at any price. It’s a simple story: 
proven lasts, ‘quality-extras’ and double-checked inspec- 
tion all add up to a first-class job of shoemaking — at 
a ‘middle-class’ price. 








OVER 40 STYLES 
ALL GOODYEAR WELTS 


IN-STOCK FOR IMMEDIATE DELIVERY 


For Catalog or salesman’'s call write to: 


Royal Cadet Divixionof CHRIS LAGANAS SHOE CO., Lowell, Massachusetts 





Norwegian Calf —a superb Gallaun tannage 
that adds eye- and sales-appeal te your shoes 


en fashioned from famed Norwegian Calf delight the 
eye with their richly mellow look, their luxurious air of elegance 
Truly they are shoes for the young in heart, for they grow even 
more beautifully lustrous with normal, active usage and age 

Their appearance bespeaks their snug comfort. From the first 
wearing they are soft and supple — with just the correct amount 
of resiliency — and they everlastingly remain that way despite 
repeated wettings and dryings 

Like all fine Gallun vegetable tannages, Norwegian Calf builds 
you a discriminating clientele satisfies old customers and at 
tracts new ones. That's why you do yourself a favor when you 
make a point of ordering the Gallun numbers from your suppli- 
ers. A. F. Gallun & Sons Corporation, Tanners, Milwaukee, Wis. 


OTHER FAMOUS GALLUN TANNAGES 





NORMANDIE CALF © CRETAN CALF 
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“Imagine building 
300,000 foot measurements 
into this Guide-Step last!” 


says Charles F. Johnson, Jr., President 
Endicott Johnson Corporation 


“Every time I pick up a Guide-Step last I stop to think of 
the years and years of research that went into making it 
“just right’. 

“Just imagine making over 300,000 measurements on feet, 
on lasts and on shoes to see how the foot functions in walking! 
Well, that’s what’s been going on at a famous eastern medical 
school for the past 30 years. They’ve developed a last here 
that is scientifically correct, and the Johnsonian Guide-Steps 
we're making on it are the most comfortable men’s shoes 
we've ever turned out. 

“Now I know you can’t sell shoes on comfort alone, even 
when they fit like Johnsonian Guide-Steps. So, believe it or 
not, they look as good as they feel... they’ve got 1955 


styling in all sizes and widths. 


“Would you like the full story on Guide-Steps? Write to 
me personally at Endicott, N, Y. and I'll have one of our 
men call on you.” 


2 Johmgonian 
GUIDE-STEP 


Johnsonian, Jr. Guide-Steps also available in some styles 





Successful models of GUIDE-STEP shoes have 
also been developed in our children’s, misses’, 
growing girls’ and women's lines. The salesman 
whe carries JOHNSONIAN GUIDE-STEP 

can tell you about these lines, too. 
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0. ire a number of business analysts have apparently 
become convinced thai it is now their solemn duty to 
sound a note of warning. They are cautioning the 
every-day practical working business men, manu- 
facturers and merchants who look to them for guidance 
and enlightenment, that a boom, a rebound or even a 
recovery can't continue forever. So far as shoe people 
are concerned, the warning is probably unnecessary. 
li there is any group of business men who, more than 
others, are constantly aware of the recurrent swings of 
the business cycle, it is undoubtedly the shoe group. 

Right now, however, it isn’t the shoe trade that the 
economists and business analysts are worrying about 
primarily. They seem to be mostly concerned about 
automobiles, the fact that automobile production has 
been running at a rate which, if maintained through 
the remainder of the year would add up to 9,000,000 
cars, plus another million trucks tossed in for good 
measure. And they conclude, reasonably enough no 
doubt, that to make and sell ten million motor vehicles 
in 1955 is just downright impossible, 

On the basis of this conclusion, plus the fact that 
the business analysts are getting a little concerned ove 
how long the housing boom can continue, some shoe 
folks are getting cautious too, It’s a good attitude if it 
isn’t carried too far, Shoe factories in the United States 
also turned out a record production of footwear in the 
first quarter of 1955. Every shoe man knows that such 
a record points almost inevitably to some slackening 
of production later on, But at thai point the similarity 
hetween the shoe situation and the auto industry ends. 
The idea that the new peak in shoe production has to 
be followed by a more than seasonal decline just 
hecause something of that sort may happen in auto 
business makes no sense at all. 

Peak of auto production naturally comes in the 
Spring, a situation that was augmented this year by 
strike 


production have been higher in the Fall. 


fears. In several recent years shoe sales and 


Purchase of an automobile is a major investment for 
the average family, while shoe replacement is, or should 
he, a continuing operation. The high level in shoe 
production that we have experienced since last Summer 
reflects America’s growth in population to a much 


greater degree than the upsurge in auto sales. The in- 
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OUTLOOK 
More Summer Shoe Promotion Needed Now 


creased population will be with us for a long, long time. 
It’s the old man of the family who has to worry about 
and the kids are always 


the automobile, but mother 


needing shoes. And shoes are a low -priced necessity, 
well within everybody's budget, while a brand new 
shiny automobile is in most cases a costly luxury. 

Auto people have, however, a clear edge over the 
shoe trade in one important respect. They have done a 
superb job, especially this year, in advertising and 
promotion. The 1955 cars have been smartly styled 
and their designers pulled all the stops in new colors, 
chromium trim and features that contribute to comfort 
and convenience, But this year’s shoes are smart and 
styleful too. They likewise have combined comfort with 
fashion appeal. The only trouble is that too few custo 
iners have been convincingly told about these improve 
ments. They haven't had the constant repetition and 
reiteration of shoe sales argument and persuasion that 
they get every day and night by newspapers, magazines 
TV and radio to remind them of the desirability and 
advantages of this year’s cars, 

Result, a lot of people have bought new automobiles 
this vear and right now they are making plans to use 
travel 


them. It looks like a record Summer for motor 


and travel of every kind, Americans are going places 


They should 


be told about them. The way to sell more shoes now is 


and that means they will need new shoes. 


io advertise the seasonality and fashion appeal of this 
year’s footwear, Advertising and promotion should not 
be curtailed in the Summer season: it should be in 
built 


that features a special shoe for a special purpose or a 


creased, Idea advertising, around a promotion 
special activity is most effective. 

The first quarter shoe production record of 1955 
marking a new all-time high, should give the shoe trade 
a strong feeling of confidence and a determination to 
achieve its long-time objective of an additional pair 
per capita, We believe it can be done, but it will take 
a lot of selling, a lot of promotion and a larger ad 


vertising expenditure than many manufacturers and 
merchants have been willing to appropriate. There is a 
certain risk in adding to promotion expenditure when 
business analysts are warning of a trade reaction, But 
shoe people can never claim their rightful share of the 


consumers dollar if they remain content to be outdone 


by other industries in this vitally essential sales activity 
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Shoemaking Facts 

about “Celastic”’ 

Soft Box Material 
Speeds shoe production be- 
cause it readily accepts 
steam for excellent worka- 
bility at toe lasting. 
Plenty of resilience — 
“snaps back”’ every time. 
Used with latex. 
A material for every shoe 


Adds the Feeling of Casual Comfort style. 


Ideal for lined or unlined 
shoes. 
This newest of “Celastic’’ materials produces the firm, yet yielding, Henan Fo So ula dagasdmaad 
toe which more and more women look for . . . and buy. Because it’s 
durable, toes will always look their best when made with soft-box 
“Celastic’”’. Shoe manufacturers: for a demonstration or samples of 
this material call your United branch office. 


*Calestic is @ registered trademart of the Cotastic Corp 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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carry-pack handles 
...save time! 
...lncrease efficiency! 
...eliminate pilferage! 


mr, L. €. Tuffly 
President 


Tlen 4 
Ricagos {Tyo Ave, 


*incore,, 
Kipp 4 TPP, inc 
’ 


Z« ; 
‘. a, Nery r ] 


¥r “Alger, 


WHY NOT PUT THEM TO WORK FOR YOU? 
It’s easy ... This handy twin dispenser keeps Carry-Pack Handles and matching gummed 
tape ready for instant use. Dispensers are loaned free to Carry-Pack users! 
This coupon will bring you: 


1 /s FREE CARRY-PACK HANDLE 


2/MGRE FREE INFORMATION CARRY-PACK co., LTD. 


(at no obligation, of course) 9525 Irving Park Rd., Schiller Park, Illinois 


3/A FREE DEMONSTRATIONE Gentlemen: At no cost or obligation to me, 
please send me Carry-Pack data and samples. 


“ce, perera _. Title 
2 _— f ; . Store 
ACT NOW ! j ’ ' ’ \ Address 


PROFITS MAY BE : _ City 
WALKING OUT OF YouR 


STORE AT THIS VERY | : : : ft 7 carry - pac 


MINUTE, AND CARRY-PACK 
COMPANY LIMITED 9525 IRVING PARK ROAD, SCHILLER PARK, ILI 
HANDLES CAN SAVE THEM FOR YOU. Canadian Licensee: Top Paper Products Limited + Sole Distributors NOTTINGHAM AGENCIES LIMITED, 77 York St. Toronto 


Zone State 
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Yes, just about two cents a pair! That's all the 
premium you pay for the one-and-only 
Pacifate* Protected Shoe Lining. 


But just look what you get: to start with, an 
absolutely unique selling story of universal 
appeal and instant impact. There’s nothing 
like the Pacifate Protected Shoe Lining—and 
here’s why: 


it inhibits growth on shoe linings of Athlete's 
Foot fungus—the organism that has been 
called ‘‘The Great American Plague.’’ 


(Nearly all Americans, according to Dr. Joseph Lelyveld 
chairman of the National Foot Health Council, suffer from 
Athlete's Foot at one time or another!) 


it helps prevent re-infection from shoe linings 
it inhibits the growth of bacteria and mildew 


it keeps the shoe in shape by preserving 
the leather 


it is made from a special high-tensile-strength 
cotton that resists rot 


it increases wear and comfort —because of 
costly abrasion-resistant finish 


One of the greatest shoe retailers in the world 
puts it in writing for us: 

‘*We feel that this (Pacifate) story would be more 
conducive to the sale of shoes than any other 
feature!"’ 


We said it before, we'll say it again: nothing 
takes the place of Pacifate. It’s a sales- 
builder. A profit-maker. A customer-holder. 


Why don’t you let us show you how Pacifate 
Protected Shoe Linings can sell more shoes 
for you—for just about 2¢ a pair? Ask your 
shoe supplier for PACIFATE ... or get in 
touch with Pacific Mills, 1407 Broadway, 
New York 18 Reg. | 


PACIFATE PROTECTED SHOE LININGS 
PACTHG MILLS 
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a 
SHANKS 


Not one, but several master models in ‘key sizes are individually ‘‘hand-tailored’”’ 


to fit your lasts. 
There’s no guess-work either . . . every line and curve of each model is checked 


with exacting care right on your last with your insole attached . . . checked for a 
firm last-hugging fit or with spring as necessary. 

By grading the master models over a complete run of sizes United’s skilled 
model-makers give you shanks that fit .. . vITA-TEMPERED shanks that preserve 


and protect the style for the life of the shoe. 
For shanks that fit ... designed and individually fitted to meet your particular 


requirements, call United. 


VITA-TEMPERED STEEL SHANKS 
UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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“And you, my lad, —nin— 


with the Pilot's cap?" 
THREE THOUSAND MILES 
a 


ACROSS THE MAP!’ 

WILL WIN 10-DAY, ALL-EXPENSES-PAID VACATION TRIPS 
TO ANY OF THE CITIES SERVED BY AMERICAN AIRLINES, 
with one parent or other adult to accompany each! 
THEY ALSO WIN Official Junior Pilot and Junior 
Stewardess Uniforms, custom-tailored to measure! 





‘Where are you going, 
my pretty maid?” 

To MEXICO CITY, SIR,” 
she said. 
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250 MORE BOYS AND GIRLS will receive Bikes, Record GOOSE 


s ‘f | ee ” 
a CACM TE: 


OF FALL 1955 + ENTRY BLANKS OBTAINABLE ONLY FROM RED GOOSE DEALERS 









Easiest, Most Fair-to-all-ages Contest ever staged. 













NATIONALLY ADVERTISED 
in 9 Top Favorite, Wholesome 


Comic Books 
(Walt Disney + Roy Rogers - Little Lulu, etc.) 












Also in the Comic Sections of 


101 


Leading Metropolitan 















Sunday Newspapers 






with local dealer listings! 






WATCH FOR YOUR RED GOOSE 
SALESMAN — OR WRITE FOR 
DETAILS CONCERNING THIS 
COMPLETE PACKAGE PROMOTION. 


P| Piedanan. - Shik, DIVISION 


INTERNATIONAL SHOE COMPANY ~ ST. LOUIS 3, MISSOURI 
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EVERLITE 
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@® Exceptionally long-wearing, @ 25,000,000 pairs have proved Everlite 


comparing favorably with highest 


i the industry’s best soling buy. 
Priced soles. 


@ Modern, volume production meth- @ Complete line for men’s, women’s and 
ods create economies and assure children’s shoes. Wide range of colors 
uniform quality. and finishes. 
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Mgumaterials... AMERICAN BELERITE 
% RUBBER COMPANY 

CHELSEA 50, MASS. 
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Headlines and kootnotes 


Important Trade News and Trends of the Fortnight 


As Reported by RECORDER Correspondents 





Cost Control Stressed as Tanners Meet 


Free Enterprise Carries No Guarantee of Profit, Council President 


Erhard Buettner Tells Associates at Spring Meeting 


Important 


Research Projects Under Way to Improve Processes. 


A MORE thoughtful appraisal of the business outlook, 
plus a realistic recognition of the need of cost control 
in industry operations in order to preserve profits, 
characterized the deliberations of members of the 
Tanners Council of America at their Spring meeting 
in Bermuda, which opened May 10, The business ses- 
sions were of limited duration and the remainder of the 
time was devoted to social and recreational activities. 

Erhard H. Buettner, president of the council reported 
a vigorous promotional approach to the merchandising 
of leather at all levels, coupled with the introduction 
of more new items and fashion ideas during the past 
18 months by the tanning industry than had been 
witnessed in a quarter-century. 

In fields of research and product development Mr. 
Buettner noted like gains, with steadily broadened pro- 
grams getting under way. He lamented, however, that 
the industry picture profitwise reflects earnings which 


should be improved. 


“Bear these facts in mind,” he said, “our free enter 
prise system carries with it no guarantee of profit 
Without reasonable profits no business can survive and 
grow and contribute to our civilization. We all know 
the business climate in which we have been operating 
in recent months, Under those favorable circumstances 
the failure to earn a proper return is our responsibility 
and ours alone.” 

President Buettner reported several research projects 
were being undertaken, including: (1) Development 
work on better finishes for leather at Battelle Institute; 
(2) Proposed study in beamhouse improvements and 
soaking operations at Lowell Institute of Technology; 
better 
products at Armour Institute of Illinois Institute of 


(3) Preliminary studies for use of tannery by- 


Technology. He also advised that studies in coloring 
and fatliquoring; as well as investigations into the pro 
duction of crockproof suede are scheduled to begin 


shortly. 


Erhard H. Buettner, president of the Tanners Council, delivering opening address at Spring Meeting in Bermuda, Others 
seated (left to right) Leif C. Kronen, secretary; Julius G. Schnitzer, Department of Commerce, guest speaker; Irving R. 
Glass, executive vice-president; Walter Krauss, director, Leather Industries of America; Robert E. Sessions, Alderson- 
Sessions, guest speaker, and Dr. Heinz J. Luedicke, editor, New York Journal of Commerce, guest speaker. 
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Julius G. Schnitzer, director, Leather, Shoes and 
Allied Products Division, Business and Defense Ser- 
vices Administration, U. 5. Department of Commerce, 
delivered some factual pointers on “World Trade 
Trends.” The government and the various bureaus, he 
stated, were cognizant of the leather industry’s position 
with respect to discriminatory trade devices of which 
they are victims and every effort is being made to 
remedy same, and action in this direction will be con- 
tinued, Turning to the question of the domestic indus- 
try Mr. Schnitzer felt that shoe production during the 
past five months has been at an extremely high level 
and that lessened production might well be anticipated 
during the final half of the year. 

Robert E. Sessions, Alderson-Sessions, market ana- 
lysts, speaking on the subject of “Productivity in a 
Dynamic Economy” stated that a dynamic economy can 
It in- 


cludes factors which must be recognized or the penalties 


best be defined as “an economy of change.” 


must be paid. Nowadays, he said, the tempo is so 
rapid that the children of one generation are strangers 
to the economy of another, In a period of declining 
earnings and increasing taxation, he indicated, prob- 
lems of management multiply. 

Three characteristics mark modern business manage- 
ment today—(1) Idea of Technology as a Frontier; 
(2) Idea of Expansible Markets; (3) Idea of Pro- 
fessional Management for coordinating and perfecting 
same, 

Productivity, or output per man hour, has been 
slower in the tanning industry than the average rate of 
progress in other major fields. Labor costs loom larger 
in the total picture. Labor costs are still rising and in 


all probability will continue so. Thus the industry’s 


position is that of being more vulnerable to cost in- 
creases. 

Dr. Heinz J. Luedicke, economist and editor of the 
Vew York Journal of Commerce, provided the assem- 
blage with some noteworthy observations to ponder 
over in his message, “How Much Bull In Ebullience?” 
A sound realist, he cautioned against unbridled op- 
timism. Several major factors which to date have gen- 
erated and help sustain the present high level of activity 
(automobile production and the building boom) are 
seriously questioned in his remarks; along with the 
current lack of strength in commodity markets. 

A panel discussion terminated the morning session, 
during which Irving R. Glass, executive vice-president 
of the Tanners Council, and Walter Kraus, director of 
Leather Industries of America, answered questions 
from the floor. Replying to various inquiries made 
concerning shoe production and cattle slaughter, Mr. 
Glass expressed himself as being somewhat dubious 
about the present rate of shoe production being sus- 
tained. Current production to date for 1955 being on 
the basis 600,000,000 pairs plus (if continued) would 
require consumer purchases of 3.6 pairs per annum to 
be sustained as against a 3.3 average. To thus sustain 
production, retail sales would have to be upped. 
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Cattle slaughter for 1955, according to Mr. Glass, 
may approximate 27 million head, equal to last year or 
slightly larger. Hide exports, he believes, will not con- 
tinue at the pace witnessed in recent months. He esti- 
mated total exports for the year at five million, possibly 
less. Mr. Glass suggested that tanners contact their 
Senators and Representatives in Washington and stress 
the fact that, as the major tanning industry of the 


i 
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Left to right: F. Sturgis Stout, John R. Evans & Co.; 

Laird H. Simons, Jr., William Amer Co.; George H. 

Mealley, The Ohio Leather Co., and William F. Hickey, 
John R. Evans & Co. 


world employing 42,000 workers, we are being denied 
access to buying and selling markets abroad. He urged 
individual action to press the issue along industry lines 
and obtain needed results. He likewise reported that 
leather was regaining former markets and developing 
new fields of fashion importance. 

Mr. Kraus stated that Leather Industries of America 
had achieved definite goals in its initial program and 
that merchants and newspapers, class media, etc., are 
now cooperating of their own volition. Steps have been 
taken to humanize and broaden the appeal of leather. 
The “Be Yourself With 


Leather,” will carry the theme of leather as a quality 


new campaign, Good to 
product. On one promotion Mr. Kraus stated requests 
were received from 300 first line stores who cooperated 
in carrying the message of leather to consumers. 
Michael F. Flynn, president of the Leather Industries 
of America, Inc., delivered an inspiring commentary, 
preceding the Men’s Fashion Show, on the organiza- 
tion’s activities. His message was in the nature of a 
progress report and achievements being realized. 
Richard Lang, associate editor of Esquire Magazine, 
presented a fashion show featuring some new high- 
lights in men’s apparel for Fall. In the attire presented 
were leather sport coats, a white full-length sport coat, 
full-length black leather coat, tweed suit featuring 
leather trim and other newly fashioned creations. 
Global colors, punchy tones, were shown in sportwear, 
namely, Rio-Red, a vibrant shade; Persian Mellon, a 
pinkish orange; Kenya Clay, a tannish gray; English 
Ivy, a cool green; Bahia Blue, a bright blue; Tahoe 
Tone, a bright blue green; Bretton Brown, a warm 


rusty brown, and Tuscan Gold, a bright gold. 
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In shoes coordinated with apparel was an Italian 
influence done in black suede, trimmed with red, also 





light brown, light weight Moccasins, black and gray 





models, a number of one- and two-eyelet ties, shrunken 





grain calf, brushed suede, grain leathers, cordovan and 





- boarhide, with white stitching were seen. Black, walnut 





and charcoal were the preferred shades. 





Ideal weather and good greens favored the Tourna- 





be ment Contest held at Riddle’s Bay Golf Club, a two 
H. K. Dugdale, 


Beadenkopf Leather Co., turned up as the medalist of 





afternoon session of 18 holes each. 






the occasion. Shooting a consistently good game and 





capturing the President’s Trophy with a low net of 





132. D. D. Rose, hide broker, displayed good form, 





winning low gross with a 151 card. Competition in 
Don McCree, 


officiating as dispenser of awards at the Bon Voyage 





all events was quite close throughout. 






breakfast, made the presentations. 





Winners in the various events were as follows: 







MEN’S CONTEST 
Low Net—-36 holes—H. K. Dugdale. 
Runner Up—Tim P. Poolei. 
Low Gross--36 holes—D. E. Rose. 
Runner Up—Michael F. Flynn. 
Low Net—18 holes—Monday 
6. Low Net—18 holes—Tuesday 
7. Low Gross—18 holes—Monday- 


18 holes 





-_ 








Vi & SW NO 


Harold Edelstein. 
-Arthur Loewengart. 
L. E. Monnier. 


Thomas Keirnan. 









8. Low Gross Tuesday 






9. Nearest to Cup Par 3 Hole — William (Bill) 
Katzenberg. 
10. Most 7’s—18 holes—Monday—Joe Grubstein. 





11. Most 7’s 
12. High Net 


13. High Gross 


18 holes—Tuesday—-W. F. Schumann. 
36 holes—Hugh Connett. 


36 holes—Don A. Good. 











WOMEN’S CONTEST 








1. Low Gross—36 holes—Mrs, D. E. Rose. 

2. Low Net—18 holes—Monday—Mres. M. Flynn. 

3. Low Net—18 holes—Tuesday—Mrs. Arthur Loew- 
engart. 

1. Low Net—-9 holes—Monday—Mrs. Julian B. Hat- 
ton, 





5. Low Net—9 holes 
- Jr. 


6. Nearest to Cup on Par 3 hole 


Tuesday—Mrs. Leon Roversi, 






Mrs. Harold Edel- 





stein. 






April 1955 Footwear Production 
Up 8 Per Cent from "54. 






Foorwear production in April, 1955, of 48.1 mil- 


lion pairs was 8 per cent higher than the 44.7 million 





pairs produced in April of last year, and was 16 per 





cent lower than the 57.4 million pairs produced in 





March 1955, according to preliminary figures released 





by the Bureau of the Census, Department of Commerce. 
Shipments of footwear in April 1955 of 46,2 million 
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pairs were valued at $160.1 million. 

Men’s dress shoe production in April of 7.2 million 
pairs showed an increase of 12 per cent over the level 
of April of last year, and was 7 per cent lower than the 
7.8 million pairs made in March 1955. Women’s dress 
and work shoe production in this month amounting to 
13.9 million pairs represented a decrease of 2 per cent 
from the 14.2 million pairs made in April, 1954, and 
was 20 per cent lower than the number imade in March 
1955. The output of all other footwear in April was 13 
per cent higher than the number made in April 1954 
and was 16 per cent lower than the level produced last 


month. 


. + * 


Sam Sullivan Tells IS Story 
At Boston Travelers Show 


Sam SULLIVAN, of Laredo, Texas, one of the organ- 


izers and now president of Independent Shoemen, 
recounted the steps leading to the formation of the 
trade group in an address before more than 200 New 
kngland retailers at the Boston Shoe Travelers show 
in the Parker House, May 17. 

Mr. Sullivan maintained that centralization and mass 
methods in other industries had not brought benefits 
to the public at large. He urged closer cooperation and 
communication between various segments of the shoe 
and leather industry. 

He said that one failure hurt every business man in 
town and decried the trend toward bigness as carte- 
listic, monopolistic and threatening to individual in 


He also 


uniformity of styles and prices and said that in the last 


dependence. claimed the trend led to a 
few years “we haven't had a better light bulb or radio, 


and automobiles look more like taxicabs.” 











Sullivan related an account of how he was ap- 
proached by a manufacturer who felt he had just the 
line Sam should stock and intimated he might have 
competition from the manufacturer himself if he didn't 
stock it. When the manufacturer of a line of women’s 
shoes Sam handled for years bought another line of 
women’s shoes, Sam wrote “You sure are changing 
our lines and I'll miss yours.” 

Sam’s attitude brought such a response from like 
minded retailers that a group was called together in 
the Spring of last year and a steering committee was 
formed with Sullivan as chairman, The publicity sur 
rounding the National 


Chicago last October brought in 17,000 letters, Sul- 


Organizing Conference in 
livan said, three-fourths of which expressed worry over 
centralization. A general meeting has now been called 
for next October at Chicago, 

Sullivan was introduced to the group by Philip B, 
Bayes, of Solby-Bayes, Boston, who announced to the 
assembly that the Texan had been invited to address 


the 46th annual British Shoe & Leather Fair in London 


on October 3. 













Children’s Shoes Big News 
At the Pennsylvania Show 


Arrenpance was up 20 per cent over last year at 
the Pennsylvania Shoe Travelers Association Fall Shoe 
Show held at the William Penn Hotel, Pittsburgh, May 
14-17, 

Buying at the show was 15 per cent above a year ago. 
Most orders were placed for July and August deliver- 
ies. The majority of orders were for women’s and 
children’s shoes. 

More than 500 retailers had a look at the 120 lines 
displayed. 

In men’s dress shoes, the colors in special demand 
for Fall delivery were charcoal brown, cordovan, and 
black. 
leather. Cordovan in heavy type brogues in the half 
double leather sold in quantity. Black accounted for 
35 per cent against tan colors on orders written. 

In women’s footwear open shoes in black suede, 
lustre calf, and calf in dark colors were favored. For 


Low quarter lines led the sales in crushed 


later delivery, closed shoes in trim pumps, black suede, 
and black calf were very strong with brown suede 
making a surprisingly strong showing. Brown calf is 
coming in strong in henna celors with softness in all 
pumps very important. The top colors for women this 
Fall will be dark avocado, dark wedgewood, antique 
red, and a few blues when needed. 

The really big news style-wise and order-wise was the 
children’s line, where color and high fashion are 
Lecoming increasingly important. 

In dress type shoes for girls, the one-strap shell 
continues a big favorite in all size runs, with pumps 
in misses sizes becoming more popular. Treatments are 
on the light side with little touches of rhinestones, 
beads, or nail heads on vamps and throats. 

Important colors for Fall will be black, navy and 
red, Black suede will be the number one color and 
leather, followed by black and charcoal calf, blue 
swede, red calf and alligator. Promotional colors will 
be brown alligator, avocado and plaid patent in a 
variety of color. 

School shoes for girls this season will have a slim, 
light, and soft look. New is the one eyelet low quarter 
oxford at present very popular in men’s and boys’ 
oxfords, Straps and loafer type styles continue to round 
out “school type” shoes. Colors will be brown, red, 
charcoal, and ginger. For boys, dark colors are the 
-hlack, charcoal, brown and cordovan. Boys’ 
Soft shrunken 
grains and prints will be very strong as will be the 


trend 
shoes still follow the mannish style. 


eyelet oxford and tassel loafer. 

_ <a _ 
Shoe Sales Gain in St. Louis 
Federal Reserve District 


SHOE sales for March, as well as combined totals for 
the first three months of 1955, showed substantial gains 
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in almost all major cities included in the Light Federal 
Reserve Bank District, This is true in all shoe cate- 
gories, with children’s stores and departments making 
the best showing. 

sreaking down the reserve bank report, here’s how 
the children’s shoe sales were tabulated, the first figure 
indicating March gains over March, 1954, the second 
figure showing the increase in 1955 over 1954 three- 
month totals: For the district as a whole, 25 and 10 
per cent; St. Louis area, 28 and 12 per cent; Louisville 
area, 25 and 17 per cent; Memphis area, 26 and 6 per 
cent; Little Rock area, unreported, 


* * * 


Successful Shoe Promotions 

“GAY AS BALLOONS—light as air” read copy from 
Schuneman’s Inc., St. Paul, in promoting summer 
shoes. “Town and Country shoes are more fun than 
a three-ring circus, Dainty as candy floss, cooling as 
pink lemonade , , . they'll keep you in a happy carnival 
raced all summer long. They’re that comfortable . . . 
that wonderful!” The advertisement was decorated with 
drawings of balloons and circus clowns. 


“PEOPLE WHO LIVE IN GLASS SHOES have 
more fun than anybody” said Chandler’s, Minneapolis, 
in advertisement of vinyl shoes. “Why? Because, as 
anyone can see, those who wear vinyl shoes have a 
clear concept of fun ‘’n fashion! They’re exciting, 
dramatic show-stoppers . . . spellbinding as a picture 
If YOU seek a new outlook, try Chandler’s 


see-thru shoes.” 


window! 


“STYLED IN THE SUMMER MANNER” intro- 
duced styles in copy by Napier, Minneapolis. “We've 
chosen two flattering fashions—one to complement 
your daintiest frocks—the other to add dash to tailored 


and casual clothes.” Sketches of the styles were added, 


SUMMER SHOES were Maurice L. 
Rothschild, St. Paul, with “Going every place this sum- 
and your May- 


featured by 


mer—Take a number from one to ten 
to-September will never be cooler, more comfortable, 
. the cool, cool meshes . . . the 
. the 
sleek, slim pumps. Color-cued to mate magically to 


more beautiful 
scintillating two-tones and the fun-full wedges . . 
every costume.” 
BAREFOOT-GIRL-WITH-CHIC! “More festive 
than a glass slipper, our new halter pump!” read the 
catchy lines promoting a single shoe (Jerro, $24.95) 
in a Milwaukee Journal advertisement of Smartwear- 
Emma Lange, Inc., Milwaukee. The shoe combined 
Vynilite with pearl-of-calf plaid in pink and blue, gray 
and white and orange and white combinations. “You 


, 99 


are our barefoot-girl-with-chic!” concluded the copy. 
The pink and blue plaid sold in greatest volume in the 
second floor shoe salon, owned and operated by H. N. 


Biwer Shoes. ’ 
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HAND - FASHIONED 
SHOE 


ONLY HUMAN HANDS 
CAN CREATE SUCH PERFECT FIT 
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5 gf SOONAC- 
"  ELKO-NIPIGON 


AND 


HIKER 


Whatever your particular need may be, 
NORTHWESTERN leathers are sure to meet your 
children’s shoe requirements. SOONAC and 
ELKO have long been popular favorites. NOW, 
NIPIGON and HIKER, two new leathers ideally 
adaptable for children’s styles, have been 

added to our line. Especially developed in the 

great tanneries of the SOO, Nipigon and 

Hiker have just the right balance of 

suppleness and sturdy dependability for 

juvenile footwear. Fulfill the demands sure 

to be forthcoming for your “‘little-folks”’ styles 
with these Northwestern Leathers in 

the back-to-school market ahead, 






















a ado 
Fine 
_ Xe 





NORTHWESTERN LEATHER COMPANY 


OUR NEW ADDRESS 210 SOUTH STREET, BOSTON, MASS. 














DAVE GARROWAY and 
ARLENE FRANCIS 
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JUMP/NG- JACKS rol Be 


Quaiity tells the story! Over the years Jumping-Jacks superior 





workmanship, materials and fit have established these as 
the finest shoes a child can wear. Now, with the Jumping-Jack 
story being told nation-wide by television, newspapers and 
magazines, you'll find your good Jumping-Jack investment 


art 
better than ever. You simply can’t miss when you stock the best! iC —— 
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JUMP/NG-JACKS 
\ new word seems to have been added to the lexicon FLEXIB, £5 Fo pREN 
of industrial terminology--AUTOMATION. E SHO R CHIL 


There are probably many definitions but here is how | \ 


Benjamin Fairless of U, S. Steel Corporation puts it: 














“This thing called AUTOMATION is simply evolu- 


tion—not revolution. It is only another little step in 
the slow and plodding progress of man towards a 
richer, fuller life, and a better, freer world. | 
“There is nothing new about automation except the ? 2 
Ol 


word itself. The facts of automation, and the me- 
chanics of it, are older than our own American 
Republic. 


—‘Among the engineers who coined it, the word auto- 
mation is merely a term which conveniently describes 
certain mechanical controls and processes. There is NOW 
nothing frightening about it, nor is there anything 
basically new about the mechanical principles to 


] 
which it applies Kole) Gi. [e 
“But to thousands of our people who do not under- SAYING iT! 
stand its meaning, it suggests a brand new class of id 


machines—different from any which we have ever 


had before—and so superior to man himself, that, 
ultimately, they may rise, to destroy us all. 


“Thus the word alone is enough to conjure up visions 
of a wholly automatic factory where machines with 
super-brains will grind out products, without any 
human payroll whatever. 





“Automation has become a menacing word—a kind 
of modern bogey-man with which to frighten our ’ 
people. = <4 

( 
“Over the centuries, man has accomplished an amaz- 
ing industrial miracle. He has surrounded himself 
with luxuries, and greatly lengthened his hours of 
leisure; but no machine that he ever devised has 
made us humans obsolete.” 





*including an 
independent 


consumer report 
S Us ee ey recently released 


Editor Emeritus 
Boor & SHoe Recorper VAISEY-BRISTOL SHOE COMPANY, INC., MONETT, MissouR! 
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Washington 


Newsreel 


By GEORGE H. BAKER 


Tue Kisenhower Administration’s drive for standby price control authority is gain- 
ing plenty of political momentum on Capitol Hill. 

In contrast to other years, when members of both political parties kicked like 
steers at the idea of regimenting the nation’s business and industrial price structure, 
1955 is likely to be the year in which a majority of Republicans in Congress agree 
with the Democrats that the White House ought to have full authority to regulate 
prices, 

Political strategy for winning control authority from Congress does not stop 
with price controls. Plans now being drafted at the White House level include 
requests to regulate not only all wholesale and retail prices, but also wages, salaries. 
rents, and consumer credit. In addition, rationing authority may be included in 
the request. 

Democrats, now patiently waiting for the request to come during hearings on 
extension of the Defense Production Act, are forcing the Republicans to stomp on 
their campaign planks against government intervention. 

Timid efforts of the Administration to have Congress initiate a control law 
have failed, since it was first decided such authority is necessary a little over a 
year ago. The Administration will have to make the request. The plan now is to try 
to stir up as little fuss as possible, so the request will be for a broad, general, tem- 
porary amendment to the Defense Production Act simply giving the President power 
to regulate the economy in an emergency until Congress replaces the freeze with a 
permanent control law. The original plan to seek a 90-day freeze law has been 
replaced by a general temporary approach. 


oe we ae 


Business and private income tax returns will get a more thorough going-over 
if Congress approves a request of the Treasury Department for an increase in funds 
for the fiscal year which begins July 1. 

Treasury officials are asking $7.5 million more in funds for the coming fiscal 
year, virtually all of which would go for hiring new internal revenue agents to check 
on tax returns, 

The Internal Revenue Service, in arguing for the hike, claims it should more 
than pay for itself in increased revenue as more people and firms are caught up in 
“mistakes” favorable to the taxpayer. The government notes that enforcement agents 
pay off at the rate of $10 to $1 of their cost in the first year and $20 to $1 by the 
third year, 


” * . 


Employes of multi-state retail, wholesale and service organizations will be 
brought under terms of the minimum wage law but strictly local or franchised 
dealers will remain exempt, if Congress approves the Eisenhower Administration’s 
proposals for revision of the Fair Labor Standards Act. 

Secretary of Labor James P. Mitchell, testifying for the Administration’s wage 


plan before Congress, urges that employes of large interstate chain operations be 


[TURN TO PAGE 64, PLEASE! 
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presenting 


THE NEW... 


THE 
SENSATIONAL... 


PLASTI-FOAM Bor 


by PEEK+A-+> BOOT 


... it’s insulated for winter & wet weather protection! 


1 piece construction means 
LOWER PRICES — FASTER TURNOVER 
GREATER PROFITS 


Designed for children and misses. Designed for the 
profit-minded store. PLASTI-FOAM by Peek-A-Boot gives you the 
1ast word in winter and wet weather protection. The thick sole 
is evidence of highest quality, durable too! They’re so novel, 
so stylish and so useful that you'll want to be first in your town, 
Don’t delay, place your order for PLASTI-FOAM today! 


IN 3 COLORS: 
RED, BROWN, WHITE 


PEEK «A+ BOOT, ine. 
1604 So. Flower St., Los Angeles 15, Calif. 
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she 
insists, 
on the shoes” 
she saw 
in 
woman’s day 


Where do your customers get their ideas on 

what-to-buy? If they’re A&P shoppers, 

they make up their minds with the help of WomMaANn’s Day 
the magazine most of them buy at the A&P every month. 


To reach the A&P shoppers in 
your neighborhood —feature the W O I } } a i } "Sg a 
shoes they see in WoMAN’s Day! 
THE A&P MAGAZINE 
the NATIONAL magazine...with the NEIGHBORHOOD impact 
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‘ ner sun style 
“Sophisté”. . . sumr 








. Ny CITY, MISSOURI 
EDIE FOOTWEAR CORPORATION * JEFFERSO 
TW ) , 


Sophisté 


as featured in the JUNE issue of 


CHARM Redbook McCalls 


TWEEDIE FOOTWEAR CORPORATION + JEFFERSON CTT, 





MISSOURI 
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How ARD P. ABRAHAMS, who 
resigned as Manager of the Sales 
Visual 


Merchandising Group of the Na- 


Promotion Division and 
tional Retail Dry Goods Association 
to join the executive staff of Amos 
Parrish &\ Co., says: 

“No one can predict what any 
customer will 


individual buy or 





| BUYING PATTE 
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will buy but 
























when he when you 
multiply the wants of all your cus- 
tomers each year you find that they 
total 


These total sums weed out all vari- 


are transformed into sums. 


ations of customer differences and 
transform themselves into general 
averages which we refer to as buy- 


Year 


good and bad times, in booms and 


ing patterns. after year, in 
in periods of high or 
low prices. we find that 


follows the 


(le pressions, 
customer 
sae 


buying pattern. 


You buy. you stock and you show 


merchandise in your store based 
on the ways in which your cus- 
tomers have evidenced THEIR de- 
sire to buy. not YOUR desire to 


sell them.” 
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GreorcE WOLFE of Enzel’s Shoe 
Store, Philadelphia, Pa., says: 

“All types of high style shoes in 
the window and the store, that have 
look will 


attraction for style-minded women. 


the new have a strong 
Since most women today, who shop 


in town, are very much style 
minded, these shoes on sight create 
desire to pul 


a strong instinctive 


chase. Women do not buy shoes on 
impulse like they do other items; 
but the impulse to try these shoes 
on brings them into the store. Once 
the salesman has a customer inter- 


ested in getting suitably fitted with 





| Nigh Styls 
AL, 


al 








shoes, he has a chance to sell them 

“Very often the shoes asked for 
by the customer are an extreme style 
that she can't 
equipped shoe store will be able to 
with a style that is 
still 


features she wants. 


wear; but the well- 


fir her more 


suitable and retains the style 
“It is true that some women are 
that 


give little attention to the fit and 


so concerned with style they 


how the shoe feels on the foot: but 


Recorder 
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TRADE 












we can't do business on that basis. 


“High style, eye-catching shoes 
in the window will bring the cus- 
interested, we 


tomer in and once 


xan take it from there.” 


« 


Eimer L. WARD, president of the 
Palm Beach Company, says: 


“There's 


noting 


permanent ex 





cept change ... and it’s high time 


tetailers realized there have been 


definite changes in the clothing 


habits of men, Coats and suits are 


ro longer the merchant's staple fare 


Sports wear now is a staple. So 


are lightweight fabrics, colored 


shoes and 


shirts, loafer straw hates 
» 


Style, color and weather have done 


away with the old clothing tradi 
tions, 

“Consumers have changed. Their 
mode ot living has changed Their 
needs have changed Phe only 
thing that hasn't changed is the 
retailer, 


“Five vears ago we said there was 


a trend toward more casual living, 






4| 





toward lighter weight, more casual 


and informal dress. This is no 
longer a trend, It is not a passing 


Weather 


do with it 


style, has something to 


for Winters are 
getting warmer, 
“Color is an even more important 


factor in smashing the clothing 


traditions. America today is color 


mad, Color is being blended and 
sold in everything from table set- 


tings to pajamas .., and the men’s 


wear business is no exception. Re- 
tailers should emphasize their new 
colors, fabrics and styles with ex- 
tensive promotion and advertising, 


particularly their stocks of na- 


tionally advertised brand names 


which the public has come to ac- 


nd | :, caine . 

Hk INDISPENSABLE MAN” 
a quote from The National In- 

surance Buyer: 


“Sometime, when you feel that your going 
Would leave an unfillable hole, 
Just follow this simple instruction, 
And see how it humbles your soul. 
“Take a bucket and fill it with water, 
Put your hand in, it up to the wrist, 
Pull it out, and the hole that remains 
Is a measure of how you'll be missed. 
“You may splash all you want as you 
enter, 
You may stir up the water galore; 
But stop, and you'll find in a minute 
That it looks quite the same as before. 
“The moral in this quaint example 
Is do just the best you can; 
Be proud of yourself, but remember 
THERE IS NO INDISPENSABLE 
MAN!” 


H. T. CARY, president and board 
Shoe 
Corporation, Beloit, Wis., and co- 


chairman of the Freeman 
chairman of the Father's Day Coun- 
cil’s Men's Shoe Division, says: 
“The entire men’s shoe industry 
and trade press should be aroused 
to take full advantage of Father’s 
Day opportunities, which | do not 
helieve is being done at present 
time. Men's shoe retailers can and 
should promote merchandise suit- 


able as gifts for fathers. All of us 
in this field should try to do tne 
same amount of business propor- 
tionately for Father's Day as other 
industries are now doing.” 


Piven B. JUSTER, president of 
Juster Bros., Minneapolis, Minn., 


says: 


@. iy 


“Millions of 


haven't learned to look as good as 


men in America 


they are—-and that is mainly our 
fault. We have an educational job 
to do. A 50% 


represents what men’s wear should 


volume increase 
have with normal alertness to con- 
Just think . . . the 
annual consumption of men’s suits 


sumer needs. 


is about one-half a suit or less 


for each male. In addition, each 
man buys only about one and one- 
half pairs of shoes and less than 
one hat each year. 

“Consider what it would mean if 
every man in America would spend 
only $50 more a year for wearing 


apparel. The answer lies with the 





retailers themselves. We are not 


measuring up to our potential.” 
a *” 4% 


Gorvon JOHNSON, advertising 
executive of Madison, Wisconsin, in 
a talk before the Madison Shoe 
Ketailers’ Association, said: 

“Just as you plan to have the 
right shoes on your shelves at the 
right time, so you must feature the 
right shoes in your advertising at 
Think of 


money spent for advertising as an 


the right time. your 
investment, not an expenditure. Ad- 
vertising investment in shoe retail- 
ing involves study, planning and 
adequate follow-through at the 
point-of-sale. Predetermine the 
amount you are going to invest in 


advertising by first setting a sales 
goal and then establishing a per- 
centage of your anticipated gross 
This 


centage figure must, at times, vary 


sales for advertising. per- 


to allow for economic emergencies, 


competitive pressure or heavier- 


than-usual promotional efforts.” 


“I'm not surprised! He has certainly 
known her long enough.” 
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he College Shoe Wardrobe 


As Selected by Austin Murray, Manager, Men’s Shoe Department, 





De Pinna, Fifth Avenue, New York. 


F or several generations, De Pinna, Fifth Avenue has 
been a favorite supplier of apparel and footwear for prep 
school boys and college men, particularly those from Ivy 
League campuses. Both the clothing and the footwear 
operations are extremely high grade, very much on the 
conservative side and complement each other perfectly. 
The attractive shoe department managed by Austin Mur- 
ray is directly in front of the elevator on the second floor 
and is flanked on one side by the men’s clothing and hat 
department and on the other side by the boy’s clothing 


department and University Shop. Young customers of 
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Illustrated in photo, left to right: Five eyelet plain toe 
white buck blucher with red rubber sole and its com 
panion model in light tan, fine heather grain with 
leather sole; black which replaces the 
classic Norwegian slip-on and which is growing in 
acceptance rapidly s the handsewn moccasin two ey elet 
tie; and the favorite wing tip oxford in deep cordovan 


tassel moc 


prep school age are picked up from the boys’ department 
at the completion of the boy's shoe 1-6 size run, while 
customers from the University Shop find the department 
convenient before or after being fitted for clothing, 


TURN TO PAGE 73, PLEAS! 











Nornine is more satisfactory than a satisfied cus- 
tomer, unless it is a new customer who gives promise 
of becoming another steady customer, And this is 
equally true of all ages, starting with the child who 
likes your shoe department so much that she—or he 
insists that her mother take her back every time to 
your store, 

The age when a girl—or boy—goes alone to buy 
ler shoes is a very important time for you. If you have 
succeeded in keeping her in your store up until then, 
you have a good chance of continuing to do so now 
that she is on her own, but you must meet the new 
challenge that comes with her new freedom. More and 


“Hi-Moc,” three-eyelet, fleece-lined, shag boot, Soft 
Step by Bloom-Ease. 


Freshness and Vari 


more she is inclined to go where other girls, her special 
friends, go. The little cliques and the little style fads 
that these girls develop all influence where they buy 
their shoes and what styles they buy. 

Year after year we receive the same reports from our 
far-flung correspondents. Loafers and saddles still are 
the number one and two choices when the country is 
taken as a whole. The trend, the tradition, is so strong 
that it is accepted as the basis of back-to-college shoe 
wardrobes. It is the backbone but it is not the end of 
the college girl’s purchases. If the casual, loafer styling 


is so dear to her heart, she should be interested in other 


[TURN TO PAGE 72, PLEASE | 





The new sleek, chic line in a square throat pigskin 
pump on 15/8 heel. Degas. 


New Designs and New Interpretations of Popular 
Types Inspire Campus Styling. Saddles Have Differ- 


ent Look and the Italian Influence Also Adds Variety. 


by ELEANOR M. RUTTY 


Dressy suede flat with stacked heel, Cover 
Girl Sophisticate by Prima. 

























In New 
Campus 


Styles... 


Square heel, square toe, fringed tongue stepin in 
glove leather. Moxees. 





“Ferrari,” Italian pump in colored shag. Leather pan- “Pony Saddle” in suede with saddle, tongue and back 
cake heel. Fortunet. stay in unborn calf. Golo of Dunmore. 





Glove leather pump with adjustable “Honest Injun,” light and flexible, New version of saddle in glove leath 
tongue, New last on 2/8 heel. Whisper with fringed front strap, in wheat er, the tartan lining matching argyli 


Step by Viner. glove leather, Cobblers, socks. Joyce. 





wt 


For the Nursery Group: Fashionable one-strap 
with braid trim and plastic ornament by Gem; 
Self-Starter by Carpenter Shoe. 


These children are typical of the 
youngsters who will be returning to 
schools across the nation. To them 


neu 


shoes uill be almost a “must.” 


SCHOOL 
TERMS 
START 


To paraphrase a popular song: 
“When the Saints (the little ones) Go 
Marching In” to their classrooms 
across the nation, there will be many 
a reluctant scholar among them. It is 
difficult to leave a Summer’s fun and 
pleasure and to anticipate, as the 
majority of them do, the bleak pros- 
pect of learning, education and disci- 
pline. However, there is one little 
glimmer of enjoyment, one bright 
inducement that takes the edge off 
their reluctance and that is the idea 
that they will have a new pair of shoes 
to start back to school in, There is 
scarcely a child who can resist the 
pleasure and excitement of a new pair 
of shoes, 

Manufacturers, aware of the im- 
portant place of shoes in the back-to- 


school wardrobes, have planned their 


Soft, light, flexible shoes in fashion- 
right colors and leathers for back- 
to-school, Left to right: "Tween by 
Golo; Sportees by Highland; Elas- 
ticized top line by Friendly; Ki- 
Yaks by Craddock-Terry; Nut and 
bolt trim on Sandler's Sportster and 
Little Injuns by Mercury, Division 
of Deb Shoe. 


















Fit is an important considera- 
tion in all these shoes and 
straps, bows, perforations and 
color contrasts add attraction. 


Top to bottom: (left) Little 
Yankee; Phyl-Flex by Phyllis; 
Pro-tek-tiv by Curtis, Stephens, 
Embry. (right) Fleet Air by 
Eby; Acrobat by General and 
Red Goose by International. 
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WITH SMART, NEW SHOES 


by ESTELLE G. ANDERSON 







Center photo; (left to right) 
Skip-Kez by Cedar Shoe; Pied 
Piper; Dr, Posner. 







Lower right: (left to right) 
Ephrata Shoe; Stride Rite by 
Green Shoe Mfg. Co.; Kali-Sten 
Iks by Gilbert and Poll Parrot 
by RJR. of International 

















production on the basis of the latest 
styles, colors, leathers and features 
that will provide the lift to the spirits 
of the millions of youngsters who will 
be starting back to school any time 
from August on. As for the con- 
sumers, they are never too young nor 
too old to be influenced by style and 
from nursery school through college, 
[TURN TO PAGE 74, PLEASE] 





Shoes for growing youngsters incorporal« 
adult style factors with sturdiness and wear- 
ability. In the boys’ lines, the low cuts, one 
and two eyelet types are prominently featured 
along with perforated wing tips. Zipper fast 
enings and elasticised gored step-ins insure 
close fittings. Charcoal grays and blacks are 
all good selling features. 


Photos on left: Top (left to right) Boy 
Ranger by A. S. Kreider (Palmyra, Pa.) Com- 
mander and Rob Roy by A. S. Kreider ( Eliz- 
abethtown, Pa.) and Gee-Pee by Gerberich- 


Payne. 


Photo above: (left to right) Step 
Master: Child Life by Herbst; 
Robin Hood and Weatherbird. 


Center left: (left to right) Corded 

vamp oxford by Lancaster: Sadl- 

Moc by Edwards and low cut 

Jumping Jacks Seniors by Vaisey- 
Bristol. 


Bottom left: (left to right) Wing 

tip by Julius Altschul; two-eyelet 

low cut by American Juniors: 

Lucky Old Pals by Five Star and 

wing tips by Waterbury Shoe and 
Buster Brown. 





Barnett’s women's and children's 
store, showing the remodeled en- 
trance to the pavking Jot. 


The entrance to the new men’s 

store is two doors from the orie- 

inal Barnett’s, which will continue 

to serve women and children cus 
fomers. 


Halt 


Plan to Open 
Men's Shoe Den 


Barnett’s Booteries, with Stores in Inglewood, 


EePeReeDeacb est Ei 


Glendale, Huntington Park and Long Beach, 

Cal., to Feature Men’s Shoes in a New Store 

in Glendale as Part of an Over-all Expansion 

j customers will be able to enjoy 

and Remodeling Program. PENI ua 

etter service and increased choice 

ol styles and size ranges, as well as 

B arnerr’s BOOTERIES — have Vice-President and General Mana masculine privacy in the selection 
announced the opening of a new ger Burt M. Mckay; the facilities and fitting of footwear, 

Men’s Shoe Den in’ Glendale, of an additional store were necessi The attractive new store features 

Calif., at 107-B North Brand Boule- tated by the increase of business a masculine decorative scheme. fin 

vard, just two doors from their and the tremendous volume of stock ished with knotty pine, with combed 

present store, which has served the that Barnett’s must carry, he ex- plywood used as a background for 


Glendale area for over 10 years. plained. With the opening of the the windows and interesting shadow 


The announcement was made _ by new Men’s Shoe Den, Barnett’s men [TURN TO PAGE 73, PLEASE] 
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The Pinkey Lee show is spon 
sored by Weatherbird shoes 
and Barnett’'s. Left to right 

Beep Roberts, ARCA; Leon 
ard Bird Ver... Barnett's 
Inglewood store Vartha 
W eisler, Martha's Advertising 
Service; Pinkey Lee; Burt 
WUcKay, V.P., Barnett’s Boot 
eries; Robert Minton, Mar., 
Huntington Park store; Jack 
Borden, Mgr. Long Beach 


store. 
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ariety of Merchandise 


ry . rey ° . ’ . * 
| he Personal Touch Is the Selling Touch In This Progressive Children’s 


Shoe Store in a New Neighborhood on the Outskirts of Philadelphia. 


“Te shoe merchant who merchandises 
variety is the one who gets the volume,” is the guiding 
principle of shoe man Irv Goldstein of Juvenile Foot 
litters, 

He also might add that a fondness for children and 
their foibles helps too, 

Goldstein purposely located his store out on the edge 
uf Philadelphia, in a wholly new neighborhood rapidly 
being populated by young marrieds. These people all 
have children, so Irv makes a bid for their business 
by carrying a complete line of juvenile footwear com- 
parable to that found in center-city stores, so they shop 
Goldstein instead of making tracks for the larger stores 
in downtown areas. 

“I figured that once you get the confidence of these 
young married couples, you've got business for years 
ahead,” said Irv. 

“As the kids grow up, and their foot size changes, 
they'll come back again and again—if shopping has 


been made pleasant for them.” 


by HARRY J. MILLER 


Irv does just that. His store has the plush appear- 
ance of a “grown-ups” shop, but the main emphasis 
is on children and their interests. 

There are tiny chairs for the small fry to sit on, 
there are comic books to beguile them and take home, 
there are rocking chair horses to amuse them, and 
footwear is displayed on shelves low enough for chil- 
dren to see and handle and voice their favorites. 

“If I had the room,” said Goldstein seriously, “I'd 
have a merry-go-round in here to keep the kids happy 
while their parents shop for them.” 

The young mothers rely on Irv for advice in shoeing 
their youngsters. 

“I fit them right,” said the dealer, “and I have no 
hesitation in saying ‘no’ to a parent intent on buying 
shoes not suitable to the child’s feet. I show them my 
higher-priced shoes first, pointing out all the quality 
And I make it a 
cardinal rule to make this sales pitch with the shoes 


features of the better merchandise. 


on the child and not in the box!” 

Since, with young mothers, appearance counts about 
as much as quality, Irv points out that: “shoes that 
wear better, look better.” 

Besides the personal touch, which is the selling touch 
with this dealer of 20 years’ experience, Irv believes 
that a complete stock in a depth of sizes draws more 
interest than money in the bank. 

By a close and continuing study of his customers’ 
needs, he has learned how to maintain sufficient stock 
and variety in proportion to sales in order to meet the 
competition offered by in-town stores. Displayed on 
low benches, shoe samples provide a degree of self- 
selection that simplifies the selling job, thus enabling 
Irv to concentrate on better fitting and customer service. 


Left, squeals of delight greet the sight of the 
rocking horse purposely set where it can at- 
tract the eyes of tots and the bib set. Juvenile 
Foot Fitters also supply comic and coloring 
books to be used in the store and taken away. 


Right, ten-foot-high Philippine mahogany parti- 
tions form the tasteful setting for the 3 by 6 
foot shadow boxes in upholstered frames col- 
ored to match the store’s setees. Low display 
benches permit handling by children. 














Fondness for 
Children 
Juvenile Trade... : 


For example, his line of Indian moccasins and boots displays. These seem to sell shoes to many mothers 





is located at the front of the store, but they can be even before they are served, for they not only give 
seen from any point within the interior or through the them an idea of what they want on their offspring 
visual plate glass front—an invaluable aid to impulse but also create the desire to own. People like to handle 
buying—and no confusing mass displays are ever in shoes, 


lence. \ distinterested observer can readily appreciate 


evit 
While the windows are always neatly dressed, there Goldstein’s method of catering to children that wins 


is a studied disinclination to jam them with merchan- favor with their parents. He has children of his own, 






dise, and just as much reliance is placed upon interior [TURN TO PAGE 72, PLEAS! 


In /ysfuons Forefront 


SOMETHING new has been added in women’s style shoes. 
Julianelli has introduced a Summer line using the new 
pastel tones in Crown Neolite soles. Colors include alabas- 
ter, pinafore pink, buttercup yellow, jackstraw, salmon red, 
sweetheart blue, heliotrope and jade green. These soles 
have been used in standard colors in women’s casual shoes 
for the past two years but their use in fashion colors—of 
in style shoes is some- 
Kerr, 


manager of the Goodyear Tire and Rubber Company’s shoe 


which there are 27 being produced 
thing entirely new, according to George G. sales 


products division. 
* 


A NEW line of casual shoes was recently presented by 
Ripon Knitting Works, a company known for its knitted 
wool and leather items and pioneer work in the slipper 
sock for men, women and children. With the launching 
of their new line, “Estrellitas,” designed by Sylvie Hamil- 
ton, the company has definitely entered the shoe manufac- 
turing field. Made of full grain Softan cowhide, the shoes 
carry coated foam rubber insoles and new “apostrophe” 
flat heels. 
ideas as white bead flowers, copper pendants as topline 
trim 


Detailing includes such attractive and original 


leather fringing at throat and back, and a collar of 
black and silver ric-rac. Continued for Fall are 
play shoes with topsail fabric uppers, 
The series of Softan 


the neatly 
tailored “Riveras” 
elastic side gores and crepe soles. 
Moccasins is also being continued, Incidentally, the new 
est development in slipper socks is a Knee High sock with 
an indoor-outdoor sole, designed for short skirts and Ber- 
muda shorts, Another innovation is the line of pastel colors 
included in this ankle-low to knee-high funtime footwear. 


* ” o 


Divipinc their recent showing into two parts—‘‘Careers 
and Classes” and “Such Fun to Have Around the House” 


Fall. 


Oomphies showed a wide range of new styles for 


Votes on Important Developments in the Field 
of Footwear, Fashions, Colors, Materials 


Highlights in the first group were a series using polka dot 
corduroys, another in a textured leather and still others 
in smooth kip. in kid and suede. “Glovelet” was an out 
standing style in black kid with an elasticized quarter. A 
hootie featured the novel idea of split soles matching the 
colors of the suede uppers. This bootie was also suggested 
in the textured grain leather. 

In the second group, as presented by Marianne Tater, 
Oomphies’ stylist, strong emphasis was on glamour. Pearl- 
ized pink kid combined with vinylite and silver, vinylite 


An all-leathes 


rubber 


with velveteen, velvet and satin were shown. 
scuff, “Little full 
sole, was repeated in the same details but on a 16/8 wedge 


elasticized Bounce” on a foam 
heel. This was identified as “Big Bounce.” 

Also a feature of the showing was a group of pumps in 
beautiful suede colors and a series of jeweled, beaded shoes. 
Richly ornamented belts by Shirley Gessner were worn by 


the models. 
x x ¥ 


ORIGINALITY and novelty characterize the new Carina 
Heel heights 
range from pancakes to 18/8. Elasticizing was a feature 
of the line at the throat of backless shoes and at the back 
of other shoes. 


line by Taicher shown during Fall openings. 


Shankless construction gave unusual flexi- 
bility to many of the styles. Soft suedes and textured leath- 


ers, and combinations of surfaces, were typical of the 


styling. 
, Y + 


Col OR plays a leading role in Town & Country’s Fall line 
French Walnut, a good creamy brown, was presented by 
firm’s style authority, at the 
The models wore real walnuts 
Red Fox is T. & C.’s henna 
to coordinate with the new 


Eleanor Howard, the com- 
pany’s recent showings. 
for necklace and earrings. 
and is slated 


fox furs. 


interest in red 
A deeper version of avocado has been named 


| TURN TO PAGE 63, PLEASE | 


Simplicity and Refinement Typical of Many Fall Styles 


: 
4 
% 


From left to right: Spectator detailing on 14 8 heel 
pump; neatly tailored strap shoe on 17. 8 heel; both 
in textured “Tibet” culf on built-up leather heels, 
with folded top lines, soft toe boxes and semi-soft 


52 


counters, and both from the new suburbia line of 
Varshal!. Meadows & Stewart; “Sweater pump” on 
graceful 15 8 heel, by Laird Schober; the “Conti- 
nental pump on slim high heel, by Customeraft. 
order 


Boot and Shoe Rec 





) scores again... 


youthful 
styling 
that sells 


for you 


e OT 
Signe 


and now 


m Cuad 


Yes... Winthrop has done it again! In just three short weeks advance 
orders told the story (and orders are still pouring in). The new Quad 

is definitely another Winthrop First. 

Like the famous Slack... the Klomp... the Signor... the Quad is 
certainly the industry’s by-word for “‘young men’s’’ styling. 

It’s alive with style... it’s built for rugged wear... it’s got a sleek 
new look. It’s the shoe “‘most likely to succeed”’ in back-to-school 
selling, and it’s styled for campus dark-tone wardrobes. 

Yes... Winthrop customers will do it again! 


The Quad in black, brown or char-brown. Priced to retail at a | Ors 
The Quad Jr. for boys in black and brown. Priced to retail at $95 


for a 
new ideas, new patterns, new styles, pus 


and new leathers this Fall 
.. any time at all... 


cn... 
wet INTHROP 


New York Sales Office: 
Room 914 Marbridge Bidg. SHOES 
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8800—DONALD buck — 


White and navy, red and 
yellow trim, yellow sole. 


8801--LADY 


Tan and beige, brown and 
yellow trim, yellow sole. 


‘[rimfoot 


TRIMFOOT COMPANY, 
TRIMFOOT TERRACE, 
FARMINGTON, MO. 


NEW YORK ~ 628 MARBRIDGE BLDG. 
DALLAS — 6-133 C MERCHANDISE MART 
SEATTLE — 222 TERMINAL SALES BLDG. 


ar DISNEY | 


character 


by TRIMFOOT 


Famous Walt Disney House Shoes, more lovable than ever, 
are now ready to send sales soaring for you! 


The high quality of Trimfoot’s needlecrafted felt applique 
uppers is all here—plus new cellular rubber soles in bright 
colors to cushion little feet. 


Your favorite characters, plus two new friends from Walt 
Disney’s newest feature length technicolor film, “‘Lady and 
the Tramp.” 


Whole Sizes 5 to 12 to retail for $2.98 


i, 8802-— TRAMP 
Brown and beige, white and 
black trim, yellow sole. 


~ 


FROM THE FORTHCOMING MOVIE 
‘Lady and the Tramp” 


8803— THUMPER 


Light blue and white, pink 
trim, bunny fur tail, yel- 
low sole. 


8804— FLOWER 
Black and white, red sole. 
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MIAMI LIKES 
OPEN SHOES 


MoruHer’s Day meant a substantial 
business in many of the 
and both black patent 
and white were active. There was also 
activity in the “leisure type” of shoe, 
the comfortable foot covering for 
home wear but which carried a dress- 
The range in this type is 
very wide in the Miami area where 
informal dress is the familiar garb for 
except the strictly formal 
Even in 


increase in 


shoe stores, 


up look. 


all times, 
affairs of the society groups. 
this group it is informal until the 
“after five” dress is donned. And 
mothers all through this vicinity were 
favored with something gay and out- 
standing, yet comfortable, as a special 
day gift. 

It continues to be an 
for every The 
warm down here and any shoe that 
offers coolness is accepted. And shoe 
men have not been slow in pointing 
out that feet seem diminished in size 
as the glamorous cut-out nudeness in- 
creases in the shoe. 

While the new cut-outs have had a 
big acceptance, the old classic pump 
appears to be gaining in favor. The 
vamp is lower and, in many instances, 
the heel is higher. But it is still the 
old classic. 

Heels have come in for more atten- 
tion. One shop, Selby’s, is showing 
a white lustre calf sandal with a high 
hand-carved bamboo heel. It is clever. 
Burdine’s is featuring little 
heels on many shoes, something that 
is half wedge and half heel. Exireme- 
ly comfortable, and smart in appear- 
ance, 

The late Spring has brought an up- 
swing in the sale of mesh and cool 
shoes. There has been a liking for 
the straw sandals and rafha crocheted 
They are smart looking 


open shoe 


occasion. weather is 


spinet 


play shoes. 
and new. 
Combinations continued to be active 
right through the season, but all of a 
gaining in sales 
volume. But during the season it was 
combinations of both color and ma- 
One outstanding example was 


color seems to be 


terial. 


closed pump of black patent with 
toe and heel of lipstick red calf. 

Some print silks are in the picture, 
but not to a great extent. A few novel- 
ties such as Roman stripes and Scotch 
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and lighter weight shoes was height- 


plaids had a following, but not enough 
so that they became a high fashion 


number. 

Small white buttons have been ac- 
cepted as a trim on many shoes. Other 
interesting decorations are jeweled 
bowknots, bouquets of flowers, stitch- 
ing, lacing, cording, buckles or just 
fine draping. 

Colors continue to favor the soft 
pastels. Pink in a wide range from 
baby sweetheart to shocking or rose. 


Yellow is still good, and so is green 
Blue is still holding the stage, and 
not a purple 
Black is 


patent, 


there is some lavender 
but a soft pastel lilac. very 


particularly in and 


smart, 
white is creeping up until it is neat 
the top spot it used to hold. 
Luster calf continues to sell well; 
it is good in combination with patent. 


CASUALS SELLING WELL 
IN CHICAGO 


THE retail shoe business in Chicago 
is gradually accelerating to its Sum- 
mer peak. Spurred on by a number 
of abnormally warm days, some of 
them near 90, sales figures for May 
have gone ahead of those of a yea 


ago. The need for lighter clothing 





Phe Coctame Srootnies of 
O’CON NOR & Cor DBERG 


at 020 ¢ ‘ai 


THE BUN TPLACE OF AManiCAs PORE yoovwrar F 





aha a. alt 


<e~ 


Pertect gem of @ shoe 





20" 
Sah ©6 Sastaies Cpen Heat sald Posrtey Soeningy 
The clecr vinyl is the motif for a 


simple, effective advertisement by 
O'Connor & Goldberg, Evanston, Iii. 












earlier this year than ever be- 


Buying has been broad in its 
styles, and 


ened 
lore, 
as to colors, 
Almost as many casuals 
shoes sold thus 
women’s field this has not 
but 


dressier 


classification 
price range. 


as dressy have been 


far. In the 
cut into sales in the 
tendency for 


dressy shoes, 


there is some 


types in men’s to fall off 
in sandals 


In dressy shoes, pastels 


and pumps, lead in sales, with slightly 


more sandals selling. However, the 


demand for dressy pumps, with some 
opening either at heel or toe and 
with some trim detailing, has re- 
mained steady. Pink leads in color, 
although there has been a rising ac- 
tivity in blue, and a lot of interest in 
aqua. White has been coming up fast, 
and promises to fulfill early season 


predictions that it will have the best 
season in a number of years, Luster 
leathers have shown surprising activ- 

y, particularly those with some trim- 
ming detail. The spectator in new ver- 
sions has proved to be definitely back 
Marshall Field & Company 

built around 
showing brown 


in favor. 
featured two windows 
‘The Spectator Look,” 
hats, 
ing and other accessories. 

shoes have also 


and white shoes, scarves, cloth 


Sales of Summer 
a number of 

promotions. Both Field's 
and Pirie Seott & Co, have 
staged promotions through advertise- 


been stimulated by 
ordinated 
Carson 


ments and window and departmental 
displays. Pastel flats and sandals have 
been keyed to very dressy cottons and 
flats to and two- 


combinations, 


prints 
Prints in a num 
shoes have 
also been picking up. The Italian 
in straws and other effects will 
of casual 


casual type 
fone 
ber of combinations in 
theme 
account for a good share 
sales, It is being sparked by special 
displays and outpost departments in 


regular and budget sportswear sec- 
tions. 

The men’s shoe business has also 
picked up and in most stores is run- 
ning well ahead of a year ago. Fash- 


ion emphasis has been most successful 
even in the moderate priced and the 
generally conservative stores and de 
partments. The light weight and com 
fort being emphasized. 
Black is running far ahead of all col 
The Italian theme is being well 
low cut slip-ons and one 


themes are 


ors, 


ac cepted 
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Black and white 
combinations are being stressed and 


or two evelet ties. 


accepted as “the summer suit shoe” 
in moccasin toes and various versions 
of wing tips. Nylon in combination 
with other materials is still in demand 
and is expected to accelerate with the 
coming of hotter weather. The sarne 
is true of the woven and ventilated 
shoes which are returning to favor in 
the low-top versions. 


THE "NEW LOOK" ATTRACTS 
IN DETROIT 


As the motor capital rolls right on 
into later Spring and early Summer, 
reported by 
dealers and it is the belief that this 
stalwart buying trend will continue 
over into the coming Fall months. 


shoe business js 


good 


The style picture in women’s shoes 
can be appropriately 


with the footnote: 


accompanied 
pastels have be- 
come a definite color preference. Not 
only do pastels crop up in opera 
pumps and halter styles, but the ever- 
growing demand continues in the flats 
which are appearing in kid, glove and 





A factor worth noting in style move- 
ments is the growing interest in black 
patent opera pumps and open sandals. 
The school crowd is asking for white 
calf opera pumps in a wide number 
heights, In both 
sports and dress wear requests con- 


of varying heel 


tinue to mount for high wedge, slip- 
lasted heels, 

A newcomer to the scene only a 
few weeks back, known as “pearlized 
lustre calf’—in pastel colors as well 


as in whites—is finding an ever in- 
buyers. The 
practical fact in the “pearlized” fin- 
ish is that it can be cleaned with 


comparative ease, 


creasing number of 


But it must not be forgotten that 
pink has become the “queen” of the 
pastel tones, even among shoe buyers 
who call for the plain opera pump, 
which is noticeably increasing in pop- 
as the warmer weather rolls 
ahead. Teenagers and youngsters con- 
tinue to like oxfords in white saddle 


ularity 
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|. Miller, New York, promotes light- 
minded summer shoes in pastels, 
patent, white; straws, silks, leathers. 





models with contrasting paste] hues 
in both weltings and saddles. Whites 
and patents still hold good demand. 
It is no longer a secret that the 
Detroit 
cumbed to the low-cut stylings, with 
one-eyelet types and white tassel ties 
gaining speed like a new sportster. 
Two of the 
stores readily admit that more than 
i) per cent of Detroit men 
either the new 


male shoe buyer has suc- 


leading men’s shoe 
prefer 
charcoal browns or 
blacks. Interest continues in the cedars 
and maples in the low-cut types, and 
moke is being noticed in the male 
color-accelerated wardrobe. 

With the younger men, crepe holds 
the style fort noticeably well, and the 
slip-in gore and plain-toe models con- 
tinue to find repeat enthusiasts. 

In summary it can be said with no 
fear of exaggeration that black reigns 
as “king” and is going to have a long 
reign right over into Fall, and perhaps 
the Winter months too, 

For a parting style-note from the 
motor capital, attention again should 
be called to milady’s conception of a 
return-to-yesteryear with the 
huckled-sapling-calf.” It brings back 
a memory of the 


“gold- 


almost-forgotten 
Charleston dance of the roaring 20's. 
with a slender-model “pitch” tuned 
with colors of gold in the buckle, sil- 
ver heel, high-rising vamp—perhaps 
best described as a return to “the 
court pump.” Besides amber-beige. 
the “court pump” may be purchased 
in pale gray 
(chamois) tweed 


flannel and yellow 
available in any 
fabric and in that always popular 
bleck. 

Shoe retailers throughout the city 
are high lighting their windows with 
color and display, and it is note- 
worthy that both men and 
are being attracted by the “new look” 


in footwear. 


women 


BALTIMORE PROMOTES 
VACATION WHITES, PASTELS 


In June, in Baltimore, emphasis will 
be placed on pastels of every descrip- 
tion, also white in lustre calf, with 
variations as “springolators.” 
lustre calf will be 


other 
Other 
green, navy blue, burnished gold and 


colors in 


gray. 

For June, interest is centering on 
vacation promotions, whites for grad- 
uation in pumps with straps and open 
heels from $8.95 up. Also for vaca- 
tions, straw shoes are being pointed 
up in beige white, pink, pastel blue, 
black and navy blue from $8.95 up. 
Casual shoes too are being pushed in 
all varieties for vacations from $3.95 
to $12.95 in all colors, and multi- 
colors. 

Here is a symposium of remarks 
culled from various shoe people about 
their June, July and August plans, 

Said one store manager, “I’m pro- 
moting pastels of every description in 
‘springolators’ from $8.95 to $26.95 in 
pastels and pink with peppermint heel 
and bow, also pastel blue with light 
blue striped heel and bow.” 

Said another, a dept. store buyer, 
“In June I’m thinking of Summer 
pinks, light blues and whites 
in lustre leather at $12.95 to $16.95 
in open styles, strippings and wide 


shoes 


bands over insteps and in the open 
look.” 

Another store manager said, “For 
June I'm promoting lustre calf at 
$18.95 in green, navy blue, burnished 
gold and gray ... July will be our 


sale period.” 


Here are various comments in re- 
gard to July plans. 

Said one store manager, “In July 
we're concentrating on clearances. 
We'll have suedes and ‘airy’ sandals 
in suedes—sling backs, springolators, 
the open look in ‘BLACK’ . to be 
purchased for late Summer and early 
Fall, Business was on a par with 
1954 for the ending 
May 11.” 

A buyer reported that for July, “Um 
going to try introducing open dark 
shoes in suedes and dark lustre leath- 
ers in black with sprinkling of navy 


same period 
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“Hotchkiss go in for Tutwiller” 


Recorder Goes in for YOU 


with 


the Largest Total Circulation among 
Independent Shoe Stores, Leading Department Stores and 
Chain Store Buying Headquarters in the U. S. that sell more 


than 2 billion dollars worth of shoes and accessories annually.* 


* A comprehensive personal interview survey 
of BOOT AND SHOE RECORDER subscribers 
by National Analysts, Inc. shows that almost 
4 out of every 5 sell accessory items including 
hosiery, handbags, belts, suspenders, billfolds, 
wallets, gloves, polishes and cleaners. 

For complete details of this survey contact 
your nearest BOOT AND SHOE RECORDER 


representative. 
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blue and very little brown. The styles 
again will be open ... same styles as 
in the pastels only in suede and calf 
at from $12.95 to $16.95. We'll pro- 
mote casuals for vacations in linens, 
denims and smooth leathers from 
$4.00 to $10.95 in white, pink, beige, 
red and very little multi-color. 

“We were planning as far ahead as 
mid-May for early Fall shoes to be 
pushed in August. I predict that the 
very open shoe, the very open look, 
will still be good for early Fall at 
$12.95 to $16.95. Business was better 
than 1954 for the same period ending 
mid-May. 

Another store manager revealed that 
“In August we're pushing the 14/8 
heel in plaid leathers from $16.00 to 
$18.95. We'll also promote corkette 
spectator types in natural and gray at 
$16.95. Black suedes will be impor- 
tant for this month in the closed look 
trend. The toe and back in 
black spede pumps look very good at 
$23.95.” 


Over in 


closed 


the children’s section in 
one large specialty shoe store, pastel 
pinks, blue and white for June, were 
promoted for confirmation shoes, May 


day festivities and graduations, at 


from $5.95 to $8.95. Styles popular 
here were Mary Jane strap shoes and 
closed toe and back pumps. 

Two very interesting treatments for 
white footwear in kid, Swiss lace, 
lustre straw, polished calf and shan- 
tung were used by Hahn's in two 
There were 
provocative variations on the white 
theme—“White Wine” from $8.95 to 
$9.95, in pumps or straps. Shown in 
the advertisement were a white kid 
anklet with draped vamp, white Swiss 
lace pump with high or mid heels, a 
sculptured kid halter shoe and a white 
kid shell pump, simple in line with 
high or mid heel. 

Another advertisement titled 
“Whipped Cream White” featured a 
lustre straw pump in white or beige 
ombre, a tapered toe shell pump in 
white calf or natural shantung and an 
offside white calf sling with mid-heel 
and a shiny Swiss straw sandal, white 
or beige ombre, in high or mid-heel 
at $12.95, 


separate advertisements. 


view 
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[ CONTINUED FROM PAGE 56] 


Something new made its appearance 
Hess Shoes featured “Spinet 

half wedge—half heel, at 

These were gay little fun 
for Summer in soft leathers, 
decorated fabrics or exotic prints. 
They included a multi-color Roman 
stripe, a clear Vinylite with pastel 
hand painting and white kid ankle 
strap and heel, and a combination of 
blue and white kid. 
* % 


BOSTON BUSINESS 
IMPROVES IN MAY 
RETAIL sales in May were much im- 
proved here and by the middle of the 
picked up losses sus- 


when 
Heels.” 
$18.95. 


shoes 


pastel pink, light 
* 


month many 
tained in April, through unusually 
cold weather, and began to run ahead 
again. Good sales are reported in 
suedes and smooth lightweights con- 
in a favored position among 
women’s selections. There is some evi- 
dence that the promotion of glove 
leathers is taking effect as increasing 
sales are reported in many quarters. 
One observer finds more interest in 
calfskins than there was at this time 
last year. The trend toward the light- 
weight leathers, which became notice- 
able year and which reached 
boom proportions this Spring, is said 
to be extending into shoes for older 
Dealers here do not seem to 


tinue 


last 


women. 
go along with the prediction of more 
somber tones this Fall and say it is 
more likely to become a very colorful 
season in footwear, continuing the 
Spring and Summer pattern. Those 
who have had a preview of Fall of- 
ferings say this is particularly true of 
casual lines where there are presen- 
tations of every hue and shade in the 
rainbow and a few more. 

In men’s lines, dealers say it is still 
too early to gauge the impact of the 





( = Al ‘ 


ort. \ 
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The new spinet heel is half heel, half 


wedge. Hess, Baltimore, promotes it 
in gay “little fun shoes for summer.” 


extensive variety of new colors and 
stylings which have out this 
summer to jolt males out of the habit 
of buying all-season Many, 
however, have found the sale of men’s 
shoes better this Spring than last and 
look for the improvement to continue 
throughout the Summer. Ventilating 
features are stressed in almost every 
summer shoe and mesh 
widely used. 


come 


shoes. 


insets are 


SUMMER SUEDES SHOW IN 
ST. LOUIS PICTURE 
SHOE sales are “bearing up beauti- 
fully” as May 


Louis. Borrowing the quotation from 


moves along in St. 


Famous-Barr’s promotion of barely- 
styled Summer footwear, current sales 
are charting a zig-zag course—up on 
warm, pleasant days, down on the 
rainy ones. The combined results are 
quite satisfactory, most buyers agree. 

Reports on styles that are selling 
continue to be dominated by Sum- 
mer’s already known color story 
lush pinks, soft sky blues and whites. 
In pastel tones, luster calf and kid 
are primary; in white, several mate- 
rials are selling well—smooth calf, 
luster calf and kid as well as white 
shantung. Vieing with these for at- 
tention are the creamy beige tones 
and spectator combinations of blue or 
brown with white. Far more limited 
in appeal are the lilac and yellow 
tones. As to silhouette, halters lead 
the field, with sandals running second. 
Pumps sell well, of course, but for 
hot weather ahead, opened-up styling 
seems preferred. 

Moving into the picture for the first 
time at mid-May were the Summer 
black and navy. Upon re- 
ceipt of its shipment, one store re- 
portedly sold 4 pairs the first day .. . 
these all a lovely, sandalized pump, 
the wide toe opening marked by a 
soft perforated bow of suede that 
drapes slightly over the toes. 

The men’s shoe business still has 
not opened up too much. However, 
with Straw Hat day approaching, it is 
expected that interest in lighter weight 
leathers, lighter colors and casuals 
will be stimulated. 

[TURN TO PAGE 65, PLEASE] 
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Spring 
EXTENSION 
Trees 

are automatic, self- 
adjusting. Spring 
exerts steady 
pressure, extends 
heel portion back 
against heel of shoe. 


TUX Trees 
are inserted in a jiffy. 
Attractive design, ; 
spring action. Just four 
sizes to fit practically 

all men’s shoes. 

































Adjustable 
PACK FLAT Trees. 


Stock just four sizes of this long 
time favorite. Good seller 
popularly priced men’s and 
women’s models, standard or 
moccasin foreparts. 
















Children’s 
Trees 
automatically adjust 
to width. Each tree 
size adjusts to several 
full shoe sizes. 












Bete Trees 
have the famous 
“Easi-Turn” knob for 
verfect adjustment. 
Ventilated forepart. 
Also available 

in moccasin model. 


















Ga-Lite Trees 


for women, attractively _ 
packed on display 
card. Available in five 
eye-catching colors. 
Ideal for open or 
abbreviated patterns. 






with modern MILLER TREES 


To make an extra profit almost a habit, stock and show 
Miller Shoe Trees. 

Suggest Miller Trees with every shoe sale. The profit is 
good. Your dollar volume receives an important boost the 
more times a salesman says: “How about Miller Trees 
for your new shoes?” 











For an easy way to extra sales volume at worthwhile ™=“"""""r""""" =m 5 
markups — look into Miller Trees. Your first step to extra O. A. MILLER COMPANY . 
sales volume is our catalog, “Money Grows on Miller i Plymouth, New Hampshire j 
Trees”. Just return the coupon for your copy. No obli- 4 + sas Please sont prices and your catalog 4 

4 wioney Grows on WVillier rees 

gation, of course. i i 
Be Aare. oKeveevewveceren ] 
Dili I 
oO. A. MILLER COMPANY j SR ks: oeawse Hewes ous correeerereereoneres \ 

DOA, Cop oda3nd os ko budchatecdvenieee i 
Branch of United Shoe Machinery Corporation eae: 

Cit Zone State 

PLYMOUTH, NEW HAMPSHIRE ' ‘ J 
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IT’S avromaricy...keslep 


is Ref | JUNIORS 
_fi — @ TOPS THEM ALL 
FJ \ ef FOR VALUE! 


mere a 4 Crafted for the hard, hard wear you 
, } Tl Pte od 9 know they'll get in school and at play 
eh | Artie tebiees. 4 .. + Restep Jrs. combine high grade 
ay al . he leathers with handsome styling and 

a ee skillful New England shoemaking that 

yy assures top value and customer-satis- 

fying selling. Compere Restep Jrs. 


with any children's shoes in the mar- 
ket. You'll profit by it! 


All Restep Jrs. are leather lined and 
have leather innersoles. 


Sizes: Children's (8!/2-12; widths A-E) 
Misses’ (12!/2-3; widths A-D) 
Little Gents (10-3; widths B-D) 


Suggested retail price: $4.95 to $5.95 


© We carry a complete line of Children’s, 
Misses’ and Little Gents’ Genuine Good- 
year Welts in stock. Also a complete 
line of children's and misses’ compos in 
patent and suede leathers. 


Dress shoe , La Dress shoe 
in Patent ——— in Patent 
or Suede | or Suede 
Leather Leather 


Burgundy, 
Black 


Brown, Red, , aS Brown, Red 
Blue , : 


M. BECKERMAN & SONS, INC. 17° "orirsy,Mex Yor! 
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St. Louis 


Exect TIVES of St. Louis shoe manufacturing companies 
have returned to town with orders and optimism following 
their attendance at the Atlanta and Dallas shows. 
Though one manufacturer expressed disappointment with 
“trafic” at both shows—particularly at Atlanta 
eral consensus was that these regional gatherings brought 
as many, if not more, orders than anticipated, giving firms 
a firmer foundation upon which to estimate their produe- 
tion schedules and leather needs for the initial Fall run. 
While general line houses and some specialty firms have 
been cutting and producing stock patterns at capacity for 
several weeks now, others have withheld their selections 
on more fashionably-styled in-stock patterns until retail 
preferences were shown at regional shows. “Now we have 


shoe 


the gen- 


some information to go on,” one producer said, “and within 
a few more weeks our needs in this direction will be fairly 
well jelled.” 

Meanwhile, however, orders are coming in at a substan- 
tial enough rate to give make-up houses considerable other 
cutting activity. In women’s wear, the interest in the henna 
family is very strong, with this color style wanted for early 
delivery. Also moving at top speed are varied tones from 
the brown family—the dark, medium and_ yellow-toned 
shades preferred. Black calf, however, remains the number 
one individual seller. There’s been a slight pick-up in 
black suede in the dressy footwear category, many of these 
trimmed with black satin. Also moving well are the dark- 
ened avocado or olive greens, smooth and aniline-finished 
leather. 

Manufacturers emphasizing the soft trend in constructions 
report growing retail acceptance of this principle and 
stress that these footwear types are bringing them addi- 
tional business. “We're selling patterns from our conven- 
tional line at levels better than a year ago and therefore 
orders from our soft series are definitely plus business 
from our regular customers,” said one sales manager, How- 
ever, he added, not all soft styles are acceptable and “we're 
going to cut our soft line down to about six of the really 
‘wanted’ patterns.” Most producers here report general 
acceptance for softer toe boxes and counters. Sales on the 
soft-touch leathers, however, vary from “terrific” to “dis- 
appointing.” 

Children’s producers are more than satisfied with the 
tempo of their orders and are now busily engaged in build- 
ing up substantial stocks to satisfy the back-to-school de- 
mands they are confident of receiving. On a make-up basis, 
one firm says the reception accorded velvet footwear is 
overwhelming. “We're having to hold our customers back 
on their velvet orders, advising them to buy more black 
suede instead. Whereas retailers formerly resisted velvet 
footwear, they now have found that their customers want 
them, not only for their appearance but for their dura- 
bility.” 
little girls’ market, with one-straps and sabots alse impor- 


Growing acceptance of pumps continues in the 


tant. In boys’ footwear, the lower toplines continue on the 
ascendency. 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Manufacturing 
td Markets 





New England 


By mid-month, suede shoe deliveries were being made at 
a good pace and the novelty manufacturers were well along 
with cutting of Fall shoes and pressing for delivery of their 
leather. Others had buyers in attendance at various early 
showings and were anxiously awaiting reactions so produc- 
tion schedules could be set up. Black will be a big con- 
sideration in production plans and sales of black suede 
this summer will be closely watched, One observer reports 
wider use of black kid than there has been in five years. 
Shoemakers using calf showed similar hesitation in making 
up their minds as to colors but before the end of the month 
practically all had given out instructions and two shades 
of brown, avocado and, of course, black appeared to be the 
favorites, 

Manufacturers hit a snag when some shortages developed 
in sole leather but the supply situation was much improved 
as the month ended, with the exception of heavy rough 
shoulders which came in for a heavy call, due to the Davy 
Crockett fad probably. 

Some easing in the hide market in mid-May sent buyers 
driving after lower leather prices but they seem not to have 


met great success, except in calf, 


Chicago 


M AJOR shows in other parts of the country and regional 
shows in this area are now over. Business, as far as the 
Chicago market is concerned, now consists of getting pro- 
duction schedules geared to Fall output. Salesmen had 
made some preliminary and exploratory trips on the road 
prior to the recent shows. Now they are out again to follow 
up on contacts and also to secure additional business, A 
number of them are continuing orders started at the shows. 

As a result of all this activity, there is a healthy feeling 
of optimism throughout the trade in this area, Retailers, 
generally, had a good Spring. This was just as true in the 
small towns in scattered spots as it was in the urban areas 
than the cities, 


How- 


In fact, some of the rural areas did better 
Orders placed by retailers have been about normal. 
ever, more of them placed their initial commitments earlier 
ago. 
in placing orders as long as possible 


than a year Last Spring the tendency was to delay 
That does not exist 
to any degree this year. This is partly due to the excellent 
a possible 


inventories. It is partly due to implications of 


price increase due to conditions in the leather market 
Most retailers prefer to get at least a sampling of shoes 
in their stores early. so that they can get some feeling of 
trends in patterns and colors before making larger com 
mitments. 

naturally, show black as the volume color. 
It is being ordered in suede for early delivery, to be fol 


werd ond deliveries 


Early orders, 
lowed by calf and smooth leathers for 
Brown has had better response than was expected earlier 
in this area, with good interest shown in the darker shades, 
Blue, red, and avocado 


as well as the coffee treatments. 
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Manufacturing and Markets 


have also appeared in the orders. Interest continues in 
the luster leathers to about the degree expressed for Spring 
and is heightening in the textured effects. 

Retailers appear to be buying a good representation of 
what they look upon as the Fall selling themes. These 
include the new treatments of heels, the folded top line, 
the softer shankless 


constructions, and construction in 


casuals. Some disappointment has been expressed that 
the softer leathers are not developed enough in tailored 
or suit type shoes. There is some feeling that this par- 
ticular type of shee has suffered at the expense of new heel 
and pattern treatment. Pumps, as well as other patterns, 
are being ordered on all heel heights, with a growing con- 
centration in the mid-heel range. Although retailers favor 
the slimmed and other new treatments of heels for their 
promotional possibilities, they still want substantial heels 
for a fair share of shoes. Pumps are steadily returning to 
a favored position, although only if they have some detail- 
ing and special trim treatment. The sweater pump gives 
every evidence of becoming a top selling pattern. 


Milwaukee 


HEARTENED by the sales figures for the first four months 
of the year and by the enthusiastic reception of their new 
Fall Jines, shoe manufacturers in the Milwaukee area in 
one voice opined that 1955 business will run ahead of that 
of 1954. Women’s and children’s shoe manufacturers were 
particularly optimistic and men’s shoe manufacturers said 
that business is much better than they had anticipated 
several months ago. 

Black is going to be better than ever for Fall in men’s 
shoes, executives declared. Charcoal browns, oak brown 
and other dark members of the tan family are selling well. 
The popularity of black is given as the main reason for 
men's purchasing of an extra pair of shoes, As one manu- 
facturer pointed out, a man can “get by” with a pair of 
brown shoes, but, if he has black ones, he has to have 
brown ones, also. 

Two style trends are particularly evident in men’s shoes. 
one being the new mid-low topline with three and four eye- 
lets, the other being the Italian type shoe with simple, nar- 
row lines and finer detailing. Soft grains will continue 
to be popular as will plain calf in the more classic styles. 
One manufacturer of high quality shoes is expecting its 
new charcoal black pigskin shoes in mocassin tie, slip-on 
end plain toe styles to be important on the Fall scene. This 
same house has added three and four-eyelet low toplines 
to its styles, with shorter top openings to give a “tighter 
fit.” This manufacturer said that his firm has dropped gore 
shoes but is emphasizing moc slip-ons in black or tan pig- 
ekin and black calf. Pigskin is of such importance in the 
Fall scene that two styles are being offered in maize and 
blue tones. Llama calf is being used in the new lower top- 
lines and in brogues; veal is used in a one-piece plain toe 
brogue styled with hand stitching. More aniline-dyed leath- 
ers are being ordered, too. “The big selling points in 
men's shoes this Fall are lighter weight soles, lighter trims, 
finer detailing, perforations and pinking,” a men’s shoe 
manufacturer said. “If men are going to have velvet col- 
lars on their topcoats again, they're going to ask for higher- 
styled, dressier shoes.” 
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The Spring and Summer orders were completed with 
meshes still very important, several concerns saying that 
nylon meshes sold for this Summer in excess of a year ago. 
One leading manufacturer said that his firm will run out of 
mesh stock before mid-June. 

“A terrific year” is the manner in which an executive of 
uw women’s casual shoe manufacturer described their in- 
creased Reception to their Fall line was even 
better than expected with orders confined to two construc- 
tions: Crepe sole (welt) and cement soled shoes with 14/8 
and 8/8 heel heights. The same manufacturer said that 
business in their over-the-stocking storm boots, selling of 
which started in March, has tripled that of 1954. Addi- 
tions to this line feature inside zippers, ornamental buckled 
strap which breaks the vamp length, and collars of Orlon- 
Dynel pile. Sepia red is important in this boot line and 


business. 


has been sold in sueded, polished and elk-tanned leathers. 

In casuals, shag and glove leathers are most important, 
with most popular colors in the brown and beige family. 
Shaggy leather moccasins feature a gathered throat effect 
through the use of peaked plugs with thong knots. Meeting 
with good response, too, is a line of ballerina pumps with 
5/8 heels in a tweedy mixture of pumpkin with charcoal 
and gray with white. Homespun fabrics, however, are not 
meeting with enthusiastic reception, a sales manager said. 

Tannery sales varied in the Milwaukee area in mid-May, 
one firm reporting business as good with bookings far into 
the Summer, while another said that business was slow. 
The latter indicated that some shoe manufacturers are just 
waiting to see if prices will go down. 


New York 


New YORK shoe manufacturers feel that production will 
be steady and business will be good for the next several 
weeks. They are encouraged in this belief by the satis- 
factory orders that were placed during the shows held in 
New York last month. The majority of the manufacturers 
reported that they had very good attendance at their ex- 
hibits and that buyers had shown keen interest in the Fall 
shoes. 

Manufacturers in the high grade, high style brackets are 
already at work, producing the early Fall shoes for the 
transition period of August-September. 

In women’s shoes, the sleek pump continued to be the 
important silhouette. There was a good deal of interest 
in the plain pumps with the folded top lines, as well as 
those with decorations and trims. Soft toes came in for a 
good share of attention; as did the mid-heel heights. Black 
and blackened colors seemed to be the sharp preference. 

Manufacturers of men’s shoes indicated that merchants 
seemed to be extremely interested in the low top line and 
here, again, the two-eyelet in black was prominently 
ordered. 

As far as children’s shoes are concerned, manufacturers 
reported active interest and good response to the styles that 
incorporated the adult styling and in most cases, generous 
initial orders were placed. 

The general feeling is that shoe manufacturing, in all 
branches, is in good position and promises to continue on 
that basis. 
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Shoes in the News 


THE soft casual shoe, equally suitable for indoor and out- 
door wear. has become a necessary part of any complete 
shoe wardrobe. Made of soft but sturdy upper leather, 
often unlined, and with a flexible but durable sole, it is a 
many purpose shoe and an ideal companion for vacation 


Important feature of this 
shoe is the machine sstitch- 
ing connecting upper and 
sole and made to look like 
hand sewing. In genuine full 
grain steer hide, unlined, 
with soft foam inner sole. 
From the new Contessa line 


by The Jo-An Shoe Mfg. Co. 


travel since it can be used as both an outdoor play, and an 
indoor leisure shoe. Made in wide ranges of color, such 
shoes are capable of being coordinated with many outdoor 
and indoor leisure costumes. 


In Fashion’s Forefront 
| CONTINUED FROM PAGE 52| 


Burnished Moss and its importance in sportswear jerseys, 
coatings and suitings pointed out. Tortoise Brown was 
shown as a fundamental fashion and Mrs. Howard com- 
mented on brown as the talked-about color for the coming 
Fall. Combining Tortoise with chestnut suede was sug- 
gested. Cherry and Cordovan were shown as the two good 
reds for Fall. Three “golds” 
black gold 
in calf, 
Finally black was cited as the top color; black in all 
surfaces, suede, calf and textured. The blackened look 


a green, an antique and a 
were presented as Flowing Golden Lustres, 


was also noted as a very important idea for accessories. 
Black stain, or antiquing, was suggested for all the above 
colors and also to be used on the sole edges 

% ” * 


Anp speaking of colors, two promotion colors, Chateau 
Red and Venetian Bronze, have been selected by the Guild 
of Better Shoe Manufacturers, Inc. Created and issued by 
The Textile Color Card Association of the United States, 
Inc., they have been chosen for leathers and fabrics for 
women’s style shoes. 


Korea Asks Shoe Machinery 


Tae Jon Leather Company, Ltd., of Korea, is inviting 
interested American shoe and leather machinery firms to 


submit offers on a large number of equipment items needed 
in that country. The address of the firm is 381 Sam Sung 
Dong, Tae Jon City, Korea. Information and specifications 
may be obtained from Charles A. Richards, Director of 
Small Business, Foreign Operations Administration, Wash- 
ington 25, D. C. 
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GOODYEAR TELEVISION PLAYHOUSE 


coast to coast! 104 stations! 
SUNDAY - JUNE 5Sth- 9p. m.* 












































Here’s how America’s 
top value shoes for 
tots to teens will look 
on America’s top 
rated TV drama 
program. Feature fast 
moving LA*CO*NI*ANS 
in your windows, in 
newspaper ads, on local 
radio and TV. 
America’s fastest 
In-Stock Service 
backs you up. One pair 
special? Regular 
weekly size-up? You'll 
make every sale... 
because LA*CO*NI*ANS 
fast, thorough, 
complete In-Stock 
Service ships your 
order the same day 
it’s received. 
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LACONIA SHOE CO., INC., Laconia, New Hampshire 





© Over 260 Popular Styles 
Always in Stock 






LA-CO-NI-ANS are consistently pre-soid 
for you in PARENTS’ - SEVENTEEN 


*Eastern Daylight Saving Time. Check local 






TY listings for day, hour, channel in your area 
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Washington Newsreel 


made subject to the proposed new 90¢ 
minimum wage. But retail chain stores 
would not have to pay time-and-a-half 
for more than 40 hours a week, as do 
other covered industries under the 
plan. 

The Administration also urges that 
employes of wholesale firms, now ex- 
empt because they work only with 
local distribution even though co- 
workers are covered, be brought under 
the law. Mr. Mitchell makes it clear 
that jocal, “friendly corner merchant,” 
operations should retain their, ex 
emption, and that he would not classify 
local dealers franchised by a national 
firm as multi-state operations. 

Many congressmen are pressuring 
for a higher-than-90¢ minimum wage, 
and for broader coverage than Mitchell 
proposes. But the Administration is 
ready to oppose any efforts to further 
broaden the act now, and will probably 
win the test. 

* - om 

Latest in a series of probes of auto- 
mation and its impact on stability of 
employment, plant and equipment ex- 
penditures, and on consumption poten- 
tials will be undertaken by a _ sub- 
committee of the Senate-House Com- 
mittee on the Economic Report. 

Rep. Wright Patman (Texas Demo- 
crat) is chairman of the subcommittee, 
which is examining ways to promote 
business stability. Prospects are that 


the probe may not be too friendly 
toward business. 
Study, beginning soon, will open 


with a series of “informal conferences” 
between the subcommittee, its staff, 
and labor and management representa 
tives to “lay down procedures and 
define the areas to be investigated.” 
The group will also have a new Labor 
Department study of specific cases of 
installation of automatic control equip- 
ment in offices and factories and result 
ing personnel problems, it will then 
wind up with public hearings in con 
nection with the case studies at which 
top industry officials and engineers will 
be asked to appear and give an outlook 
for increases in automation and prob 
able effects on employment. 


[CONTINUED FROM PAGE 36] 


Business men will also be asked to 
report on past experience with auto- 
mation and employment, and to reveal 
specific plans for installation of new 
automatic control equipment. 

* * 7 


Certified mail, a new Post Office 
Department service designed to give 
mail patrons, especially business men, 
most of the advantages of registered 
mail at less cost and trouble, will go 
into effect about June 1. 

The new service, officially approved 
by the Post Office after tests in several 
key cities early this year, will be 
available across the country as soon as 
the necessary forms are received at all 
post offices. The service will be espe 
cially helpful for bill collections. 

Under the plan, a mailer goes to the 
local post office and fcr 15¢ buys a 
certified mail sticker to place on an 


envelop. The mai! is not insured or 
guarded, but for that fee plus the 
regular postage, the postman upon 


delivery of the mail takes a receipt 
which is filed in the post office of 
destination for six months. If the 
receipt is needed by the mailer, another 
7¢ may be paid in advance, or any 
time up to six months, and it is 
returned to him. 

Commercia!] mailers will be permit 
ted to use meter stamps, and bulk 
mailing receipts may be obtained. 
Special delivery, return receipts, and 
airmail services will also be available 
for certified mail. For mail carrying 
valuable papers, however, the mailer 
should still use registered mail service. 

* * * 

The Federal Trade Commission and 
other federal regulatory agencies 
would no longer be permitted to 
function as investigator, prosecutor, 
judge, and enforcer rolled into one if 
Congress decides to follow recommen- 
dations of the Hoover Commission 
studying government organization. 

The Hoover group contends that 
transferring the judicial powers of 
these regulatory agencies to a special 
Federal Administrative Court would 
give business men more assurance of 
fair treatment in their dealings with 





the government’s policing agencies. 

For instance, the report says, in a 
typical case the Federal Trade Com- 
mission investigates a firm’s alleged 
unfair method of competition, issues a 
complaint, holds hearings itself and 
gathers evidence, and if it decides the 
evidence warrants it, issues a “cease 
and desist” order requiring the concern 
to stop the practices at issue. Appeal 
from an FTC decision is to the U. S. 
Court of Appeals. 

Under the proposal, the FTC pro- 


cedure would follow the same route 


until the final decision, which would 
then be handed down, or the case 
dismissed, by the proposed Adminis- 
trative Court. 

“6 & 7 


Industria! development corporations 
would be assisted in bringing new 
business into labor-surplus areas under 
legislation recently offered in Con- 
gress. 

Rep. James E, Van Zandt (Pennsyl- 
vania Republican) is sponsoring a bill 
to permit the Small Business Adminis- 
tration to grant loans of up to $100,000 
each to corporate business-seekers. 
Under the same authority, industries 
in areas with substantial unemploy- 
ment could be expanded and modern- 
ized to provide more jobs. 

* * ” 

Valuable tips on record keeping for 
retail stores are contained in a booklet 
published by the U. 8S. Commerce 
Department. 

Included in the booklet are systems 
of daily cash reporting; a cumulative 
ene-book summary covering cash, 
credit and payments; a monthly state- 
ment of profit and loss; an annual 
profit and loss statement, keeping 
employe tax records and reports cover- 
ing federal withholding, social security, 
unemployment, excise and sales taxes; 
a record for fixed assets and deprecia- 
tion, and suggestions for handling 
charges, sales, collections, and accounts 
receivable. 

The booklet “Record 
Retail Stores,” is available 
from the Superintendent of 
ments, Washington 25, D. C. 


Keeping for 
for 20¢ 
Docu- 





Better Leather in Prospect 
Government Tests Show 


WASHINGTON, D. C.—Better leathers 
are in the making at the National 
Bureau of Standards. As a result of 
exhaustive tests conducted by govern- 
ment scientists over a period of years, 
it is now evident that leathers intended 
for use in footwear can be treated in 
tanning so as to greatly increase both 
their resistance to abrasion and their 
resistance to water penetration. 

As the laboratory tests of leathers 


disclose more facts about the proper- 
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ties and behavior of various leathers, 
it becomes possible to obtain better 
wear and better appearance in leather. 
From the point of view of the tanning 
industry, it becomes possible also to 
find new and better uses for leather. 

Recent studies of the porosity of 
leather made at the National Bureau 
of Standards point the way to more 
effective impregnation. Leather work- 
ers, having the results of the new study 
at hand, should be in a better position 
to control the extent and the effective- 
ness of impregnating materials. 

Results of the latest tests may be 





obtained from R. R. Stromberg and 
Max Swerdlow, National Bureau of 


Standards, Washington, D. C. 


Ward Store Remodels 


Fort WAYNE, IND.—Remodeling and 
expansion of the Leo C. Ward Specialty 
Store here will include the addition of 
a large spacious shoe salon, announced 
Leo C. Ward, owner. The new store 
will have double the present space, with 
40 feet frontage and depth of 130 feet 
and two selling floors. A new front 
of modern Colonial design will be built. 
New quarters wlil be ready next Fall. 
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Review of the 
Retail Trade 
[CONTINUED FROM PAGE 58] 


SUMMER SHOES MOVING 
WELL IN NEW YORK 


RETAIL shoe business in New York 
is continuing to reflect en encourag- 
ing pick-up. Merchants report there 
has been good trafhe in their stores 
and customers are not merely looking. 
they are actually buying. This activ- 
ity is true of the majority of stores 
and in most of the price brackets, 
from the very high to the popular 
price and the chains. 

Summer types of shoes are really 
swinging into the retail picture and 
customers are responding most satis- 
factorily. They are recognizing the 
special features that make these shoes 
so attractive and are showing their 
preferences as to styles, colors and 
leathers for their particular needs, 
costumes and occasions. 

In women’s shoes, the lighter, 
brighter shades are getting the play. 
One merchant indicated that the in- 
terest in and acceptance of the me- 
dium heel is greater than ever. He 
said: “Often when a women comes 
in to buy a pair of shoes, she speci- 
fies the heel first and then describes 
the style end color. There is a definite 
trend in that direction, for shoes on 
the medium height heels now combine 
high style and fashion with fit and 
comfort. Business in this category has 


been particularly good with us, since 
boot, courtesy 
B. F. Goodrich and Hood 
Rubber Company 


we carry a wide and varied range of 
styles.” 

As for the men’s shoe business, it 
continues to follow an erratic pattern. 
One merchant explained that at some 
time in the month (for example, the 
beginning) business will be very good . ; Be: 6-way superior 
and the figures will be way ahead and / ‘ 
encouraging. Then. for no obvious A } Superior break 
reason, there is a sharp lull— hardly } = Better coverage 
any business at all-—-when the gains ‘ Tailored” appearance 
seem to be receding each day, fol- . Fine fur feel 
lowed by a pick up that helps to im oS TEE Heavier density 
prove the picture so that, in the ag Longer wearing qualities 
gregate, figures at the end of the 
month show up encouragingly, ahead 
of the previous month and the com made by Borg’s exclusive knit process 
parable month fast year. 


Borg has done it again. With this new 100% Dynel trim, 


Open One-Line Shoe Section 


OMAHA, Nes.—J. L. Brandeis & Son 


department store has opened a new : , ia 
shoe department for women on the preferred favorite of leading manufacturers. 


Borg has made another major contribution to the 


footwear industry. Borg /ining fabric continues as a widely 


second floor. Furnished in semi-salon 


style, the department will be devoted fabice of the, fytune BORG FABRIC DIVISION 


exclusively to one brand with a price 
range of $8.95 to $12.95. The new de One toda THE GEORGE W. BORG CORPORATION 
partment is in addition to the store’s 4youhé- 7 DELAVAN, WISCONSIN 


regular women’s shoe salon and base : s 
ment women’s shoe department. in Canada ... Borg Fabrics Limited * Elmira, Ontario 
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Berlin Shoe Chain Awes U. S. Visitor 





NASHVILLE, TENN.—Stock turnover 
at a level unimaginable here in the 
United States is just one of the many 
points of interest an American shoe- 
man noted on a recent visit to West 
Berlin’s Leiser chain of shoe stores. 
The traveler was Steve Klausner, 
senior consultant to General Shoe Corp- 
oration’s Foreign Division, who found 
no stock more than a year old on the 
shelves. Every box is stamped with the 
month and year when it leaves central 
stock, 


Says Mr. Klausner, “The Leiser 
chain operates 12 shoe stores in West 
Berlin, selling to 66 percent of the 
area’s 2,200,000 inhabitants. Each 
chair in its 12 store« sveraves 700 
shoe sales annually—the sales of an 
average store in the chain totaling 


4 times the sales of any other leading 
German chain store.” 

How do the stores handle so many 
customers? Mr. Klausner found this 
out too, Leiser employs an average of 
clerk per 2.2 chairs—1.5 during 
the peak hours, 3.0 during the week. 
Part-time help is adjusted to meet 
customer requirements, with depart- 
mental supervisors responsible for from 
12-18 clerks each. Almost all the clerks 
are women. 

Not only are departmental super- 
visors responsible for directing the 
activities of their clerks, Mr. Klausner 
pointed out, thev also are held account- 
able for individual performances. 
“When a clerk is not showing up to 
expectations, she must be sent to a re- 
fresher course. An intensive training 
course in fitting, salesmanship and the 
like is required of all prospective 
clerks, but training must be resumed 
as the need is noted. 

“Although Leiser’s main business is 
done in the same vrice brackets which 
American chains handle,” the foreign 
consultant explained, “the West Berlin 


one 
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Spandau, the newest store in Leiser’s 12-store chain in West Berlin, Germany, 


attracted gigantic crowds at its January opening. This retail operation is located 
in one of the city's more modest neighborhoods. 


chain covers a far wider variety of 
types and constructions. It is also noted 
that the percentage of such fillers as 
hosiery and accessories is strictly 
centrolled in proportion to actual shoe 
sales, So is the percentaze shoe repair 
work done—this despite the fact that 
repairs are an important facet of busi- 
ness. Shoes remain very expensive in 
contrast to wages and must be made to 
last. 

“It is very hard to believe that these 
stores have been rebuilt within a four- 
year period,” Mr. Klausner said, “while 
the store fronts and interior equipment 
follow a general pattern, each of the 
12 stores is in keeping with its location. 


Those in the westend of West Berlin 
are relatively luxurious, while those 
in labor neighborhoods are very 
simple. 


“In my opinion,” he concluded, “the 
stores are doing a very good job when 
one considers the volume of business 
and the number of lasts they have to 
fit. This can be largely attributed to 
the unending trainine which Leiser’s 
shoe clerks are given.” 


Bookings Satisfactory 
At Boston Shoe Show 


Boston, Mass. — The Boston Shoe 
Travelers show at the Parker House 
had to compete with the Red Sox and 
the circus, which were in town, but an 
estimated 700 viewed the Fall lines of 
23% exhibiting firms. More than 200 
heard a talk by San Sullivan, of La- 
redo, Texas, president and organizer 
of Independent Shoemen. 

Suedes went well. There will be more 
offerings of calf this year and prac- 
tically every category reports better in- 
terest in this leather. Lines for women 
of the older age group have been ex- 
panded and there are more tailored 
styles in this class. There also seems 
to be a trend away from gaudy orna- 
mentation. Dress shoes show influence 
of casuals and even house slippers and 
there appears to be an accent on com- 
fort designs. In men’s sport and golf 
shoes there seemed to be more solid 
colors in buck and suede and less of the 
two-tone effect. Black was easily pre- 
dominant in both men’s and women’s 
selections. 

Colors in women’s shoes ran to red, 
avocado, lots of greys, some blues and 
black. There were not many prints but 
one or two houses used a plaid effect 
for outer leather and inner soles. 

There was a wide selection of 
sweater colors including some pastels 
in the school girl group of shag stock, 
low heeled shoes. 

soth light 
shade called 
used in all type shoes 
three to five age group. 

In women’s there more 
tailoring in four-eyelet styles. In the 
casuals, the flap-over tongue was 
widely used with a kilted leather 
piping trim. 

Low and appeared 
prominently in nearly all exhibits of 
women’s There was also ex- 
tended use of suede and buck into the 
field. Tan calf was widely 
used in women’s walking shoes and the 
tasseled or strap tie-piece appeared fre- 
quently. Calf was reported moving 
ahead of suede in teen-age girls’ shoes. 


hlood 
were 
the 


dark tans, ox 
British tan 
including 


and 
and a 


shoes, jas 


or 
moderate heels 


shoes. 


women’s 


General Shoe Denies Competition Curb 





Asks Dismissal of Government Clayton Act Suit, Claiming 1,000 Other 
Firms Make Shoes and Three Produce More 


NASHVILLE, TENN.— General Shoe 
Corporation, named by the Department 
of Justice in a suit to determine if the 
company had violated the so-called anti- 
merger sections of the Clayton anti- 
trust Act, on May 18 filed in the 
Federal District Court here, its answer 
to the suit, denying any allegation that 
it has lessened competition in the shoe 
industrv or has tended to create a 
monopoly. The court was asked to dis- 


miss the complaint. 






In fact, the reply states, “the tenor 
of this complaint is to impute to the 
defendant a position in the shoe indus- 
try all out of proportion to its size,” 
citing that there are three shoe manu- 
facturers in the United States who pro- 
duce more shoes than General Shoe 
Corporation, one of them being more 
than twice as large as General. 

Among other points emphasized in 
the reply are these: 

[TURN TO PAGE 70, PLEASE] 
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Jarman’s price range attracts six of every ten 


men who pass your store 


Yes, the Jarman price range parallels the huge, the rapidly man reputation (advertising which consistently ranks at the 
growing middle-price range at which 60 percent of all very top in men’s readership); dealer aids to help eac! 
men’s dress shoes are sold. Jarman dealers now get the dealer draw men into hi tore and convert the Jarma 
lion’s share of the sales in this price range and “that ain’t reputation into iles. For ex imple the Jarman propo 
all!” As more and more American men join the prosperous for this coming fall and winter is built around a sensatior 
middle-income group, potential Jarman sales increase: as new “which shoes to wear ith what tyle approach th 
more and more of these men discover that Jarman is tops will convince many a man that he needs one or more p 
for style, comfort and value, actual Jarman sales increase. of new Jarmans to be correctly dressed at all time 
No proposition in the entire shoe industry offers the deale: Yes. most men buy their shoe n the Jarman price range 
a present and future so full of profits. And Jarman styles and advertising attract th 

Every season sees a smart. versatile new line of Jarman especially the free-spending young mer vour best custome 
shoes; dramatic national advertising to strengthen the Jar- Write today for details of becoming a Jarman dealer, 


To retail at $9.95 to $18.95 most styles 









CORPORATION 





JARMAN SHOE COMPANY, ¥ L SHOE 





Who shops for slippers in this hot weather? 


... aSk 5,000 prosperous retailers! 


They'll tell you it’s the folks looking for the cool, relaxing 
super-comfort of Wellco “Foamtreads!” 


The folks looking for all-round versatility in a pair of slippers 
around the house... out in the garden...down at the beach. 


The folks looking for a washable slipper that licks the per- 
spiration problem, ‘Foamtreads” can be thrown in the wash- 
ing machine—need no more care than a pair of socks—and 


® 1955 Pats. and Pats. Pending 


*® WELLCO. 
Poco Sends’ 


THAI RELAY Z¢ 


for THE WAL 


come out fresh and clean as new! That’s right—soap n’ water 
can’t hurt them. 


That's a lot of folks... a lot of Wellco ‘‘Foamtread”’ vol- 
ume...a lot of slipper profits for you during the hot- 
weather season! 


One hot day—or a million hot days from now—you'll be 
glad you've got the ‘‘hottest’’ slipper line on the market} 


W rite for our latest catalog 


WELLCO SHOE CORPORATION - WAYNESVILLE, N. C. 


In Canada “PFOAMTREAD" slippers are manufactured exclusively by Kaufman Rubber Company, Kitchener, Ont, 








Stock Turnover . . . Key to Profits 
by JACK BEDFORD 


SHOE retailers are well acquainted with the profit maxim 
that as the rate of stock turnover increases the store’s net 
profit picture is brighter. 

This profit maxim becomes a merchandising truism of 
shoe retailing IF . . . the planning does not sacrifice 
stock assortment and sales volume for the sake of achiev- 
ing a higher rate of stock turnover. 

Stock turnover can be increased in three ways in a 
shoe store: 

1. Increase sales and keep the average stock the same. 

2. Decrease stock and maintain the same level of sales. 

3. Increase stock and increase total sales. 

All of these techniques will help a shoe retailer or buyer 
achieve a higher rate of stock turnover. When business 
is booming, most shoe merchants follow the first method 

-keep stocks the same and work to increase sales. 

Method No. 2—decrease stock and hold the line on 
sales—is usually adopted when general business conditions 
hit a snag. This is the ultra-conservative policy that 
sounds good in theory, but seldom works out in practice. 

It is easy—too easy. To decrease his stock, all a shoe 
retailer needs to do is to stop buying and keep selling. 
But the most difficult part of this plan is to keep sales on 
the current level without adding new fresh stock. 

A shoe merchant who does not keep his stock well bal- 
anced is apt to lose sales. Assortments will become too 
skimpy. Best sellers and good sizes will be liquidated. 
And, odds and ends of styles and sizes of slow selling 
stock will start to accumulate. 

As a general rule, sales in a shoe store or department 
will decline faster than the store’s stock. Result: A lower 
rate of stock turnover and net profit for the store. 


How to Increase Your Stock Turnover Rate 


An easy way to calculate your present rate of stock 
turnover is to divide your average inventory into your 
annual sales. Both figures should be considered at retail 
or cost—most shoe retailers favoring the selling price 
method. 

For instance, consider the following calculations of the 
rate of stock turnover: 

No. 1. Annual sales of $100,000 divided by the average 
stock of $25,000 equal a rate of stock turnover of four. 

No. 2. Annual sales of $125,000 divided by the average 
stock of $25,000 equal five stock turns annually. 

No. 3. Annual sales of $100,000 divided by the average 
stock of $20,000 equal five stock turns annually. 

No. 4. Annual sales of $150,000 divided by an average 
inventory of $30,000 equal five stock turns a year 

In the last three examples, the rate of stock turnover is 
increased from four to five by the various methods. All 
of these techniques will increase the rate of stock turn- 
over for a shoe retailer, but not all of them will insure a 
higher rate of net profit for the store. 

Here are some points you will want to consider in 
developing your plans to increase your rate of stock turn- 
over in your shoe store: 

1. Increase sales and keep average stock the same. This 
technique is applicable when business conditions are 
booming. It is easier to increase sales with the same stock 
when a period of stock shortages or advance buying is 
present. 

Selling costs are apt to increase with this plan. This, 
of course, reduces the net profit and unless carefully 
checked, the gain in stock turnover rate will be more than 
offset by the extra cost of doing business. 

[TURN TO PAGE 71, PLEASE| 
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No, 1271. Tan Scotch 
Grain Imitation Tip, 
Seamless Blucher Ox- 
ford; Heavy Double 
Leather Soles, Leather 
Heels 




























Fine Oxfords 
by BASS 


makers of Bass Weejuns” 








Good leather, good looks, and good fit 
make Bass Oxfords your best bet for 
‘back-to-school’ promotions! 





















No. 2216. Brown Scotch 
Grain Blucher Oxford; 
Double Leather Soles, 
Rubber Heels 









No, 2188. Mahogany 
Plain Toe Blucher Ox 
ford; Cush-N-Crepe 
Soles, Heels 












"TM, Reg 








For extra profits, sell the complete Bass Line... 





@ TRAILMASTERS @© QUAIL HUNTERS” 
@ SPORTOCASINS* @ SKI BOOTS 
@® WEEJUNS* @ WELTS 








G. H. Bass & Co., Dept. BS-6, Wilton, Maine 
658 Marbridge Bidg., N. Y. C. 1, N. Y. 


Bae OUTDOOR FOOTWEAR 
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Be on the Lookout 
for a Most 


Important Friend . 


YOUR EARLY BIRD SALESMAN 


He has a most important message for you and the most complete 


and attractive 


He'll be mighty busy because he has 2000 customers to see (and he’s 
built them in just one year) but he'll be ready to serve you well. 


If you're not an Early Bird customer a letter or a wire now will 


insure a visit for you. 


391 
BROWN PENNY 


i oa LOAFER 
oo. Ss ryLes Sizes: 1014-3 
always 392 
SAME 
in-stock IN RED 


TO RETAIL 
$BOO 1) $500 





General Shoe Denies 
Erecting Competition Curb 
[CONTINUED FROM PAGE 66] 


There are more than 1,000 other 
manufacturers engaged in the produc- 
tion of shoes in the United States. 

General Shoe manufactured less than 
4.5 per cent of the total production of 
shoes in the United States. 

General Shoe sold at retail less than 
two per cent of the total retail sales, 
and manufactured and sold at retail 
less than one per cent of the total 
production of shoes in the United 
States. 
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line of Early Bird Juvenile Shoes you've ever seen. 








Lititz, Penna. 





The 
S. Department of Commerce show- 


reply quotes statistics of the 
U. 
ing that the four leading manufac- 
turers of shoes made 25.9 per cent of 
the shoes produced in 1947, and 22.8 
per cent in 1954, and that “General 
has only retained its relative position 
in the industry during this period.” 

Pointing out the relative unimpor- 
tance of General] Shoe’s retail outlets, 
the reply states that there are more 
than 70,000 retail shoe outlets in the 
country, and that General Shoe owns 
or leases only 500 (approximately) of 
such retail outlets. 

After filing the reply of General 





Boyd, Jr., president, said: “It is com- 
mon knowledge in the trade that the 
shoe industry is one of the most highly 
competitive industries in the United 
States. 

“There are over 1,000 shoe manu- 
facturers, and there is no dominant 
company. General Shoe has been a 
leader in the industry, but it has been 
leadership by innovation and by ex- 
ample, not by dominance, restraint or 
control in any shape or form. 

“The largest 50 companies do less 
than 50 per cent of the business. 

“Over the years the larger shoe com- 
panies have produced less and less of 
the industry total, and the small com- 
panies have been growing faster than 
either the largest companies or the 
middle size companies. 

“Under all these circumstances, 
General Shoe Corporation certainly 
feels that the government attack on us 
is unjustified.” 

Attorneys representing General Shoe 
in filing the reply and in asking for 
dismissal of the complaint, were 
Donovan, Leisure, Newton and Irvine 
of New York, represented here by 
James R. Withrow, Jr., a member of 
the firm; Roberts and MelInnis, by 
Charles B. MelInnis of Washington, 
D. C.; and by Bass, Berry and Sims of 
Nashville, by F. A. Berry. 





Opening Shoe Salon Runs 
Glass Slipper Promotion 


PHILADELPHIA—Promotional fanfare 
attending the opening of Bonwit Teller's 
new shoe salon included c real Russian 
princess, Marina Sterbatov, who was 
awarded a pair of glass slippers and a 
white orchid corsage by store president 
Lewis Davis. 

The publicity device, a tie-in with the 
current motion picture, "Glass Slipper” 
starring Leslie Caron and Michael Wild- 
ing, resulted in newspaper publicity. 

The princess, reared in Austria, has 
been in the United States for only two 
years. She is Philadelphia supervisor of 
a reducing salon. 

Miss Sterbatov met the requirements 
of the stunt by possessing a size 4 B foot. 
The glass slippers she wore were de- 
signed by Lipare and are woven of a 
glass fiber. 

Of course, the princess was invited to 
attend the ball, also judiciously pro- 
vided by the promoters. 

Judges were Evelyn Lipare, the de- 
signer; Albert Bogutz, president of the 
Newton Elkin Shoe Company; Vincent 
De Liso, president of Paiter De Liso Shoe 
Company, and Lucille Gilman, assistant 
to Bonwit Teller's merchandising man- 
ager. 

Runner-up irene Teti was awarded a 
pair of pink, flower-trimmed shoes by 
Capezio. 





Liberty Incorporates 


ELMIRA, N. Y.—A certificate of in- 
corporation has been filed in the county 
clerk’s office by the Liberty Shoe Com- 


Shoe Corporation to the suit, Henry W.' pany. 
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Stock Turnover . . . Key to Profits 
[CONTINUED FROM PAGE 69| 


Your extra sales promotion efforts may cause you to be 
out-of-stock in some shoe lines and sizes. This stock con- 
dition may cause the loss of some customers, and will 
make your sales promotion more costly. 

Maintaining a lower stock ratio will require more work 
in stock control. Hand-to-mouth buying always makes for 
more checking, counting, listing, ordering, marking, and 
stockkeeping. Then, too, with this hold-the-line-inventory 
policy there is the loss of quantity discounts and the trans- 
portation savings that might be possible with a better 
balanced inventory. 

2. Decrease stock and maintain the same level of sales. 
In theory, this is the quickest and the easiest way to in- 
crease the rate of stock turnover in a shoe store. This is 
based on a stop ordering policy on all but staple items 
to get the stock into adjustment for a lower level. 

It sounds easy. But, many shoe retailers have found 
that it is very difficult to reduce the stock and still hold 
the line with sales. First, the heart of the line will be 
sold out and the stock will be an accumulation of end 
sizes and slower selling merchandise. 

When this happens, customers jooking for new shoe 
styles will reach the decision that your store does not 
carry a complete assortment. This makes it doubly hard 
to sell the end sizes that represent a complete assortment 
but are naturally slower selling. 

Second, you may find that your sales will decline along 
with your inventory investment. In theory this would not 
cause much trouble. If the stock dropped from $25,000 
to $20,000 and sales dropped from $100,000 to $80,000 
you would still maintain a rate of stock turnover of four. 

However, this decline in sales and stock does not follow 
the same trend. Most shoe retailers report that sales take 
a larger and a faster dip than the inventory investment. 
Thus, the rate of stock turnover decreases instead of in- 
creasing. Then, too, the cost of operation based on fixed 
expenses remains the same and the net profit is lower. 
This is the 
progressive way to meet changing business conditions and 
tougher than usual competition. This plan is based on two 
basic ideas of successful retailing: 


3. Increase stock and increase total sales. 


1. Carry complete stocks of all good selling sizes and 
styles of shoes. 

2. Conduct a consistent and aggressive sales promotion 
program for your store. 

Both of these profit factors are brought into focus in 
this third way to increase the rate of stock turnover in a 
shoe store or department. The merchants following this 
plan have their eyes peeled for new lines of shoes and 
accessories that will capture the public’s fancy. 

You will find that your stock control work will be much 
easier and less expensive with this method. Your stock 
will provide a wider and a deeper selection for your 
You will not be placing small orders to fill 
out a line at extra clerical and transportation costs for 


customers. 


your shoe store. By keeping fresh merchandise rolling into 
your store you will be on top of the current market. Your 
stock on display will be priced on the basis of the day-to- 
day price quotations. You can be just as competitive as 
any other shoe retailer in your community. 

Stock turnover is a key to profits in shoe retailing. You 
have several choices of the way you will follow to increase 
your rate of stock turnover. Be that you do not 
sacrifice net profits for a higher turnover rate for your 
stock. 


sure 


Remember: You can’t do business from an empty store! 
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now! new JOCKE last 
adds high 





to the 
height of comfort! 


Here is America’s #1 comfort shoe that’s famous for its 





record-breaking repeat business...now with a new high- 
fashion last that permits luxury detailing and styling never 
possible in a comfort shoe before. Now you can attract the 
style conscious customer on sight... and sell him over and 
over again, on the superb comfort of our world-famous, 
exclusive features, Here is a sales-combination with the most 


profitable future in the business. Get all the facts today! 


Dr. Locke’s 6 exclusive comfort features 
at all trouble points... 





1. Dr, Locke Heel Wedge 
2. Dr. Locke Inner Sole Wedge 
3. Dr. Locke Elongated Heel 


4. Dr. Locke Arch Support 
5. Dr. Locke Long Counter 
6. Dr. Locke Steel Shank 


Write today for free catalogue 


FIELD AND FLINT CO., BROCKTON 68, MASS. 












Keep YOUR eye on Mrs. Days 





Style No, 63 — Pink, 
blue, maize or white 
slikspun slipper with 
ribbon ties, Ruffled 
val lace trim. Sizes 0-2. 


have been constantly maintained. One of the many reasons why 


~ 
Style No, 222 ~ # 
Lace Boot, White Kid, 
Perforated Vamp 
Narrow, Medium, Wide — 
Sizes 0-3 


Gdeal 


BABY SHOES 





MOTHERS po. 
ond they like that 
“IDEAL LOOK” 








we urge you to “keep your eye on IDEALS” for 1955 promises 
another bumper baby crop. Full stocks are the key to volume 
baby shoe sales and Ideals are available in over sixty original 


styles in leather and fine fabrics. 


* | 
| 


Smart shoe buyers know the tremendous preference mothers | 
have for IDEAL Baby Shoes. Many mothers wore them when 


they were tots and find the Ideal quality, materials and designs 


v4 Sell a jar of BEAU PEEP cleaner, loo, It is the 
safe cleaner for baby's shoes, and heep them 
clean longer. It's ideal for Ideal Shoes. 


a 








MRS. DAY'S 


BABY SHOE CO., INC. 


DANVERS, MASSACHUSETTS 


7i WEST O5TH STREET 
Wew YORK 1, HY. 


Freshness and Variety 
In New Campus Styles 


[CONTINUED FROM PAGE 44] 


variations on this moccasin theme. 
There are any number of these. We 
show one here with the fresh look of 
square heel, toe and folded, fringed 
tongue. If the fringed tongue appeals 
to her, perhaps you can sell her a 
lighter, slightly dressier shoe with such 
a tongue, too. 

Take the classic saddle oxford in 
smooth white with tan, black or blue 
saddles or the all-over white suede— 


72 


1070 MERCHANDISE MART 
CHICAGO 54, KLLINOIS 


679 MERCHANDISE MART 
DALLAS, TEXAS 


that’s your classic in saddles, But, here 
as in the loafers, there are variations 
which point to extra sales. The use of 
unborn calfskin for the saddle, tongue 
and backstay which we have illustrated 
here is a smart way of varying the 
traditional saddle shoe. 

New leathers have contributed a 
great deal to the fresh look of campus 
shoes. All the rich looking glove tan- 
nages and the textured surfaces, 
grained and shaggy, are perfect lea- 
thers for these shoes. Some of them go 
into the lighter, dressier styles which 
take the student off the campus to local 
shopping or movie centers or even on 
the train for weekend visits. These 


styles are most popular on medium, 
shaped heels; some high, of ccurse; 
and some flats. 

The Italian-inspired shoes have in- 
troduced a whole fresh group of shoes, 
soft, light, flexible and with a new 
appeal in their styling, a little Euro- 
pean look about them which will give 
a girl the feeling of wearing something 
special. We show two such shoes here. 

And, finally, we could not resist 
putting one warm boot in these illus- 
trations to suggest that, in some cases, 
your college customer may want to 
include such a foot covering with her 
first Fall purchases. Maybe she won’t 
be back home until Christmas and may 
have some very cold weather ahead of 
her before then. Some end-of-the-sea- 
son football games will call for just a 
boot. 





Variety of Merchandise 
Draws Juvenile Trade 
[CONTINUED FROM PAGE 51] 


and if a mother shows doubt about a 
shoe, he expresses a genuine and con- 
vincing interest in the purpose for 
which the child will wear it—-ever plac- 
ing first the best fit possible. He does 
not hesitate to negate a selection made 
purely from the standpoint of style. 
And if a mother expresses undue con- 
cern about the possibility of harmful 
radiation from Irv’s X-ray machine, he 
isn’t likely to stress the point. 

This insight into parents’ viewpoints 
makes Goldstein’s a truly Juvenile 
Foot Fitters and not just a seller of 
shoes, as is evidenced daily by the re- 
peat business this attractive store 
enjoys. 


Comfort. Selection Ease 
Built Into New Shoe Salon 


LittLE Rock, ARK.—The new shoe 
salon at Pfeifers of Arkansas not only 
boasts exclusive lines of women’s shoes, 
it now has been redecorated and is 
marked by its spaciousness. Each new 
feature is designed for the comfort 
of the customer beginning with leather 
chairs, arranged to seat 75 to lighted 
panels that encircle the department and 
display each brand. The salon has flu- 
orescent lighting and large wall mir- 
rors. 

A triple-aisle stock room is built 
around the department. This new ar- 
rangement enables the salon’s 12 clerks 
to find a customer’s choice more rapidly. 
Shoes are grouped by brand names an- 
other feature which makes for quicker 
service to the customer. Bryan Jones, 
department buyer makes four to five 
trips a year to markets at New York, 
Chicago, Dallas and St. Louis. 





Manager Wins ‘Oscar’ 


BIRMINGHAM, ALA. — Paul Stewart, 
manager of the Baker’s Shoe Store here 
for more than 25 years, was preasented 
a Golden Oscar by Edison Brothers 
Inc., for outstanding service. 
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Plan to Open 
Men’s Shoe Den 


[CONTINUED FROM PAGE 49] 


box displays of shoes which will always 
be in full view both inside and outside 
the store. 

In line with Barnett’s Glendale ex- 
pansion program, Mr. McKay also 
announced that the original store, 
which will service Glendale’s women 
and children’s footwear needs, has been 
extensively remodeled to provide an 
opening arcade to the store parking 
lot at the rear of the building. The 
office facilities have also been expanded 
to meet the increased business of Bar- 
nett’s stores located in Inglewood, 
Glendale, Huntington Park and Long 
Beach, all supervised by Mr. McKay. 

Barnett’s promotional programs also 
include a renewal of their contract 
with Pinky Lee’s NBC TV program, 
which Barnett sponsors once a week 
on Thursday in conjunction with 
Weatherbird Shoes, carried by Bar- 
nett’s in all four children’s depart- 
ments. 


The College Shoe Wardrobe 


[CONTINUED FROM PAGE 43] 


Mr. Murray tinds that the peak buy- 
ing season for college men is the last 
two weeks in August and the first two 
in September for back-to-school and 
during the Easter, Thanksgiving and 
Christmas holidays. His customers’ shoe 
buying habits reflect exactly the pattern 
of their conservative preferences in 
clothing. Actually they favor five classic 
styles and says Mr. Murray, “As far as 
our college trade is concerned, we could 
run the whole department on five basic 
styles. Their selections have not varied 
much over the period of the last 15 
years. Three of the styles, the white 
buck and light tan grain plain toe and 
the wing tip cordovan, have been their 
favorites for years. The two-eyelet 
moccasin is an innovation of the past 
five years and the black tassel moc is 
the latest and fastest growing style in 
the group. It is worn for leisure and 
with a dinner jacket for evening wear.” 

Mr. Murray finds that college men 
shy away from any of the so-called 
foreign influences in shoes. They show 
no interest in the Italian or Continen- 
tal trend and with the exception of the 
two-eyelet moccasin which has a low, 
soft counter, they show little interest 
in the currently favored lower top line 
silhouette. 

Their loyalty to De Pinna, Mr. Mur- 
ray feels, is typical of the conservative 
tradition of the Ivy League campuses. 
Most of his customers have worn De 
Pinna clothes and shoes for years, 
as their dads did before them. He 
adds, “And from their fathers they 
have inherited their good taste and 
feeling for quality as well.” 
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American Woman Owns 
12 to 25 Pairs of Shoes 


ROCHESTER, N. Y. — The average 
American woman owns between 12 and 
25 pairs of shoes, according to Bernard 
Edison of St. Louis, Mo. 

Edison, head of personnel and sales 
for Edison Brothers Stores, Inc., of St. 
Louis, was in Rochester recently and 
said the trend in women’s shoes is to a 
wider selection, particularly of pastel 
shades. 

Three years ago the most popular 
type of women’s shoe was the enclosed 


opera pump, but now the open type is 
becoming more common, he said. 

Edison Brothers, which retailed over 
14 million pairs of shoes last year, and 
now operates 260 stores, is building 
about 25 new stores this year in subur- 
ban shopping centers. 

Edison came to Rochester in order to 
present a two-foot gold statuette to 
Miss Rose Commins, cashier at Baker’s 
Shoe Store, 186 Main St. E. for 13 
years. 

Miss Commins received the award for 
her customer service, courtesy and effi- 
ciency. 











Scores of stores are doing it. 
Their customers appreciate it. 


No “salesmanship” required! 


four of your 


kind of 


Three out of every 
customers suffer from some 
foot ailment. 


The minute you that they 
feel they are “hard to fit” you know 
that you have a good prospect for 
the Cuboid Stabilizer, created by the 
famous foot surgeon Dr. John Martin 
Hiss, M.D., as a result of years of 
clinical observation of over a million 
foot treatments in the Dr. Hiss clinics. 
From this wealth of experience—the 
Cuboid Stabilizer was developed by 
Dr. Hiss and his staff of doctors and 
is recommended by them to thousands 
of foot sufferers every year. 


sense 


No Selling Required 


You—and your salespeople—make 
ne attempt to “sell” the Stabilizer. 
You merely slip a pair into your cus- 
| tomers’ shoes and tell him or her to 
wear them a month or two—even 3 
months—and if at any time they feel 
they can give them up—merely re- 
iturn the Stabilizers and get their 
| money back. 





How to Make an Extra 
Profit of $3.45 on 
15% of Your Shoe Sales 












You collect a “deposit” of $5.95, Ex- 
perience shows that than 1% 
ever want their money back and we 
give you full credit returns 
you can’t lose a cent! 


less 


on 80 


Can you imagine an easier way to 
make $3.45 extra profit? No selling. 
No risk. You make friends for your 
store by helping relieve foot troubles. 

To get started—sign and mail the 
coupon below. 


The Stabilizer Co., Hiss Clinic Bldg., 
740 South Flower St., Los Angeles 17, 
Calif. 


Rush me introductory assortment of 
Cuboid Stabilizers on guaranteed sale 
basis with full details of Money Back 


Sales Plan. ($2.50 per pair, 2% 60 
days, FOB, LA) 

Store 

NE bec kcacie chews decry peneeeses 
En shel w adele A eeS RS Oe e Ge 


Address .... 


Re oiras oneaepbaie DOES sdbckeees 
We sell shoes for []) MEN 
[|] WOMEN [) CHILDREN 


Adv 
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Retail Fair Traded 
3110 SERIES 








"The Kick-off" .. . for 
back-to-school and fall... 
sleek, young look . . . light-stepping 
foam sole. A Huskies headliner—feo- 
tured nationally in August SEVENTEEN 
magazine. Smooth leathers, suedes — 12 









glowing colors. Sizes: M 4-10, N 5!/2-10. 


* HUSSCO SHOE CO. Sales & Advertising Offices: 1328 Broadway, New York 1 
Factories: Honesdale, Pa. in Canada: Canada West Shoe Co., Winnipeg 








Barrer t Conany, lic, 


ALPINE + BRIARHIDE*LASTICALF+GRAINS 
NEWARK, NEW JERSEY 








KEEP ABREAST OF YOUR 
MANUFACTURER'S ADVERTISING 
and Merchandising Plans 


. . « Andin EVERY Issue of 
BOOT AND SHOE RECORDER 


WATCH FOR IT! 


. . . IN THIS ISSUE 








School Terms Start with Smart, New Shoes 


they all follow the fashion edicts. 
There will be new experiences, new 
classmates, new teachers and _ the 
competitive spirit will come out in full 
force. First impressions will be im- 
portant and shoes will be a highlight in 
that scoring. 

By this time there has been a bar- 
rage of published statistics on the 
increase in population, the importance 
of the children’s shoe market, the suc- 
cessful merchandising operations, etc., 
so that everyone has a pretty clear 
picture of the potentials. We thought, 
therefore, that it would be interesting 
and enlightening if we would pass 
along some of the actual thinking of 
the manufacturers whose shoes will be 
on retail shelves, from coast to coast, 
ready for the transaction at the-point- 
of-sale to the young consumers. 

“These represent the newest back-to- 
school shoes and have the elastic top 
lines and covered heels to fulfill the 
growing demand by teen-agers for a 
lighter, flexible, fashionable campus 
shoe. For the boy who wants shoes 
exactly like dad’s, there are those made 
on boys’ lasts, with mannish detailing 
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such as pinking and _ perforations, 
along with the low top quarter, which 
is growing in popularity in children’s 
shoes every day.” 

Another manufacturer says: “All 
signs point to a banner back-to-school 
season. For girls, sweater pumps in 
suede, patent leather and smooth 
leathers—in such colors as black, blue, 
grey, brown and avocado, as well as 
single or double straps with plain or 
trimmed vamps—seem to be destined 
for greater acceptance. In welt shoes, 
the wing tip boys’ oxford has been 
very good,” 

“Easy cleaning features of the lea- 
ther in the shoes, the wide Mary Jane 
strap that insures excellent fitting, the 
pastel colored linings that blend with 
the upper materials and the extreme 
flexibility and lightness” these all add 
up to selling features in another man- 
ufacturer’s appraisal. 

The following comments represent 
additional thinking on the subject of 
back-to-school shoes by various manu- 
facturers: “The low-line is developing 
great popularity in their take-off from 
the men’s lines. The two-eyelet and 





low Italian look, not necessarily the 
real low look but with the two-eyelet 
quarter giving the appearance of the 
low line, looks like the big story in 
juvenile oxfords, whether boys’ or 
girls’. Black again will be very big and 
has been getting more important from 
season to season over the past year 
and a half. In the strap picture, shell 
patterns will undoubtedly be the big 
news for back-to-school.” 

“Our forecast for back-to-school, 
which is actually the heavy retail 
selling period of August 15th to Sep- 
tember 15th, will influence the basic 
service shoes plus extra effort on the 
lighter weight strap ties for little 
girls and the trend to black, two- 
eyelets for little boys.” 

There are many more opinions, 
forecasts and impressions that we 
could include but they actually resolve 
themselves into the basic facts that 
these manufacturers of juvenile shoes 
are doing all they possibly can to 
produce shoes that will fit well, in the 
best constructions, in the latest styles 
and patterns and in complete size 
ranges to insure accurate fitting. 
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Timely Markdowns 
by JAY B. SNOW 


A, elderly gentleman in one of our modern west coast shoe 
stores began to chuckle. His son owned the store, and he 
and his employes were dashing around preparing for a 
big Week End Special type of promotion. 

“What are you laughing at, Dad?” the store owner asked. 

“I was just thinking. When I ran the big general store 
back in our home town in Nebraska (he called it Nee- 
braskee) I couldn’t have taken mark-downs like you fellows 
do to-day.” 

“How’s that?” 

“I'd been run out of town. If I sold goods at one price 
to a customer this week, and the same goods at a lesser 
price to another customer, I’d have had someone on my 
neck thinking I was trying to rob thein.” 

In a February issue of Boor ann SHoe Recorver the 
editorial very thoughtfully contained the following words 
“.., if there were ever a year in which shoe advertising and 
promotion demanded thoughtful consideration and careful 
planning it is this year of 1955.” 

Along with that consideration is something else of equal 
importance that usually makes most retailers shudder. That 
bug-a-boo of merchandising—MARKDOWNS. 

A big buyer for a large department store was once heard 
to make a remark like this, “I just tell my boys I buy these 
shoes, and they sell them or else.” 

Such a policy is a nice cover for a buyer, but the fact 
remains few buyers are one hundred per cent right. 

The owner of a large independent department store told 
his shoe buyer not long ago, “Now we just can’t take mark- 
downs this year. We have to sell at a profit.” This policy 
is a hard thing for a buyer to work against. Impossible, in 
fact. A properly merchandised department of any kind 
must have markdowns properly taken, at the proper time. 

Another example is one of our very large department 
store chains that works on the theory going to the other 
extreme. The merchandise received in the current six 
months is called A goods. Goods received the preceding 
six months goes into the B category. X goods is anything 
older than that, and must be sold. 

If there are three pair of heart sizes of the most staple 
type of shoes in the world that happened to run over into 
the X period they must be cut in price and sold at a mark- 
down. Even if these three heart sizes must be replaced at 
the current market price which might be higher. 

Like the independent who asked his buyer for a season 
of no markdowns, such a policy would seem ridiculous. 
Actually it is. But the fact remains that the companies 
operating this way still do the largest percentage of the 
business. And not the buyers either who tell the crew, 
“I buy em, you sell them.” 

A balanced example is a store operator who does a huge 
volume of business. He does this with a consistent and 
terrific yearly advertising campaign. He drives his sales 
force for every sale they make. But along with that, when 
a shoe moves slowly, he marks it down, but quick, 

Result? He does the business in his city against the 
toughest competition this country has. And by consistent 
markdowns this merchant has a clean stock all the time. 
He takes them when they need to be taken. The minute a 
number slows its turnover it drops to the next price bracket. 
So at the end of a season there is no great bottleneck of 

shoes that must be closed out at a dollar a pair to make 
room for new stock, 
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aE think this over 
11 | carefully! 
USOT UTES, Surwos ncat that an 
SB elieeeers & doy wes tive: 
_ areal foot comfort problem. 


A problem that 
proper shoe fitting will aeopey 


The companion sale of a time-proven 
reliable, effective shoe insert — Burns 
Cuboids ~— along with a pair of shoes — 
will approximately double your profit 
over that made on the shoes © 

alone. And each day you fail to 

offer this added foot comfort, you 
waste numerous golden opportunities 
at sales and profits! 


For nearly 20 years, Burns Cuboid 
known Cuboid Company has maintained Cuboid 
operators: Operations in the best shoe and 
ATLANTA “lepartment stores from coast to coast, 


here are a 
few well 


Thompson-Boland-Lee Burns Cuboids appeal to all ages of 
BALTIMORE foot sufferers, and one pair sells 
Hess Shoe Co. another~at up to $6.95 a pair. 


Boston Monthly volume of $2,000 to $4,000 


Thayer-McNeil is far from uncommon. 
CORPUS CHRISTI Based on a different theory than 
Richardson's conventional arch supports, Cuboid 
DALLAS Foot Balancers alone are 


Volks recognized by highest medical 





_ DENVER authorities for their unique comfort | 
Fontius Shoe Co. eit : 
neueten fostering characteristics, 
Krupp & Tuffly The Cuboid “Department” | 
LITTLE ROCK requires no — on the. selling | 
Kempner's floor, From a few feet of storage © 
LUBBOCK shelf, the trained Cuboi 
Godwin’s Booterie demonstrates, fits and dispenses 
MADISON up to 248 styles and sizes of these 
Byer’s Shoe Store well known Foot Balancers. | 
ra oo You can’t absorb the whole | 


Cuboid Story here and now, Fact 
a enough is that hundreds of 
ROCHESTER Stores are now improving traffic | 


Eastwood’ and profit because they have 

penne Cuboids. But it’s easy to get the | 
Globe Shoe Co, Whole story~you can arrange for | 

SCRANTON a Cuboid demonstration in — 


Lewis & Reilly, Inc. your own store, Write today, 
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Part of the "Great American Family’’ 


New Superb KH E NA by Lawrence 


“Superb” is the right word for the new Keena — a satisfaction to customers and assured steady profit for you. 
Also in the Lawrence “Great American Family” of side 


corrected grain side leather that works beautifully. It has 
a fine distinguished appearance, yet has down-to-earth leathers is GUNMETAL, supple, mellow and rich, and 


ruggedness that resists wear and scuffs. This means extra UNEEKA, the Aristocrat of its class. 
A. C. LAWRENCE LEATHER CO., a vivision of swirt @ company linc.) Peabody, Mass. 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Pacific Northwest Show Biggest to Date 





Two Firsts, How-To-Do-lt Clinic 
Mark Event; Show Wins National 


SEATTLE—With 450 registrants and 
with 150 exhibitors from all parts of 
the country using as many showrooms 
in Seattle’s Olympic and New Wash- 
ington Hotels, the Pacific Northwest 
Shoe Travelers May Shoe Fair was de 
scribed by officials as the most success- 
ful to date. 

Aileen McGuinn, PNST secretary, re- 
ported the organization’s shoe shows 
have been growing with each showing. 
There were only 130 exhibitors six 
months ago and only 120 a year ago, 
she said. 

Retailers, buyers and managers of 
shoe stores and shoe departments from 
Alaska, Canada, Washington, Oregon, 
Idaho and Montana were included in 
the 450 registrants. 

Showroom displays indicated that 
Fall tones will be rich and deep—as 
rich and deep as Spring colors were 
soft. Brown will not be plain, but will 
have a bronze or burnt almond shade. 
Reds will be deep, like garnet. Avecado 
green will be deep and run almost to 
avocado peel. 

In styling, there appears to be a 
tendency for Fall to close the openness 
of Spring and Summer but, as one ob- 
server commented, “without losing the 
open styling.” That is, there will be 
an open toe, perhaps, with a closed 
back, and vice versa. 

Heels will be accentuated—-higher and 
more slender almost to the needle heel. 
Displays indicate that the graceful thin 
mid-heel now in fashion also will be 
popular this Fall. 

In casuals attention is being paid to 
detailing of trim and also to materials, 
such as soft, smooth leathers and 
brushed suedes. The trend definitely 
is toward soft shoes and in the case 
of foam sole svorts shoes there is em- 
phasis on the collar line. 

In men’s shoes, the influence of the 
one- or two-eyelet shoe and slip-ons 
with tassels is strong. Indications are 
that these after-five styles have become 
adapted to business. 


Clinic Offers Many Retail Aids 


The show scored two firsts that may 
set a new pattern for regional shoe 
shows. 
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and Regional Show Newspaper 
Trophy for Membership Growth 


One was a‘ two-hour “How To Do it 
Clinic,” featuring a panel of shoe re- 
tailers, manufacturers and travelers. 

The other was production of an 8x11 
inch slick paper, four-page newspaper, 
“STIZE-UP,” containing regional shoe 
news and personal! items, and believed 
by PNST officers to be the first news- 
paper put out for a regional show. 

The paper was so well received, said 
editor Stanley Moss of Portland, that 
it likely will become a regular quarterly 
edition. 

The “How To Do It Clinic” fit nicely 
into the theme of the May Shoe Fair: 


“To Help the Retailer Be A _ Better 
Businessman.” 
Approximately 125 visitors to the 


May Shoe Fair got up early Sunday 
morning, May 8, to attend the clinic 
and to hear discussed subjects retailers 
themselves had selected through a ques- 
tionnaire mailed to about 1500 of them. 

Speaking for the manufacturers on 
the “Manufacturer’s Responsibility to 
the Retailer” was Seymour Fabrick, 
president of Vogue Shoe Co., Los 
Angeles. 

Spokesmen for the retailers were 
Park Dowd of Meier & Frank, Port- 
land, on “A Good Businessman Is a 
Better Shoe Merchant”; Marvin Davis, 
Marvin’s Shoes, Centralia, Wash., on 
“Overhead—-Expenses That Keep Prof- 
its Down,” and Vernon Wright of Lip- 
man’s, Portland, on “How To Make 
Floor Salesmen More Productive.” 

Representing the salesmen on the 
general theme of the salesman’s respon- 
sibility to the retailer were E. F. Mur- 
phy, Seattle, representative of Woh! 
Shoe Company, St. Louis, “Records 
and Stock Control,” and Stanley Moss, 
partner and sales manager of Breyman 
Leather Company, Portland, on “Ad- 
vertising and Promotion—How to Sel! 
Profitably.” 

Mr. Fabrick emphasized that the shoe 
business is a “matter of partnership all 
down the line.” He said that the manu- 
facturer’s job is not merely to make 
the shoes and get them shipped, but 
also to understand the retailer’s prob- 
lems and follow through by helping the 
retailer merchandise his goods. 

[TURN TO PAGE 82, PLEASE] 


Buying Is in Depth 
At Big Dallas Show 


DALLAS—The most successful shoe 
show in the history of the Southwestern 
Shoe Travelers Association concluded 
May 11 at three downtown Dallas ho- 
tels. 

Three hundred and sixty-five exhibi- 
tors displayed more than 400 shoe lines 
on 15 floors of the Adolphus, three floors 
of the Baker and three floors of the 
Southland Hotels. The number of buy- 
ers was estimated by Paul Schroeder, 
secretary-manager of the group, at 
more than 2,000, 

Exhibitors and buyers were present 
from Louisiana, Arkansas, Oklahoma, 
Texas, Arizona and New Mexico. 

A check revealed that buyers were 
buying more in depth than ever ‘before 
thereby indicating a firm faith in the 
continuance of current prosperity in 
the Southwest. The depth buying in 
cluded not only larger stocks but also 
heavy buying in off sizes. 

While the markets for regulars was 
brisk and the sale of ladies style shoes 
was healthy, there was a distinct trend 
toward casual shoe buying. The South 
west is following the national trend in 
women’s lines wherein the conventional 
bedroom slipper has given way to a 
casual, style pump type shoe which fits 
into the current for “outdoor- 
indoor” living. 

The cocktail slipper, a more stylized 
version of the casual women’s shoe, also 
got a big play. 

One of the surprises of the show was 
the popularity of the party shoe for 
younger children. This trend, in a line 
that runs from $7.95 to $8.95, had its 
inception in Houston and Austin and 
has spread rapidly throughout the 
Southwest. Shoemen were surprised at 
the popular reception from the buying 
public on an item that was designed 
primarily for the luxury trade. 

The success of the show was reflected 
not only in the sales and the optimism 
of both exhibitors and buyers, but by 
the number attending the social events. 

More than 600 attended the annual 
Monday breakfast in the Crystal Ball 
Room of the Baker Hotel, a fact which 
amazed visitors from the east and mid 
west who could not understand the 
southwestern habit of rising early. 

[TURN TO PAGE 81, PLEASE] 
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Shoe Vet Opens Store for Youngsters 


A 14 foot giraffe, with head protruding through an egg-crate ceiling is a big 
attention getter for children in the newly opened Youth-O-Pedic Shoe Center in 
Scranton, Pa. Animal chairs and rocking horses are other traffic pullers. 


SCRANTON, PA.—Animal chairs are 
used for seating and rocking horses pro- 
vide amusement for youthful customers 
in the newly opened Youth-O-Pedic 
Shoe Center at 188 Wyoming Avenue 
here. 

The neck of a 14-foot giraffe pro- 
trudes through the store’s egg crate 
ceiling, providing another big attention 
getter for the young folks. 

A giass door entrance is located on 
the left hand side of the store. On the 
left hand wall near the entrance is a 
coral colored drapery, followed by wall- 
paper with grey background on which 
are monkey designs in four different 
actions. The wallpaper includes these 
colors: coral, purple, white, black and 
yellow. 

Below the wallpaper, extending four 
feet to the floor, is a panel of natural 
coler surfwood. Located on the left 
side of the store, about nine feet from 
the entrance, is a modern display case 
in light and dark natural surfwood. On 
the wall behind this case is an irregu- 
lar, modernistic wall display fixture. 

On the right side of the store up 
front is a unique shelving arrangement 
with sliding panels to break up the 
monotony of tiers of shoes. The panels 
are in different colors with cutouts ir- 
regularly placed on the panels. 

The top of the shelving is intermit- 
tently used for shadow boxes. The area 
behind the panels is used for surplus 
stock. Position of the shadow boxes 
also is changed from this area. 

Custom made black wrought iron 
chairs and benches with alternate pink 
and coral seats stand out in attractive 
contrast on wall to wall carpeting. Plas- 
tic tile covers the floor in the immediate 
front of the store. 

Modern direct and indirect lighting 
fixtures give the store a cheery atmos- 
phere. An air conditioning unit is set 
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in the rear wall of natural surfwood. 

Owner and operator of the new store 
is Abe L. Plotkin, a veteran of 25 years 
in the trade who was virtually raised 
in the shoe business. His father, Sam 
Plotkin, now retired, owned the United 
Shoe Stores of Scranton, Other mem- 
bers of the family are also engaged in 
the shoe business. 

Mr. Plotkin is a children’s shoe spe- 
cialist. He insists on proper fit. Shoes 
are constantly rechecked to insure 
proper service as well as correct walk- 
ing gait for the youngster. 

Mr. Plotkin has a close working re- 
lationship with local orthopedists and 
chiropodists. He is a member of the 
board of directors of the Lackawanna 
County Committee for Crippled Chil- 
dren and Adults and chairman of the 
Home Camp Committee of the Jewish 
Community Center. 


Committee Silees Plans 


For Mid-Atlantic Show 


PHILADELPHIA—The Middle Atlantic 
Shoe Show committee scheduled the 
next Mid-Atlantic Shoe Show for Jan. 
15-18, 1956, at the Benjamin Franklin 
Hotel here at a recent meeting. 

To attract more retailers from out- 
lying areas, the committee considered 
possible use of linked displays of shoe 
manufacturing machinery and tannery 
equipment and also considered the ad- 
visability of an orthopedic clinic. 

A meeting of the board of directors 
of the Middle Atlantic Shoe Retailers 
Association decided to push promotion 
and literature activities in preparation 
for the shoe show. The Middle Atlantic 
Shoe Show program will be mailed out. 

Cal J. Mensch, manager of the show 
since its inception, announced the forth- 
coming show will, in all probability, 
be his last. 





Dates to Remember 


Milwaukee Shoe Fair, Shoe Travelers 
Association of Chicago, Plankinton 
House, Milwaukee . June 5-7, 

Frank C. Donovan Memorial Golf Tour- 
nament, Boston Boot and Shoe Club. 
Wollaston Golf Club June 7, 

Merchandising and Sales Clinic, Inter- 
national Shoe Company, Hotel Chase, 
St. Louis June 13-15, 

Merchandising and Sales Clinic, Inter- 
national Shoe Company, Statler 
Hotel, New York June 19, 20, 

Annual Outing and Golf Tournament, 
Leather and Allied Trades Associates, 
Ozaukee Country Club, Thiensville, 
Wis. i June 21, 

Merchandising and Sales Clinic, Inter- 
national Shoe Company, Hotel Fair- 
mont, San Francisco June 26, 27, 

Fiftieth Anniversary Outing and Golf 
Tournament, Boot & Shoe Travelers 
Association of New York, North Hills 
Golf Club, Douglaston, L. |.. July 7, 

Shoe Show, Michigan Shoe Travelers 
Club, Statler Hotel, Detroit 

July 10, 11, 12, 

Baltimore Shoe Show, Baltimore Shoe 
Club and Associated Shoe Travelers, 
Lord Baltimore Hotel, Baltimore 

July 10, 11, 12, 13, 

Tri-State Shoe Travelers 
Association, Hotel Statler, Buffalo, 
N. Y. July 17, 18, 

Allied Shoe Products and Style Exhibit, 
Hotel Belmont Plaza, New York 

Aug. 7, 8, 9, 10, 

Merchandising Clinic, National Shoe 
Manufacturers Association, Savoy- 
Plaza Hotel, New York Aug. 8, 

Leather Show, Tanners’ Council of 
America, Waldorf-Astoria Hotel, New 
York ' Aug. 9, 10, 

Golf Tournament and Outing, St. Louis 
Chapter, 210 Associates, Norwood 
Hills Country Club Aug. 16, 

Canadian Shoe and Leather Fair, Shera- 
ton-Mount Royal Hotel 

Oct. 9, 10, I1, 12, 

National Shoe Fair, Chicago 

Oct. 24, 25, 26, 27, 

Shoe Show. Tri-State Shoe Travelers 
Association, Statler Hotel, Buffalo, 
N. Y. Nov. 6, 7, 

Spring Shoe Show, Southeastern Shoe 
Travelers, Hotels Henry Grady, Dink- 
ler, Peachtree and Piedmont, Atlanta 

Nov. 6, 7, 8, 9, 

Spring Shoe Show, Pennsylvania Shoe 
Travelers Association, Hotel William 
Penn, Pittsburgh Nov. 12, 13, 14, 15, 

Shoe Show, lowa Shoe Travelers, Hotel 
Fort Des Moines, Des Moines 

Nov. 13, 14, 15, 

Fiftieth Anniversary, Boot and Shoe 
Travelers Association of New York, 
Statler Hotel Nov. 29 

Forty-second annual Mid-Atlantic Shoe 
Show, Hotel Benjamin Franklin, Phila- 
delphia Jan. 15-18, 


Shoe Show, 





Sullivan to Address British 


LAREDO, TEX.—Sam Sullivan, presi- 
dent of Independent Shoemen, and a 
leader in the retail shoe field here, has 
accepted an invitation to address the 
Forty-Sixth annual Shoe and Leather 
Fair Society’s meeting in London, Oct, 
8-6, it was learned. The society is an 
association of British shoe and allied 
leather industries. 
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A New Opportunity to Save Money 
in Your Stock Fitting Room... 


The WC Breast Leaf 
SPLITTING 


MACHINE 
Model B 




















There is a revolutionary 
change taking place in breast 
leaf splitting. With this new 
machine you can split the 
flap for Louis heels at any 
time, even as the final stock 
fitting operation. This cuts 
stock fitting costs because 
breast flaps are not torn at 
roughing cementing or other 
operations, nor do you have 
the cost of protecting yourself 
from this loss by temporarily 
cementing the flap in place. 
To get all of the savings 
possible with this really new 
machine, just ask a United 
branch office representative 
for all the facts. 
























UNITED SHOE MACHINERY 
CORPORATION 
BOSTON, MASSACHUSETTS 
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Men’s Slip-On Effectively Promoted 


— 


A papier-mache image of the Leaning Tower of Pisa provided a dramatic focal 

point for the display of Winthrop’s Italian-inspired “Signor” pattern at Boyd 

Richardson Company, St. Louis. To further point up this retail promotion of the 

Continentat-styled men's slip-on, Boyd's hired an organ grinder to play on the 

street outside the window. With a tin-cup bearing monkey at his side, this organ 
grinder was an effective traffic stopper. 





Suedes Predominant 
At Indiana Shoe Show 


INDIANAPOLIS, IND.—Attendance was 
rated as the best in years at the thirty- 
fourth annual Fall Shoe Show pre- 
sented by the Indiana Shoe Travelers 
Association, Inc., May 15-17 at the 
Hotel Severin. Eighty-five lines were 
shown. 

Buying was mostly for Fall, though 
there were some fill-in orders by re- 
tailers short in whites. 

Closed-up, trimmed pumps, predomi- 
nantly suede, were the important thing 
in women’s high fashion shoes. Wide 
open sandals were second, Black was 
the favored color, followed by Town 
Brown, with Coffee Toffee and Avocado 
Green tied for third place. Sweater 
pumps were catching on, and sandal- 
ized styles in polished leathers and 
lusters moved well, 

Italian style casuals drew a great 
deal of interest. Colors in the order 
preferred were black, grey, green, tan 
and natural. 

Fifty per cent of the buying in men’s 
shoes was in black. Here too, the Con- 
tinental styles were strong. The pointed 
toe in low quarter, two-eyelet casual 
type was in demand. The gondola influ- 
ence in glove stocks also was in favor. 

Sales of sweater pumps and skim- 
mers were good in the growing girls’ 
and misses’ lines. The trend was away 
from brown and black in various Fall 
styles, and Avocado was especially 
good. Suedes predominated. Prefer- 
ence in the children’s line was for bow 
straps in glove leather. 


Low quarter oxfords in shrunken 


leather with two-eyelet ties in the boys’ 
lines were popular in turf tan, black 
and toast. 


—« 


Mid-Continent a Buying Show, 
Avocado Trend Declines 


OKLAHOMA CITY The Fall Shoe 
Show of the Mid-Continent Travelers 
Association, held in the Huckins Hotel 
here May 15-16, was strictly a business 
show even though the number attend- 
ing was not too great. Various shades 
of brown and black were the most pop- 
ular colors. In the Southwest avocado 
has slowed down and retailers said they 
may reorder in July but were hesitant 
about Fall buying. 

In flats, plain shells and skimmers 
for young people were best sellers. In 
high-style shoes the elastic trimmed, or 
sweater pump, is still tops, within all 
price ranges, because of the good fit 
features. The trend is toward soft 
shoes. 


Outing and Golf Tournament 
Set by New York Travelers 


New YorkK—The annual outing and 
golf tournament of the Boot and Shoe 
Travelers’ Association of New York 
will be held this year July 7 at the 
North Hills Golf Club in Douglaston, 
Long Island, it was announced by 
Charles V. Havranck, secretary-trea- 
surer of the association. 

Mr. Havranck is in charge of ticket 
distribution. Ed McCann is chairman 
of the entertainment committee and 
Warren Kolkebeck, Sr., of the golf com- 
mittee. 


Healthy Buying Marks 
Chicago May Shoe Show 


CHICAGO—Good traffic throughout the 
show and healthy buying marked the 
May Shoe Show of the Shoe Traveler’s 
Association of Chicago. Both factors 
made this the best show of the year 
thus far and one of the best in some 
time. Attendance was better than ex- 
pected and included good representa- 
tion from Wisconsin, Indiana, and 
southern Illinois, as well as the area 
surrounding Chicago. There were an 
unusually large number of retailers 
from the smaller towns downstate. The 
show also marked distribution of the 
association’s annua] directory and buy- 
ing guide. It was included as an ad 
vance mailing piece and additional cop- 
ies were distributed at the show. 

Retailers were in an excellent frame 
of mind and expressed an all-round 
willingness to buy. Improved condi- 
tions in the farming areas have helped 
shoe business in the smaller towns. 
Since many of these smaller town re- 
tailers buy in the moderate price range 
and a general run of family shoes, shoe 
firms in these fields did especially well. 
Although most retailers made only nor- 
mal committments for this season, more 
of them placed orders than did a year 
ago. The previous reluctance to make 
firm committments this early, had dis- 
appeared. There were sizeable orders 
for the early deliveries of black suedes, 
casuals, and dressy sandals, with good 
interest in calfs, walking and tailored 
types, and other shoes for secord runs. 

In the women’s lines, all retailers 
were looking for light weight flexible 
shoes in casuals, walking types, and 
dressy styles. One firm, which featured 
a four and a half ounce shoe did es- 
pecially well. The halter sling sandal! 
types were still bought in large quanti- 
ties. The closed pump was described as 
good, as far as demand went, and the 
sculptured as medium good. The pointed 
toe, which is coming up in demand in 
the moderate price range, sold fairly 
well. Black suede was top choice for 
first buys for Fall, with chocolate and 
other dark shades of brown, dusty and 
smoke grey, and avocado also in the 
picture. 

In the men’s field, black continued to 
take the lead in sales, and low tops con- 
tinued to surge upward. Charcoal grey 
is also in heavy demand. The fact that 
fitting problems have been corrected by 
many houses have helped sales. One 
firm, which last year had ten patterns 
of low tops in the line, now has 55. 
Tassel mocs continue to drag in sales. 
This style, although it has done ex- 
ceedingly well in other parts of the 
country, has had only token acceptance 
in the Midwest. It has done only mod- 
erately well in Chicago, and done prac- 
tically nothing at all in other cities in 
the area. 

In children’s lines, buying was con- 
centrated on the staple and standard 
saddles, moccasins and loafers. 
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Depth Buying Predominates 
At Big Dallas Shoe Show 


[CONTINUED FROM PAGE 77] 


More than 1,200 attended the ban- 
quet and dance held in the Grand Ball 
Room and the Century Room of the 
Adolphus Hotel. 

Mr. Schroeder, veteran secretary 
manager of the Association, said every 
indication pointed to the fact that the 
current year will be the best in the 
group’s history. 

“The current show,” he said, “indi- 
cates that shoe people are having a 
good year and this top market will stay 
with us. The Association will probably 
show a met gain of some 20 members 
by the time the Fall show comes off.” 

Besides President Heaton and Sec- 
retary Schroeder the officers of the as- 
sociation are Lacy F. Moseley, vice- 
president; W. W. Pugh, treasurer; Lou 
Mirsky, Joe Reinhart, Kirby Taylor, 
Dave Bloom, E. F. Mahoney, A. D. Mc- 
Coy and Sam Emmett, directors. 


Fill-In Buying Still Reported 
At Iowa Shoe Travelers Show 


Des Moines, [A.—Attendance of re- 
tai] shoe dealers at the sixty-fourth 
Iowa Shoe Travelers Show at Hotel 
Ft. Des Moines here May 8-10, was 
slightly under the expected number, due 
in part to the fact that the show fell 
on Mother’s Day and that the weather 
was uncooperative. About 80 exhibi- 
tors showed 140 lines during the three- 
day session. 

Buying was mostly in advance for 
Fall, although there was a quantity 
of fill-in on Spring and Summer shoes. 
The latter was made necessary by the 
very early Spring which Iowa has en- 
joyed—and the fact that men and wo- 
men have been able to wear Spring 
clothes earlier than usual. 

Men’s low-cut shoes continue to gain 
in this area as the stronger sex fol- 
lows the footsteps of women in endors- 
ing lighter-weight, lower-cut shoes. 
Casual looking shoes in heavier pat- 
terns were also good sellers. Black or 
charcoal shoes are tops as suits of these 
colors continue to outsell all others. 

A buffet was held Saturday night, May 
7 in the Arizona and Ranch Rooms for 
all salesmen and a buffet-dance on Mon- 
day night in the Grand Ballroom for 
retailers. Sample rooms were open all 
day Sunday, Monday and Tuesday. 

Walter Martin is president of the 
Iowa Shoe Travelers Association. Other 
officers and committee chairmen include 
Robert Mulcahy, first vice-president; 
Paul Creger, second vice-president; 
Warren F. Crandall, secretary-treas- 
urer; William M. Carver, executive 
secretary and Ralph Dow, chairman of 
the board. Phil Okerstrom is chairman 
of by laws and rules; Maurice Murphy, 
entertainment; J. Ed Norrgard, mem- 
bership; Dave Larson, Jr., publicity; 
and Ralph Dow, reservations. 

Mr. Martin announced that there 
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would be a board meeting in July at 
Hotel Ft. Des Moines, the exact date 
to be announced later, and that the 
Fall Show will be held Nov. 13, 14 and 
15 at Hotel Ft. Des Moines. 


McElroy Joins Heilborn’s 
PROVIDENCE, R. I.— William McElroy, 
prominent in the retail shoe business in 
this city, has joined the staff of Heil- 
born’s Dr. Locke Shoe Store. For many 
years he was on the sales staff of F. E. 
Ballou & Company, and served for a 
number of years as display manager of 
that store. When the company was re- 
organized, he became manager. 





store 








QualiCraft Now Baker’s 


MILWAUKEE — To 
family name of many QualiCraft shoe 
stores in the nation, Leed’s Shoe Store 
Milwaukee at 149 West 

has changed its 
John Warnke, man- 
ager, said that this store is the only 
part of the 
The other two Edi 


Stores 


conform to the 


in downtown 
Wisconsin Avenue 
name to Baker's. 

one in this country to 
change its name, 
Brothers’ 
Burt's, are retaining their names. 


son here, Chandler’s 
and 

“Nothing is changed but the name,” 
newspaper advertisements and window 


announcements stated. 
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SLIPPER'S 


GOLDEN PROFIT LINE 


MEN'S +» WOMEN'S 
CHILDREN'S 


Golden Profit Line 


Title 


Here's your chance to “make a 
strike” without going to the Yukon! 
Find out how this volume line of 
soft sole slippers is designed to 
help you “mint” fat profits. 
Comfit Slippers are smartly styled, 
well made and priced right. And 
they're so easy to sell! Examine 
them, and you will discover 
features found only in the 
most expensive slippers 


It will pay you to get the facts on 
this fast-selling line. 


One of 57 nuggets ir Comitit 
Slipper's “Golden Profit’ Line 
Men's and Boys Elk Moccasir 

Style 8100. Soft Elk sole, padded 
heel. Fleece, faille or plaid lined 
Sizes 6-12 medium and wide 
Copper, ten, wine, brown, blue 


and charcoa 





fs COMFORT PRODUCTS CO. 


12 EAST 


WORCESTER STREET, WORCESTER 8 


MASSACHUSETTS 









@ FIT THAT'S SUPERLATIVE 


Can you find anywhere — at any price — FIT that surpasses 
MAINE-AIRES? They're fashioned on exclusive lasts! 


@ HAND-SEWN VAMPS 


Not just a few styles, but each and every pair of MAINE-AIRES 
boasts hand-sewn vamps—meticulously sewn as only MAINE-AIRE 
craftsmen know how! 


@ TOP-GRADE LEATHERS — The Very Top! 


Not merely run-of-the-mill top-grade, but the very, very best — 
#5 found only in the most exclusive footwear. 


@ STRICTER THAN F.B.1. INSPECTION 


A 5-man “‘talling-team’’ — under strictest supervision — 
at 5 separate inspection stations! 


NORTHEAST SHOE COMPANY, Inc., Pittsfield, Maine 


Pacific Northwest Show 
Shapes Up Biggest to Date 


[CONTINUED FROM PAGE 77] 


Mr. Davis called attention to jndus- 
try statistics that show the Pacific 
Coast Family Shoe Store has a 2.4 per 
cent better mark-up than the national 
average, but at the same time has a net 
profit of 34 per cent less. 

To watch and control expenses, he 
urged retailers to take their full mark- 
up; to use manufacturers window price 
tickets, signs and feature cards; to stop 
paying insurance on parce] post; to 
buy insurance through one good broker 
rather than through “a dozen agents”; 
to farm out all tax work and ledger 
work to an auditing service, and to se- 
lect “one of your slower days” each 
week to pay all bills and thus get the 
job done at once without being away 
from the store when the retailer should 
be there. 

Wright, in discussing how to make 
the floor salesmen more productive, sug- 
gested that retailers not have too many 
men on the floor so that none could 
make a living. He urged a “fair and 
adequate compensation plan.” 


Advertising Is Retailer's ‘Wheels’ 
Mr. Moss urged shoe retailers to take 
their stores to the people in the man- 
ner of the pushcart peddler, through 
advertising. He described advertising 


62 


%o 


MARK-UP, TOO 


MAINE-AIRES are priced so 
low you can sell’em at $6.95! 
Or, if you prefer, retail ’em 
at $7.95, like 65% of our 
customers do! 


as “the ‘wheels’ that take your store 
to the people.” He urged retailers to 
think of advertising in these terms: 

“It should sell something, not tell 
something. 

“It should be you sitting on 1000 
stools in front of 1000 women, or men, 
or teenagers. It should be you, as you 
sell in the store.” 

He recommended that the “single big 
dramatic thing you say about the shoe 
when you are on the stool” should be 
the single big dramatic thing to sell 
in advertising. He went on: 

“But that is where advertising only 
starts. If it is a major promotion 
which can produce a lot of business, 
be sure to give over a window to it. 
Tie in that window with your ad— 
dramatize it, play it up. Your window 
is not just a showcase. It is a stage 
on which you play out a dramatic act, 
stop passersby, make them want to 
come inside. 

“Once the prospect is inside, keep 
putting on your act. Tie in with an 
interior display that proves you think 
enough of what you're selling to go 
all out for it.” 

Mr. Moss stressed a double concept 
of “follow-through both before and 
after.” Before, in selling sales people 
on the promotion and pumping them 
for ideas. After, by keeping the shoes 
displayed, having the clerks talk them 
up, and by “figuring out an angle that 
compels the consumer to sign his name, 


address and phone number in a register 
book or on a card.” The register, he 
said, then can be used for future tele- 
phone or mai! promotions. 

Both Mr. Davis and Mr. Murphy 
touched on the subject of chain store 
competition. 

“Always bear in mind,” said Mr. 
Davis, “a chain store cannot do any- 
thing you can’t do as well, or better. 
Chain stores will always be short of 
good shoe men and with their central- 
ized buying, merchandising and man- 
agement, they cannot operate as fast, 
know the needs of their different lo- 
calities or be as aggressive as a good 
independent.” 

Said Mr. Murphy, “You do not have 
to meet chain store competition, you 
can best them by close persona! atten- 
tion to the very points on which they 
base their faster controlled operations.” 

He urged independents to maintain 
clean, attractive window displays. 


New PNST Officers Announced 


New PNST officers announced at the 
Seattle show are president, R. P. Du- 
vall, Seattle, Brown Shoe Company 
(Westport Division), St. Louis; first 
vice-president, Sam Katz, Seattle, Bus- 
kens, Inc., Manchester, N. H.; second 
vice-president O. K. Anderson, Seattle, 
Vitality Shoe Company, St. Louis. 

New board members to serve two- 
year terms are Dick Bitzer, Portland, 
Tweedie Footwear Corporation, Jeffer- 
son City, Mo.; Norm O’Neal, Portland, 
Honeybugs, Inc., and Kings Footwear, 
Inc., both of New York City; Ken Nor- 
man, Seattle, Great Northern Shoe 
Company, Division of International 
Shoe Company, Manchester, N. H.; 
Les Ogilvey, Portland, Brown Shoe 
Company. 

Carry-over board members with one 
year to serve are Harold Pearson, Se- 
attle, Naturalizer-Brown Shoe Com- 
pany, St. Louis; and Harold Falken- 
stein, Bellevue, Wash., The United 
States Shoe Corporation (Red Cross 
and Cobbies). 

Outgoing officers are president Mart 
Irving, Samuel’s Shoe Company, St. 
Louis (DeLiso Debs); Mr. Duval! and 
Mr. Katz, who become president and 
first vice-president, respectively, and 
board members Lee Gruebbel, Beaver- 
ton, Ore., Brown Shoe Company; Cas- 
per Lane, Seattle, Queen Quality Shoes, 
St. Louis, and Jim Lund, Seattle, 
French-Shriner-Urner, Boston. 

Dave Klinesmith of West Coast Shoe 
Travelers Associates, Inc., Los Angeles, 
a visitor at the Seattle Show, an- 
nounced that the Los Angeles associa- 
tion will support Mr. Irving, PNST’s 
outgoing president, as a candidate for 
president of the National Shoe Travel- 
ers Associates, Inc. 

Meanwhile, the PNST was presented 
an NSTA trophy for the greatest mem- 
bership increase in 1954. The trophy, 
presented by Mr. Katz as regional gov- 
ernor of NSTA, becomes the permanent 
possession of the Seattle affiliate. 
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Very Active Buying Reported 
At Southeastern Shoe Show 


ATLANTA—Between 1400 and 1500 
retail shoe dealers from the Southeast 
visited the Southeastern Shoe Travel- 
ers Show—May 8-11 at four midtown 
Atlanta hotels, most of them buying 
very optimistically for the Fall season. 

A note of good business was sounded 
by exhibitors and retailers alike, with 
serious buying the order of the day. In 
all, 425 lines were shown by 284 
exhibitors. 

“Buying,” said E. M. Cousins, secre- 
tary of Southeastern Shoe Travelers 
“has been very active. We find that 
many who attend the Popular Price 
Show and other shows still prefer to 
do their buying at the regional show. 
This year we have about 175 or 200 
officers and sales managers of the lines, 
as well as a number of stylists attend- 
ing the show.” 

Lower heels for dress shoes for wo- 
men were proving popular, as was a 
more “closed in” look for the new Fall 
shows compared to Spring’s look of 
nudity. Buyers were getting more of 
the soft kids and treated calfs for Fall 
with less suedes than in the past. Some 
exhibitors find a big drop in preferences 
for suede, All of the lines were show- 
ing attractive light shades of brown. 
There seems to be an increased empha- 
sis in comfort, in both dress and casual, 
men’s and women’s shoes. 

Although most of the nationally 
known lines are already exhibitors, a 
new one, Howard and Foster, joined the 
show this year as well as several new 
manufacturers. Many of the exhibitors 
commented on the number of new retail 
accounts they opened at the show. 

Dick Morrison, of Bates Shoe Com- 
pany, said Southern men, generally, 
were conservative dressers, shoe-wise. 
He predicted the height of the Italian 
influence in men’s shoes to come about 
next fall. “The narrow look in shoes, 
the one- and two-eye models, follow 
along with the narrow lapels, narrower 
ties, narrower hat-bands. The more 
marked in the Italian influence will 
probably decrease after fall, some of it, 
actually the ‘influence’ will be absorbed 
in later fashions for men,” he said. 

Lee Strickland, also with Bates Shoe 
Company, found his buyers going for 
the soft Cashmere grains, the lighter 
weight shoes for men. Suedes were at 
low ebb. He found conservative styles 
going best with Southern buyers. 

George Boman, Naturalizer Division 
of the Brown Shoe Company: “Looks 
good for Fall, probably 20 per cent 
better than last Fall. Sweater pumps 
and cling backs are still good sellers, 
with calf the popular seller. Casuals 
have been very good sellers during the 
past months, a prominent gain. We are 
selling fewer extreme styles.” 

J. L. Rau, Red Cross Shoes for U. 8S. 
Shoe Corporation: “Very satisfactory. 
We are selling lots of pumps, dress 
shoes in lower heels, with black still 
leading. ‘Harvest Brown’ is popular. 
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Ruby Moon of Dalsan’s Shoes: “Viny- 
lite combination is proving a good seller. 
Business is very good.” 

Mark Pentecost, Friendly Acrobats: 
“We are selling more dressy flats. They 
are reaching a tremendous popularity. 
‘Liffey Kid’ is one of the best sellers 
we have this season. Loafers are still 
the popular casual for teenagers. These 
casual shoes are ‘growing up’. We are 
finding a big adult market in what was 
once chiefly teenage fashions.” 

Ken Wise, of Jumping Jacks: “Black 
grains for boys are our best sellers. In 
girls’ strap school shoes, there is a de- 
mand for lighter weight shoes. Loafers 
are going good as always.” 


FOAM INSOLES 


EXCLUSIVE! 


Teton Elo 

COMFORT CUSHIONS 
Profit-seller at $1°° 
Order Trimfoot 1106 












COOL COMFORT! 
CHLOROPHYLL treated 


Volume retailer at 50¢! 
Order Trimfoot 1105 





Dan Howard, of Mademoiselle, by 
Carlisle Shoe Company: “Business is 
very, very good. There is more demand 
for the closed-up look, the 18/8 heel 
seems to be gaining a tremendous popu- 
larity in dress shoes, ‘Cinnamon stick’ 
brown is a good seller, and as always, 
black.” 

Sam Greene, for Troylings, Lawn 
Shoe Company: “We're selling a lot of 
Davis mat calf in blue, black and brown. 
Suede is off 20 per cent from last year.” 

Henry Rabin, for “Wedglings,” 
Miami Footwear Corporation: “Luster 
calf trims are going good. Safety seems 
to be the keynote this season—safety 
and comfort.” 





.. new overhead lighting! Boss says 


“TRIMFOOT* picks up the tabi” 


YOU WELCOME 
EXTRA PROFITS 
when you 
WELCOME your 
TRIMFOOT MAN! 


Your Trimfoot Man* 
shows you how to profit 
4 ways with Trimfoot 
Foot Relief Accessories: 


1, Extra money 
to pay store overhead, 


2. Extra effort 
from added incentive 
3. Greater customer 
satisfaction 
... repeat call trade. 


4. Trained fitters 


make better salesmen! 


Ask your Trimfoot Man to call, and 
bring you this profit story in person! 


FOOT RELIEF ACCESSORIES 
Sold Exclusively in Shoe Stores! 


APPLIANCE DIVISION ¢ Trimfoot Company * Trimfoot Terrace * Farmington, Mo. 
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Quality 
Shoes 
Since 


‘32 





SHOE PROMOTION 


from the best known makers 









Our New Store Consultants 
Will Help You Set Up a 
Profitable Operation 





M. K. WEIL SHOE CO 


mple Roor Le Anaeles 


We Offer Quality™ 
Jobs, Cancellations 
and Closeouts in 

Branded Footwear to 


CANCELLATION 


SHOE STORES AND 


Our prices on fine shoes, bought direct 


with our nationwide reputation for values! 


Open a Cancellation Shoe 
Store in Your Town 







* Top quality 
White Elk 

¢ Gothalite 
Wear-Rite 
Leather 
Shade Sole 


* Regulation 










BUYERS 








Heel 
GIRLS 4/9 


$5.25 


are in line 











GOTHAM 
Top Quality Littleway 


MAJORETTE BOOT 


10/8 Majorette 





{thletic Footwear 




















Lively Stepper 


o> 


ene 
WE 
SHIP 

TODAY 


MISSES 12-/3 


$4.75 





Style No. 6020 












INFANT 
SIZES 4/8 


“While 
in Town 


See 
Weil o 














BOWLING ° 











GOODYEAR STITCHED—STYLE NO. 809 
$300 
2/10 net 30 F.0.B. Binghamton, N. Y., 


Write for samples and catalog. (Samples must be retained.) 


FOOTBALL ° 
BOXING SHOES + 


CHILDREN $3 50 
SIZES 872/12 


less than 6 pr. 25¢ per pr. extra 


Manufacturers of 
BASKETBALL ° 
ROLLER SKATE OUTHITS 


BASEBALL 








GOTHAM SHOE MFG. CO., Inc. 


BINGHAMTON, N.Y. 
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David W. Herrmann, seated, center, was honored on completion of his term as 
president of the National Association of Shoe Chain Stores at the Hotel New 
Yorker recently. 





New York—Leaders in the principal 
shoe associations were guests at the an- 
nual membership luncheon of the Na- 
tional Association of Shoe Chain Stores 
at the Hotel New Yorker, at which 
David W,. Herrmann of Miles Shoes was 
honored on completion of his second 
year term as president of the NASCS. 

Shown seated above, from left to 
right, are J. O. Moore, Miller-Jones 
Company, past president of NASCS; 
Lawrence Merle, Endicott-Johnson Cor- 
poration; Edward Atkins, executive 
vice-president, NASCS; David W. 


Herrmann, Jack M. Schiff, Shoe Corpo- 
ration of America, new president of 
NASCS 


; I. M. Kay, The Berland Shoe 
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Stores, past president of NASCS, and 
Julius G. Schnitzer, director of the 
Leather and Shoe Division, U. S. De- 
yartment of Commerce. 

Standing, from left to right, are Ben- 
jamin Seligman, general counsel, 
NASCS; Gilbert Hahn, president, Na- 
tional Shoe Retailers Association; Row- 
land Jones, Jr., president, American 
Retail Federation; L. E. Langston, ex- 
ecutive vice-president, National Shoe 
Retailers Association; A. W. Berkowitz, 
president, New England Shoe and 
Leather Association; Maxwell Field, ex- 
ecutive vice-president, New England 
Shoe and Leather Association; Merrill 
A. Watson, executive vice-president, 









National Shoe Manufacturers Associa- 
tion, and S, L. Slosberg, president, Na- 
tional Shoe Manufacturers Association. 

Mr. Herrmann was presented with 
an original letter written by Abraham 
Lincoln and with an illuminated parch- 
ment scroll paying tribute to his leader- 
ship in the industry. 





Retailer’s Shoes Destined 
To Travel Round the World 


FAYETTE, MO.—This is Robert R. 
Ricketts, who operates Ricketts’ Shoe 
Store here, talking about a recent 
Wednesday at his store: 

“When a customer walks in and tells 
me she wants something comfortable to 
take to Europe, she is fitted to the best 
of my ability and | do not think too 
much about the scle. 

“The next tells me she is on her way 
to Africa. She takes two pairs and gives 
me a special order for another. Looks as 
if my shoes are leaving the country. 
Two hours later in walks a customer 
who wants four pairs. Asked us to put 
them in two boxes to mail to Korea. It 
gives me a sense of satisfaction to have 
my shoes travel so far.” 

The ladies purchasing shoes, in the or- 
der mentioned, on that fateful Wednes- 
day, were Mrs. C. L. Fleece, dean of the 
women's dormitory at Central College; 
Mrs. A. E. Ellerman, whose husbond is a 
civil engineer now located in Africa, and 
June Chon, a student from Korea, who 
bought girls’ walking shoes to send home. 





Boot and Shoe Recorder 





















{ nt member, independent Shoemen 
, 


THE HIT OF THE PPSSA SHOW... Sim 
the little loafers! 


A real loafer! The FIRST pre-welt in infants’ and 
children’s sizes to FIT with foot-growth comfort. 
It was the talk of the PPSSA Show! It will be 
the delight of your customers! Like all JUDY ’N’ 
JERRY footwear, it features extras like these: 
leather soles, cushion fillers for weather protec- 
tion, cookie built into the innersole—and ALL 
LEATHER in every inch and every part . 
except the stitching. Infants’ and children’s, boys’ 
and girls’ sizes 4-6, 64% -9 and 9% - 12 in red or 
brown combinations with smoke. 

Made to sell for $2.98 to $3.98. 



















I'm Willy 
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Aghast at the fast 


in-stock service. 













For further information, 
catalog or salesman’s call, 
write, phone or wire: 


apudy ny erry 


SHERMAN BROS. SHOE MFG. CORP. - 230 JACKSON STREET, LOWELL, MASS. 










My, my—how those 


comfortable 


WOLVERINE 
dress shoes 








are selling! 






The traffic is terrific! 
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WOLVERINE 








Baker Opens Twentieth use of planting, simulated brick walls, 
; "Be P a, natural stone, and a large tropical tree : 
California Retail Outlet to complete its southern California set- i 
Los ANGELES — C. H. Baker Com- ting. An unusual chandelier highlights HII 


pany has opened the twentieth store in the center of the interior, illuminating 
its statewide California chain of popu- 4 carved hibiscus pink rug which sets 
lar price stores. The newest location is the color note for the exotic tropical 
on Wilshire Boulevard in the Beverly scheme, with coo] turquoise and black, 








Men's shoes for dress and casual wear 











Hills shopping district. Harold Boxer, manager, announced 
The tropical, informal setting of the that the new store will present a shoe $8.95 — $12.95 
store is an open invitation to customer collection designed especially for the 
acceptance. A spacious, open vestibule salon, and will be mainly exclusive with Dealers, address inquiries to 
sermits viewing of the shoe collection this one C. H. Baker store. 
in the Sve ere and in the interior of A pair of nylon hosiery was given MEN'S DRESS SHOE DIVISION, 
the store. free with each shoe purchase during WOLVERINE SHOE AND TANNING CORP 
Paul Williams, architect, made lavish the opening days. ROCKFORD, MICHIGAN 
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CROMPTON 


RICHMOND 





COMPANY 





The Human Faclor 


Factoring derives from the latin verb Facere: getting things 
done fast and efficiently. That fits Crompton Factoring like 
a glove — very efficient and fast in turning our clients’ re- 
ceivables into cash where it does them the most good. 

Our timing is perfect for the client who can’t afford to have 
any part of his capital locked up in open accounts. Our speed 
and efficiency ofttimes triples the turnover of his capital. 
And that’s like having thrice the capital; for what good is 
capital if it isn’t continually on the move slaving for your 


business? 


receivable bookkeeping . . 
capital .. 


these become our “headaches.” 








Officers of National Shoe Chain Stores 





William M. Blackie, left, president of General Retail Corporation and executive 

vice-president of General Shoe Corporation, both of Nashville, was elected vice- 

president of the National Association of Shoe Chain Stores at its recent annual 

meeting, while Milton Simon, right, president of |. Simon Company, which operates 
Simcoe Shoe Stores, New York, was elected treasurer. 





Koppers, Inc., Introducing 
Leather Treating Agent 


PITTSBURGH, PA. After two years 
of pilot plant development, Koppers 
Company, Inc., is introducing commer- 
cially a new leather treating agent 
known as Bavon compound, a partially 
neutralized alkenyl succinic acid. When 
properly applied, the compound is said 
to impart the property of resistance of 
water penetration to leather. 

Early research on Koppers newly in- 
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troduced leather treating compound 
was conducted by Dr. George H. von 
Fuchs, who obtained a United States 
patent covering its use in leather. Dr. 
von Fuchs later entered into an agree- 
ment with the Battelle Development 
Corporation, a wholly owned subsidiary 
of the internationally Battelle Me- 
morial Institute of Columbus, O., to 
conduct further research in this leather 
waterproofing process. 

At the present time the compound 
is being tested in several major leather 





Crompton Factoring frees you of all credit risk . . 
. of the need to seek “outside’’ 
. of the time and cost involved in collection. All 


4074 Phuenue of the Smericas New York J S, NY. 


laboratories of 

Koppers new leather treating com- 
pound is being used commercially in 
Canada under the trademark DRYON. 








. and all 










the United States. 


A large Canadian firm, the Robson 
Leather Company, Limited, Oshawa, 
Ontario, is using the process to produce 
leather for high-top work and sport 
shoes, hunting boots and golf shoes. 
Easy-to-prepare solutions of BAVON 
give the tanner flexibility of applica- 
tion. The treating solution may be ap- 


plied by brush coater, roller coater, 
spraying or hand swabbing. It is pos- 


sible to treat all types of shoe upper 
leathers. It may be applied to finished 
leather as well as crusted leather and 
may be applied from the flesh side as 
well as the grain side. The treatment 
may be applied in the tannery to un- 
finished leather which is subsequently 
finished with standard tannery finishes. 
Or, completely finished leather can be 
treated in the tannery or the shoe fac- 
tory. 

According to Koppers technical men 
advantages include water resistance, 
excellent moisture vapor permeability. 





Diane Shoes Opens Store 


NIAGARA FALLS, N. Y.—Diane Shoes 
has opened a new store at 115 Falls 
Street here, featuring women’s shoes 
in a $1.99 to $9.95 price range. 

Every woman visiting the _ store 
during the formal opening received 
a free rose. Nylon hosiery was pro- 
moted at 57 cents a pair as an opening 
traffe puller. 
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Good Business, Midlow Cut 
Seen at Michigan Shoe Show 


Detrroir—Good attendance with cor- 
responding good orders heralded the 
third annual Michigan Shoe Travelers 
Club Show held at the Hotel Statler, 
May 8, 9 and 10. 

“A lusty Fall business is definitely in 
the offing,” reports George H. Lawson, 
publicity chairman for the Club. “And 
I see this preceded by a good late 
Spring and Summer business as well.” 

One-hundred exhibitors of the latest 
Fall footwear stylings occupied the 75 
display sample rooms on the thirteenth 
and fourteenth floors of the hotel. 

Stylewise and linewise, in children’s, 
growing girls and misses’ lines sport 
shoes were called for in flats, saddle ox- 
fords, crepe-soled loafers and ties. 
Size-ups were maintained on the ever- 
popular pastel shades, and avocado 
green is a good sales promise for early 
Fall. 

In young men’s models, active in- 
terest was maintained in the now style- 
established low-cuts with plain toes and 
two-eyelet ties in grain leathers as well 
as smooth blacks. 

Exhibitors agreed that black is the 
number one popular color in young 
men’s styles. Loafers in gore slip-ons 
remained popular with the younger 
crowd, too. 

In the men’s models, black is very 
strong, as it has been throughout the 
past season. But many newer lines are 
cropping up for Fall with the Italian 
style trend as well as Brittany brogues 
and algonquins maintaining a promis- 
ing pace. 

Noteworthy is a newcomer, the “mid- 
low” cut model, already selling well. 
This new creation has a four-lace tie 
and is being ordered in crushed leathers 
in approximately one half of the orders 
being placed, usually in black, the other 
half being in teak. The newcomer 
seems to rate with men of all age 
groups, and is being noted with great 
interest by retailers for something new 
to offer the back-to-school and campus 
crowd. 

In the women’s group, new shades of 
tan are getting substantial advance 
orders in sapling and ginger. Also cof- 
fee mist and frost mist are getting the 
style limelight, in both dress and sport 
designs. 

There is a predominance of glove 
leathers in the sports models being 
ordered, and dress shoes in both pumps 
and closed toe varieties are preferred 
in the newer varied tan colors, 

High heels are slim and illusion heels 
are getting their fair share of the buy- 
ers’ attention, with the customary num- 
ber of novelties. 


General Retail Corporation 
Wins Advertising Award 
NASHVILLE, TENN. — General Retail 
Corporation was the recipient of the 
Detroit Art Directors Club’s gold 
medal, representing first place in the 
organization’s seventh annual adver- 
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Ma- 
Gen- 


tising awards contest. William H., 
clay, director of advertising for 
eral Retail, accepted the medal! in be- 
half of his company at a banquet he!d 
in Detroit. 

Honored for outstanding merit 
achieved with a television commercial 
done in live action, Mr. Maclay’s win- 
ning entry was a commercial for Flagg 
Brothers Shoes. Entitled “Dancing 
Shoes,” the commercial was marked by 
unusual effects gained through the use 
of a new “black light” photographic 
process. 

Campbell-Ewald Company is the ad- 
vertising agency for General Retail 
Corporation. Sharing this honor were 


If you haven't experienced the deep- 
down satisfaction of building a sound, 


Art Ross, who wrote the seript and 
Robert Sawyer who produced the TV 
film. The Detroit awards presentation 
is considered the most important ad- 
vertising art event of the year in Mich 
igan. 


Burt’s Appoints Manager 


DAYTON, O. Irving Bursack has 
promoted to manager of Burt's 
Store, 35 South Main Street, suc 
ceeding Vincent Aprile who is now 
manager of the firm’s store at Louis 
ville, Ky. Mr. Bursack comes to Dayton 
from Nashville, Tenn., where he was 
assistant manager for Burt’s. 


been 
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SUPERIOR FIT... +6 vee 


profitable business on MILLER shoes 


—you've missed something —to say 
nothing of the extra and steady profits. 
These shoes simply perform with per- 
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Another fresh fashion from 
Blum’s 100th Anniversary 
Headliners collection 


Sorority 


Style 
#1629 


— cutest number 
im any girl’s dorm 


Prettily satin lined. Hard sole M widths. Sizes 4 to 10. 
In popular red, blue or black corduroy, also in paisley. 
It's a natural for BACK TO SCHOOL sales, Profitably 


sold for $2.50 to $2.95. 


See E, W. “Nick” Jensen and 
Fall and Winter line 
at the Cincinnati Shoe Show 
Hotel Gibson; June 12, 13, 
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METATARSAL PADS 


THE MOST COMPLETE 
LINE EVER OFFERED 


MADE FROM CORRECT 
ORTHOPEDIC DESIGN 


AVAILABLE IW FULL 
RANGE OF SIZES AND 


7 DIFFERENT STYLES 


Scott's offer a practically tailored-to-order line of 
Metatarsal Pads. It would be difficult to conceive 
of a style or size which is not represented. They are 
available in the Standard, Cloverleaf (illustrated), 
Long Oval, Right and Left, and the Right and Lett 
All styles are hand-formed from live, resilient 
14 sponge rubber .. 
tion when properly fitted. 


SCOTT 


FOOT APPLIANCE CO. 


1701 WEBSTER ST. © OMAHA, NEBR 


. and guaranteed to give satisfac- 
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Gryder Shoe Store Opening 
Attracts 6000 Visitors 


Bivoxi!, Miss.—Six thousand visitors 
in three days were clocked through the 
impressive new Gryder Shoe Store 
here as the result of a colorful open- 
ing promotion, 

The mayor of Biloxi and several 
other prominent men were on hand at 


Some members of the Gryder family 
shown at the opening of the newest store 
in Biloxi, Miss. W. C. Gryder is behind 
his daughter, wielding the scissors. Mrs. 
Gryder is left. The girls in the toreground 
are granddaughters of Mr. Gryder. 


the ribbon-cutting ceremonies and to 
congratulate the Gryder family on 
matching the number of shoe stores to 
the generations on the job. 

The family now operates three stores 
in Biloxi, each under direction of a 
separate generation. Heading the list 
is W. C. Gryder, Sr., son of founder W. 
C, Gryder, W. C. Gryder, Jr. in charge 
of the first Main Street store, and W. 
C. Gryder, III, who will handle the 
second Main Street store. Another 
son, Robert L. Gryder, will fill in at 
whichever store requires his services. 
Since the three stores are all located 
within two blocks of each other, un- 
usually close support will be featured. 

The newest store, an investment of 
about $20,000, represents a 200 per cent 
increase in space, seating 40 in sepa- 
rate men’s, women’s and children’s shoe 
departments, Outstanding features in- 
clude the use of stainless steel over the 
entire exterior, seven large display 
windows framed in stainless aluminum 
and Roman brick, wall to wall carpet- 
ing within, and a “stage window” in 
the center of the entrance which per- 
mits visitors to walk all the way 
around it. 

“Since we’re on the most prominent 
downtown corner we intend to make 
even greater use of window display 
than in the past,” W. C. Gryder, Sr., 
indicated. 

The women’s shoe department oc- 
cupies the front 50 per cent of the floor 


space, with the remaining rear half 
split into men’s and children’s shoes. 
Blonde wood partitions divide each de- 
partment away from the other. 

For the formal opening, three pairs 
of shoes were given away daily, with 
cigars for men, pocket notebooks for 
women, and balloons and candy for 
children. A full page newspaper ad 
announced the event. 

Lines emphasized include Buster 
Brown, Roblee, Heyday, Keds, Walk- 
over, and Crosby Square. 





Pinch-Crazed Angeleno 
Fires Into Shoe Store 


An elderly Los Angeles resident par- 
layed a Florida vacation and a pair of 
size 12EE shoes, that pinched, into a day 
in court and then the local lockup re- 
cently. 


According to the Shoe Workers’ Jour- 
nal, the venerable Angeleno paid $65 for 
the oversize shoes, but they pinched all 
the way down to Florida and "drove me 
crazy.” 


He demanded a new pair of shoes on 
his return to Los Angeles. The retailer 
refused. The pinch-crazed man then 
bought a gun, went down to the shoe 
store and fired six shots into the place. 

That's when the cops also pinched 


him. The judge pinched some money for 
a fine and the shoes?—they still pinch. 
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Sales Good, Attendance High 
At Northwest Shoe Show 


St. Pau, MINN.—The 1955 showing 

of Fall shoe fashions by Northwest 
4 Shoe Travelers, Inc., was held at the 
Saint Paul Hotel here. 

Attendance was excellent with regis- 

tration up 22 per cent over the last 
* show, six months ago. 

“It was the best show we have had 
for a considerable period,” said Dave C. 
Larson, president of the organization. 
“Merchants are very optimistic,” he 
continued, “and some very good ad- 
vance business was placed for Fall.” 

Black was the No. 1 selling color. In- 
terest and purchases in avocado ex- 
ceeded that of the Spring show. In the 
brown family, taupes were very well ac- 
cepted. There was a slightly better in- 
terest in red. Movement of grays was 
spotty, with some selling but without 
the establishment of a trend. 

In this part of the country closed 
shoes are favorites for Fall. Each sea- 
son there seems to be more interest in 
17-8 heels of the illusion type. Even 
merchants from smaller towns who had 
been skeptical are now buying in 
quantity. 

Suedes for early Fall sold well, while 
calfskin for later use sold heavily. 

In men’s shoes, the Italian influence 
continues to set the pace. In leathers, 
the new types of soft, smooth tannage 
did well. Darker shades of charcoal 
brown and beaver brown in men’s shoes 
sold well. 

Children’s shoes moved heavily, with 
sturdy, quality types selling best. There 
was a noticeable interest in dressier 
stylings for children. 

The traditional roast beef supper for 
salesmen was held toward the end of 
the show. Maurice C. Smith, Jr., chair- 
man of the board of Bristol Manu- 
facturing Corporation, spoke to show 
goers on “What the Next Six Months 
Holds for the Economy of This Coun- 
try.” 

Officers of the Northwest Shoe Trav- 
elers, Inc., are president, David C, Lar- 
son, Sr., House of Crosby Square; first 
vice-president, Roy C. Milier, Roberts, 
Johnson and Rand; second vice-presi- 

. dent, Keith McCarthy, Little Yankee 
Shoe Makers; secretary, Paul D. Cook, 
Northwest Footwear; treasurer, Henry 
Thorson, Harvey Shoe Company. 

Directors are Ed Trench, Krippen- 
dorf-Dittman; Earl Brisbois, Twin City 
Sales Company; Henry Nylander, 
Brown Shoe Company; Claude W. Shel- 
don, Viner Bros.; Wm. F. Strub, Wohl 
Shoe Company; Arthur B. Peterson, 
Jolene Shoes, and Walter Comer, 
Bloomease, Inc. 



















































Chicago Travelers Sponsor 
First Show in Wisconsin 


CuHIcaGo—A Milwaukee Shoe Fair 
will be held June 5 through 7, at the 
Plankinton House, it is announced by 
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the Shoe Travelers’ Association of Chi- 
cago. This will be the first show spon- 
sored by the Chicago association in the 
State of Wisconsin. It is expected that 
the event will be held semi-annually 
from now on. 

A Sunday morning brunch will be 
held for buyers and retailers on June 5 
at 11 o’clock. Exhibitors must be mem- 
bers in good standing of the Chicago 
association or of an affiliated National 
Shoe Travelers Association group. 

Co-chairmen for the Milwaukee event 
are Jerry Camras and Milton Tipp. 


Donovan Golf Tourney Set 


Boston Arrangements have been 
completed for the Frank C, Donovan 
Memorial Golf Tournament, sponsored 
by the Boston Boot and Shoe Club, it 
was announced by Francis Shea, chair- 
man of the golf committee and sales 
manager of the Barbour Welting Com 
pany of Brockton, Mass. 

About 250 players are expected to tee 
off at the Wollaston Golf Club, June 7. 
Prizes will be awarded winners in each 
of the three divisions of play: shoes, 
leather and allied trades. 
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STYLE NO. 631 
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" White Elk Upper, Top- 
grade Construction, Long-wearing 
Composition Soles 
*Double Pull Straps 


— IN STOCK — 
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PRICES 
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6222 Sizes 12'/- 
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Financial News 


American Hide and Leather 
Has Moderate Quarter Net 


LOWELL, Mass.—American Hide and 
Leather Company operations for the 
quarter ended March 31 resulted in a 
profit of $28,914. 

“While the profit is small,” declared 
Stanley M. Rowland, president, “it 
compares favorably with the operating 
results for the same quarter a year ago 
when the company showed a loss of 
$327,908. We believe that trend is in 
the right direction.” 

Though he said raw stock prices were 
up sharply since December, 1954, on 
calkskins, hides and kips, Mr. Rowland 
told stockholders at a recent meeting 
he believed the higher prices would 
cause the firm only a temporary dislo- 
cation since it was able to utilize a 
large part of its calf production facili- 
ties for the production of lower priced 
leathers. 


O'Sullivan Net Up 17 Per Cent 


WINCHEsTER, VA. — O’Sullivan Rub- 
ber Corporation first-quarter net sales 
of $1,731,000 represented a 17 per cent 
increase over last year, and a 16 per 
cent gain in profits brought net income 
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to $31,678. This result was equivalent 
to six cents per common share, com- 
pared with earnings of five cents per 
common share a year ago, according 
to a stockholders’ report issued by 
Vincent A. rmneste, president. 


Edison Sales at Top Mark 


Sr. Lours—In April, for the first time 
in the company’s history, Edison Broth- 
ers sales passed the $10,000,000 mark. 
The volume was $10,286,281, an in- 
crease of 6,92 per cent from a year ago. 
The company also reported its four 
months’ volume at a new peak of $26,- 
761,278, an increase of 10.26 per cent 
from a year ago. 


Brown Shoe Pays Dividend 


St. Lovuis—Brown Shoe Company’s 
Board of Directors declared a dividend 
of eighty cents per share on the $15 
par value common stock at a meeting 
held May 3. The dividend is payable 
June 1 to holders of record May 16, 
1955. 


Vogue Shoes Closing Out 


SCRANTON, Pa.—Vogue Shoes, a wo- 
men’s shoe store operated by Jack S. 
Pinskey at 426 Lackawanna Avenue, 


here, will discontinue business after a 
closing-out sale. 

Depressed economic conditions in this 
area, largely due to curtailment of an- 
thracite mining, is the reason given for 
the closing of several long-established 
shoe stores recently. 


210 Associates in St. Louis 
Set Golf Tourney for Aug. 16 


Sr. Louis—The St. Louis Regional 
Chapter of the 210 Associates, Inc., 
will sponsor a golf tournament and out- 
ing for all members August 16 at Nor- 
wood Hills Country Club, according to 
Gene Frenzel of Berland Shoe Com- 
pany and John Devine, Compo Shoe 
Machinery Corporation, chairman and 
co-chairman respectively of the chap- 
ter. 

Lester Feldman of Vangard Chemical 
Corporation has been appointed general 
chairman of the all-day event which is 
expected to attract several hundreds of 
golfers and non-golfers. 

Responsibility for the publicizing of 
this event has been assigned Al Shank 
of Wohl Shoe Company. 

The 210 Associates, Inc., is the na- 
tional, non-sectarian philanthropic or- 
ganization which helps the aged and 
needy and rehabilitates the temporarily 
distressed executives and salesmen of 
the shoe, leather and allied trades. 
Started in New England in 1989, the 
organization now numbers more than 
3000 members. 
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About Shoe People 


Richard E. Newsome has been ap- 
pointed manager of the shoe salon at 
Madison’s, the women’s apparel store in 
Columbus, O. Until recently he was 
manager of the shoe department of a 
South Bend, Ind., store. He started in 
the shoe business at Ft. Dodge, Ia. 

* * * 

Albert R. Schwarz, buyer of all shoes 
at Pomeroy’s Inc., Harrisburg, Pa., de- 
partment store, has been named divi- 
sional merchandise manager of all 
shoes, piece goods, art needlework and 
patterns at the store. 

* * * 

Sbicca Shoes in Los Angeles has just 
announced the appointment of Betsy 
Carter as fashion co-ordinatom She 
brings to her job a general fashion 
background and will handle all the fash- 
ion liaison for the firm. 

* * * 

Daniel Marks, manager of Miles Shoe 
Store, and Harry Lurie, manager of 
Schiff’s Shoe Store, were named vice- 
president and secretary-treasurer re- 
spectively of the Great Eastern Busi- 
ness Association, organized recently 
with the opening of the Great Eastern 
Shoppers Mart in Columbus, O. 

os * ” 

Raymond Hanley has been appointed 
manager of women’s shoes at The Bos- 
ton Store, a large department store in 
Providence, R. I. The shoe business has 
operations on three floors. For the past 
six years Mr. Hanley has been manager 
of the Westminster Street Store of 
Kays-Newport, a post he retains. Mr. 
Hanley succeeds Philip Fried, buyer, 
who was in charge a short time follow- 
ing the resignation of Samuel G. 
Snively. 

_ 
The Hoyt S. Vandenberg Squadron 
was selected “Squadron of the Month” 
by the Air Force Association in recog- 
nition of its youth aviation education 
program, co-chairman of which was 
Lt. Col. Morton Hack, president of the 
Hack Shoe Company. 

a + * 

Richard McCurdy has been appointed 
women’s shoe buyer at Bullock’s Wil- 
shire, Los Angeles, succeeding Robert 
Brisley, resigned. Mr. McCurdy was 
formerly assistant buyer. 

” ” 


* * 
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The co-partnership of Maurice Gold- 
man and Jack Haffert in the Chicago 
Theatrical Shoe Company, 33 John R 
Street, Detroit, has been dissolved, with 
Mr. Goldman retaining sole ownership. 
Mr. Haffert remains as staff member. 
The shoe company has been operated 
on a partnership basis for the past 25 
years. 








* ” * 


Alma Redick, who has been operating 
shoe stores in San Marino and Santa 
Barbara, Calif., has moved to Covina 
and opened an Edwards children’s shoe 
store called Suburban Junior Bootery. 
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Max Shapiro, manager of the Na- 
tional Shoe Store in Binghamton, N. Y. 
for several years, has been promoted to 
the post of district manager of northern 
New York, and Connecticut and Mas- 
sachusetts stores. Succeeding him is 
Louis Amodeo. 

* - * 

The Shoe Center, handling factory 
cancellations and closeout stocks, has 
opened at 6324 La Vista, Dallas. Melvin 
Olschwanger is owner and Melvin 
Isaacs, manager. 









if 








Dr. POSNER 


SCIENTIFIC 


SHOES 





if 


Dr. POSNER 


SPECIAL FEATURE 


SHOES 


















WITH BUILT-IN WEDGE 
































sure signs of good busin 





John Mueller, president of the Great- 


er Buffalo Shoe Retailers Association 
and operator of Mueller’s Boetery, was 
reelected financial secretary of the Pine 
Hill Hose Company for his seventeenth 
term. 
* + + 

James H. Weldon has been named 
manager of the Hardy Shoe Store in 
Montgomery, Ala., according to an an- 
nouncement by the General Retail 
Corporation, Hardy Division. 


* * * 


Chuck Cohen has been made super- 
visor of Children’s Bootery outlets lo- 
cated in Westwood, Studio City, Glen- 
dale, Beverly Hills, and Los Angeles. 
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A complete in-stock service 
of quality children's shoes... 
famous since 1888. 















A complete in-stock service 
of children's shoes 
with 4 special features. 











B.P.F....a complete in-stock 
service of baby shoes, from 
birth to early walking stages. 












A hard-hitting new line 
of shoes that boys boast about. 









Write today for complete information on how 
you can profit from this famous franchise. 


Dr. POSNER SHOE CO., Inc., 1:2 W. 34th Street, New York 1, N.Y. 
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However you do it... 


Come to BRITAIN 
FOR THE SHOE & LEATHER FAIR 


A panorama of British Footwear! A larger-than- 
ever collection of the most advanced shoe styles, 
displayed by leading Manufacturers from 
Britain's famed shoemaking centres, will be 
shown on the stands and in the Fashion Theatre 
at the Shoe & Leather Pair. 


NEW METHODS — NEW MATERIALS. As well 
as the extensive displays of shoes, see the 
leather processing, tanning and repairing ma- 
chines in action. Inspect the materials, acces- 
sories and components used in modern footwear. 
See revolutionary materials—the new synthetics, 
plastics, fabrics and rubber. 


Whatever your business in the shoe industry, you 
must visit the 


SHOE & LEATHER FAIR 


Recognised throughout the world as the Trade 
Event of the Year in Britain and organised by 
the Shoe & Leather Record on behalf of the 
Shoe & Leather Fair Society, Granville House, 
Arundel St., London, W.C.2. 


OLYMPIA, October 3-7 

















INCREASE YOUR SHOE SALES 


® The Only 
With DISPOSABLE 
Try-On Socks 
@ A satisfied customer is a buying customer. You can 


satisfy your shoe-buying customers by giving them the 
service of a better fit, protection from infection, and 
a maximum merchandising effort. All this Trons help 
you do. 

@ A seamiess sole and heel, fabric sock, Trons are inex- 
pensive, disposable, and easy to handie. Your jobber 
can supply you or write direct for a free sample to 


D & K COMPANY, INC. 


134-C S$. Aurora Ithaca, N. Y. 


















iNustrated 
leaflet on 
request... 


IN STOCK—Iin white, with tassels of any 
school color or combination. 


STYLE 7611. . . Ladies'— Sizes 34 th 10 
“A 8 'C” widths to retail ot 6.95 


STYLE 6611. . . Misses’ — Sizes 12% thru 3 
—"8" &'D" widths to retail ot 5.95 
Children's — Sizes 6% they 12 —''D” 
widths to retail at 4.95 
intarts' — Sizes 4 they 6 —''D"’ widths— 

to retail ot 3.95 


Meade by folks who know fine bootmoting 


ACME BOOT COMPANY 


Clarksville, Tennessee 
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~ Idaho Shoe Store in Larger 





The children's department in Powell's new shoe store in Coeur D'Alene, Idaho. It is 
equipped with bunny chairs, a pair of riding horses, slide, musical rocker, musical 
hobby herses, juvenile table, and comic books. The store measures 50 by 105 feet 


ticular interest to the owners, has a 
full complement of attractions for chil- 
dren, including bunny chairs, riding 
and hobby horses, slide, rocker, table, 
musical rocker and comic books. 

“We believe in mass display,” said 
the elder Mr. Powell, regarding the 
new operation. “In addition to showing 
virtually all styles in the windows, 
there are duplicate displays of men’s, 
women’s and children’s shoes, house 
slippers, anklets, hosiery, hand bags, 
rubber footwear and iennis shoes on 
pegboards and tables throughout the 
store.” 





Editor Guest Speaker 
At Maritime Shoe Fair 


MONTREAL — Dr. William A. Rossi, 
editor and assistant publisher of 
Leather and Shoes, Boston, U. S. A., 
will be guest speaker at the annual din- 
ner of the Maritime Shoe Fair, to be 
held on Monday evening, May 23, at 
the Fort Cumberland Hotel, Amherst, 
Nova Scotia. 


and has a 15- by 50-feet baicony and a basement. : 
Well known throughout the shoe in- 

















Coeur D'ALENE, IDAHO—The Powell’s 
family-owned shoe store, recently 
opened here, provides more than three 
times the space available in the old 
one. The new store, measuring 50 
by 105 feet, and with a 15- by 50-feet 
balcony and full basement, is operated 
by F. E. Powell, a former H. C. God- 
man and Brown Shoe Company sales- 
man for more than 30 years, and his 
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son, Clyde Powell. 

The store windows are set back eight 
feet from the sidewalk and lighted by 
eight spotlights in each. A row of 
lobby lights provides additional illumi- 
nation. Each display window measures 
4 by 22 feet. Triple rows of shelving 
occupy the side walls and the rear of 
the selling area. 

The children’s department, of par- 





dustry in both Canada and the United 
States, Dr. Rossi has a wealth of ex- 
perience in shoe business and is a 
widely read contributor to magazines 
in the United States dealing with the 
shoe and leather trade. 

Following the opening luncheon on 
Monday, May 23, Dr. Rossi will act as 
mediator of a forum and panel on “Shoe 
Retailing Problems in Canada.” 
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What’s New 


Light Garden Boot Designed 
For Many Household Chores 


LOVELAND, O. — Gard’n-“totes,” light 
weight, sturdy rubber boots, easy to pull 
on over shoes or stockings, have been 
developed by the Gard’n Rubber Com- 
pany for wear in garden work and 
many other outdoor, as well as indoor, 
jobs. 









The light weight rubber boots shown 
above were designed for garden use and 
for a host of household chores. 


Easily washable, easy to put on and 
very practical with extra strong soles, 
they have been designed for gardening, 
washing the car, windows and walks; 
for watering the lawn and flowers as 
well as general protection on rainy 
days. They are also suggested for wear 
in the house while mopping, sweeping, 
dusting, painting, waxing and in the 
laundry and the coal bin. They are 
sold in the practical display case shown 
here. 





May Department Stores 
To Build $5,000,000 Outlet 


CLEVELAND—The May Department 
Stores Company, operators of depart- 
ment stores and branch stores in nine 
major metropolitan areas, revealed 
plans to build a $5,000,000 surburban 
department store in the University 
Heights Section of Cleveland. N. L. 
Dauby, president of the May Company 
store in downtown Cleveland, said the 
unit will contain more than 300,000 
square feet of space in a four-story 
building of contemporary design. The 
17-acre site will provide parking for 
2000 cars. 

Construction is scheduled to begin in 
eariy Fall with completion expected late 
in 1956. The new unit, Mr. Dauby said, 
“will be more than just a branch store” 
because it “will carry the same com- 
plete selections and assortments as are 
found in our downtown store.” 

May Department Stores Company 
has under construction now branch 
stores in St. Louis (Northland), Denver 
and Los Angeles as well as a 10-story 
addition to Kaufmann’s, the company’s 
downtown Pittsburgh, Pa., store. 
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Remodeled Canadian Store 


MONTREAL, QUE.—MacFarlane-Le- 
Faivre Shoes has opened its completely 
remodeled store at 224 St. James 
Street W. 





Shoe Store Forced to Vacate 


ROCHESTER, N. Y.—The Working- 
man’s Store, forced to vacate the prem- 
ises at 72 Clinton Avenue North, to 
permit razing for a parking lot, has 
opened in new quarters at 41-45 St. 
Paul Street. 








Never underestimate the value 


of your own good name 


Back it up with 





The store has self-service men’s and 
boy’s shoe and rubber footwear depart- 
ments. Lesser Eber, owner, operates 
similar stores in Brockport, Mt. Morris, 
Bath, Olean and Seneca Falls. 


Shop Has 30th Birthday 


CLINTON, Iowa—February was the 
80th birthday anniversary of the J. and 
P. Shoe Shoppe here. It is one of this 
city’s oldest independent business part- 
nerships. Soren N. Juhl and William H. 
Paulsen began business together in 
1925 and now have 465 fitting chairs. 








Juvenile Shoes 


| Tue “battle of the brands” is raging furiously in the shoe industry 


today. Millions of dollars are being spent in advertising to capture 


tributing to this expense. 

















14415—BROWN 
CRUSHED ELK 
MILITARY 
STRAP 

Sizes: 
10-12, 12%-3, 314-4 
Widths: B, C, D, E 











the market for brand names, and YOU and your customers are con- 


But is this battle doing you any good? Is it making customers for 
you or for a brand you may not be selling a year from 
now? Will the quality of the brand and the business 
methods of its maker meet your standards? Requisites to 
successful juvenile selling are Integrity, Intelligence and 
Fitting Skill and your good name. 


They are the best assets any busi- 
ness could have. Safeguard them 
with shoes you can sell with con- 
fidence. Investigate Ehprata’s com- 
prehensive service in juvenile shoes 
today! 


To Retail 
$4.95 
$5.95 
$6.95 


Shoe Company 


Ephrata Pennsylvania 
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—_ of white elk unilined —_ white tassel pull 
86707 C witth Santo 9 Be Sc wae Y $4.65 
For the small fry, a short boot of white elk un- 
lined with oak —a soles and white tassels. 
B46705C width B/ to 3... 3.00 
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Obituaries 





Ernest Calvin 


Axon, O,—Ernest Calvin, vice-pres- 
ident and treasurer of the Bearfoot 
Sole Company, Inc,, of Wadsworth, O., 
died recently after suffering a heart 
attack in his office. He was 58. 

Mr. Calvin also served on the com- 
pany’s board of directors and was trea- 
surer of the Bearfoot Airway Corpora- 
tion. His home was in Akron. 

A native of Nashville, Ind., he was 
graduated from high school there and 
attended DePauw University in Green- 
castle, Ind. For a short time he taught 
school in Indiana. 

Mr. Calvin came to Akron in 1917 to 
work in the office of the Firestone Tire 
& Rubber Company. He entered the 
Navy that year and served through 
World War I. 

After working for the Goodyear Tire 
& Rubber Company in Akron several 
years he left the firm in 1924 to join 
two brothers who had just started the 
Bearfoot Sole Company in neighboring 
Barberton. The late Edwin Calvin, the 
company’s first president, and Irl B. 
Calvin, now president, were the or- 
ganizers. 

Ernest Calvin became treasurer. He 
had been in that office and a director of 
the company ever since. Several years 
ago the Calvin brothers moved their 
greatly expanded plant to Wadsworth. 

Mr. Calvin is survived by his widow, 
LaRue; a son, Jon, of Akron; a daugh- 
ter, Mrs. Mary Sue Wilson of New 
Haven, Conn.; another brother, Otis of 
Martinsville, Ind.; two sisters, Elsie 
Calvin of Akron and Mrs. Roger S. 
Hewett of Cambridge, Mass., and a 
stepsister, Mrs. Olive Woods of Mor- 
gantown, Ind. 


Arthur D. Levasseur 


PROVIDENCE, R. I.—Arthur D. Levas- 
seur, co-owner of the retail shoe busi- 
ness of Thomas F. Pierce & Son, Inc., 
died at Rhode Island Hospital after a 
short illness. He had been identified 
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with the retai) shoe business practi- 
cally all his life, having been associated 
with stores in this city and in Massa- 
chusetts. 

He joined the Pierce organization a 
number of years ago as salesman. He 
was with that company when the dis- 
astrous 1938 hurricane flooded the en- 
tire downtown Providence area, ruin- 
ing thousands of dollars of stock in the 
Pierce store, He remained with the 
organization when it moved to an up- 
per floor of the same building and was 
rewarded by a one-half interest in the 
business. 

Mr, Levasseur was born in 1886 and 
lived in this city for the past 30 years. 
He was a member of the Holy Name 
Society of St. Michael’s Church and the 
Taunton (Mass.) Lodge of Elks. He 
ig survived by his widow, two daugh- 
ters, a brother and a grandson. 


Charles G. Sharp 


MINNEAPOLIS — Charles G. Sharp, 
known to many in the shoe industry 
for decades, died here recently. He was 
68. 

Mr. Sharp was active on the state 
publications committee for Christian 
Science churches. During World War 
II he served on the war production 
board, on which he acted as regional 
director for a time. He was alse con- 
struction manager of housing expedi- 
tors. Survivors include his widow, Dor- 
othy Sharp, and a daughter, Mrs. Sue 
Tinker, both of Minneapolis. 


Julius W. Sommer, Jr. 


St. Lovis—Julius W. Sommer, Jr., a 
division manager of the Wohl Shoe 
Company, died at Barnes Hospital here 
May 15. The 27-year-old shoeman had 
been associated with the firm for 10 
years and was a graduate of St. Louis 
University. Survivors include his par- 
ents, Mr. and Mrs. Julius Sommer, and 
a brother, Gregory L. Sommer. 





Fred M. Grauel 

LOUISVILLE, Ky.—F red M. Grauel, 66, 
for 24 years genera] manager of the 
Senack Shoe Company at St. Louis and 
since 1942 an accountant for the Bo- 
land-Maloney Lumber Company here, 
died at St. Anthony’s Hospital. 

Mr. Grauel had been seriously ill four 
days. His home was at 505 Fairlawn. 
He was a member of the Night Adorers, 
a worship group at Holy Spirit Church, 
and of the Holy Name Society of the 
church, 

Survivors include his wife, Mrs. Lil- 
lian Boland Grauel; a son, Frank B. 
Grauel; a daughter, Sister Mary Al- 
bert, O. P., Cincinnati; a brother, Ed- 
ward Grauel, Kansas City, Mo., and a 
sister Mrs. William Jones, Dania, Fla. 


Arthur L. Harry 


Fonp pu Lac, Wis. — Arthur L. 
Harry, 59, treasurer of the Fred Ruep- 
ing Leather Company, passed away 
May 17 at his home here. A veteran of 
the leather industry, Mr. Harry began 
his employment at Rueping’s in 1910 
at the age of 14. He completed 45 years 
of service in the accounting division. 

He was a veteran of World War I. 
Mr. Harry and Miss Mary L, Bleeker 
were married June 21, 1929, at Emery, 
S. D., and since had made their home 
in Fond du Lac. 

Active in church, Masonic and civic 
work, Mr. Harry was a member of Di- 
vision Street Methodist Church and 
secretary of the board of trustees of 
the congregation. He also belonged to 
the Methodist Men’s club. His masonic 
affiliations were with Fond du Lac 
Lodge 140, F. and A. M., Fond du Lac 
Commandery 5, Knights Templar, and 
Darling Chapter 20, Royal Arch 
Masons. 

Surviving are his widow; two daugh- 
ters, Barbara, at home and Joan, who 
is in nurse’s training at Columbia hos- 
pital in Milwaukee; a brother, Delbert 
Harry, Mayville, and three sisters, Mrs. 
Howard Jeffords, Saginaw, Mich., and 
Mrs. Harold Doyle and Mrs. Ernest 
Koentopp, both of this city. 
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Salesmen asxw Supers 


Named to New Posts by American Hide 





OLIVER M. LUND 


Boston—The American Hide and 
Leather Company announced the ap- 
pointment of Oliver M. Lund as sales 
representative for central Massachu- 
setts and New Hampshire. 

Mr. Lund will take over the territory 
formerly covered by Raymond Walker 
who is retiring after 27 years’ service. 

Mr. Lund joined the American Hide 
and Leather Company in 1952 as as- 
sistant in the credit department. Lately 
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JOHN S. BATES 


he has been in charge of the produc- 
tion control department, which he or- 
ganized. A graduate of Colby College, 
Mr. Lund is a Navy veteran. 

John 8S. Bates succeeds Mr. Lund as 
head of the production control depart- 
ment. Mr. Bates has been Mr. Lund’s 
assistant there. A graduate of the 
College of Business Administration of 
Boston University, Mr. Bates joined 
the American Hide and Leather Com- 
pany in 1950. 





Selby Shoes Go Union; 
Aim at High-Price Market 


PORTSMOUTH, O.—Selby Shoe Com- 
pany has become the first manufacturer 
of women’s footwear to adopt the union 
label. 

In an unprecedented move the Selby 
Company and Local 117, CIO-United 
Shoeworkers of America, signed an 
agreement to brand al] of Selby’s qual- 
ity footwear lines with the CIO-USWA 
label. 

Ted Hyle, vice-president in charge of 
manufacturing, said adoption of the 
label is another demonstration of the 
good faith existing between the Selby 
Shoe Company and Local 117. “The 
company is proud to identify its famous 
products with the label of the shoe- 
workers’ union,” Mr. Hyle said. 

Ernest Dunaway, president of Local 
117, said this is the first major manu- 
facturing concern to sign the CIO- 
USWA label agreement. “It represents 
a forward step in the CIO campaign to 
identify union-made products for the 
consumer,” he said. He urged all local 
union members to buy Selby shoes at 
the local Selby retail store. 
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“The union members are taking on 
an added responsibility,” Mr. Dunaway 
said, “in demonstrating to the con- 
sumer that union-made products are 
better products. The union label signi- 
fies skilled workmanship and good qual- 
ity at a fair price.” 

The label will be stamped on 
quarter lining of the shoes. 

Homer C. Selby, 72-year-old chair- 
man, president, and genera] manager 
of the Selby Shoe Company, told some 
2000 of the firm’s employees, gathered 
in a loca] theater recently, of plans to 
revitalize the firm, Portsmouth’s oldest 
industry. He said the company hopes 
to recapture the higher-priced shoe 
market which it formerly held for many 
years. He said that for the past few 
years the firm had been operating at a 
deficit, but that rumors management 
planned to sell were not true. 
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New Bridgton Plant 


BrRipGton, Me.—A $60,000 bond sale 
will finance construction of the pro- 
posed plant of the Bridgton Shoe Com- 
pany here. It will be completed by Fall. 
Initial production is expected to be 1,- 
000 pairs of children’s shoes a day. 





Dr. Posner Shoe Company 
Widens Distribution Program 


New YorkK—The first phase of a pro- 
gram designed to widen the distribu- 
tion apparatus of the Dr. Posner Shoe 
Company, Inc., producers of shoes for 
infants and older boys and girls, was 
termed successful here by Herbert 
Posner, president of the company. 

Two years ago, the Bond Clothing 
chain, in a desire to round out a com- 
plete family shopping service, intro- 
duced Dr. Posner shoes as an experi- 
ment in its Fifth Avenue store, 

After an appraisal of this experi- 
ment by the clothing chain a couple of 
months ago, the firm further introduced 
the line of children’s shoes in its branch 
stores in Houston, Tex.; Chicago, Aiton, 
Ill., and Rochester, N. Y. 

Further expansion of the shoe com- 
pany’s distribution will take place in 
July, Mr. Posner revealed, when the 
line is introduced in several of the 
Fedway Department Stores, a chain op- 
eration in the West and Southwest. 

Mr. Posner indicated the revitalized 
distribution program stems from a new 
approach to styling up the company’s 
line of special feature shoes, in prog- 
ress for quite a few months now, and to 
a more integrated merchandising and 
promotion schedule. 

In all these activities the company 
has de-emphasized the terms, “ortho- 
pedic” and “corrective,” heretofore 
commonly associated by the shoe-buying 
public with its type of shoes and con- 
verted features possessed by the line 
such as long inside counters, anatomic 
heels, patented pegs to insure even wear 
in the heels, and mild inside heel 
wedges, into copy appeals in all its ad- 
vertising. 

As part of its promotional program, 
the firm recently issued a new brochure 
guide for mothers on child foot care, 
“First Step Forward,” in which the 
company identified itself merely by 
means of a small trade mark insigne 
on the back page of the booklet. The 
booklet, though, carrying highly useful 
information was distributed through all 
its retail outlets as a public service. 

A representative of the company was 
present wherever the booklet was circu- 
lated to answer mothers’ questions and 
to further the company’s promotional 
program by an institutional approach. 

The newest promotion development is 
a recent stress on visual outdoor adver- 
tising, trolley car ads and posters, This 
program ig dedicated to the thesis that 
increased volume must increase from 
the bottom up. 

[TURN TO PAGE 97, PLEASE] 
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‘Davy Crockett’ Boot Models Approved 





Fess Parker, who portrays Walt Disney's “Davy Crockett", gives his approval 
te the final models of the official Davy Crockett boots and moccasins to John B. 
Reinhart, Jr., president of Trimfoot Company, left, and Vince Jefferds, right, head 


of the New York merchandising office of Walt Disney Productions. 
ny of Farmington, Mo., is the sole licensee for the fur trimmed Davy 


Compa 


Trimfoot 


Crockett boots and moccasins as well as for Walt Disney Character House Shoes. 





Cadwell Executive Head 
Of Freeman Corporation 


BeLoit, Wis. — Indefinite postpone- 
ment of the election of a new president 
and board chairman of Freeman Shoe 
Corporation was voted by the new 
board of directors recently chosen by 
stockholders. In the meantime, A. W. 
Cadwell, executive vice-president, was 
re-elected to this position and will act 
as the company’s chief executive. Mrs. 
John W. Norris, the former Carol Free- 
man and a daughter of the late H. C. 
Freeman, a founder of the company, 
was first elected to the new board but 
resigned later and Mr. Cadwell was 
elected to her directorship. Her hus- 
band, John W. Norris, president of the 
Lennox Furnace Company, Marshall- 
town, Ia., is on the new board. 

The other officials’ resignations ac- 
cepted by the new board were those of 
W. C. Bohrer, vice-president in charge 
of retail, and M. L. Carroll, vice-presi- 
dent, advertising. William E. Freeman, 
son of R. E. Freeman, another of the 
founders, was elected treasurer and also 
vice-president in charge of retail. Other 
officers are John D. Tobias, vice-presi- 
dent in charge of sales, and Charles J. 
Wells, secretary, both re-elected, In ad- 
dition, Mr. Wells was named assistant 
treasurer. Richard B. Freeman, a 
brother of William E. Freeman, and 
who was former vice-president, is no 
longer an officer but was re-elected to 
the new board. 

Other new directors are: Mrs. R. E. 
Freeman, whose husband died in 1949; 
Harry E. Bills, Milwaukee brewer, 
whose father was an original Freeman 
investor; A. M. Kailing, Milwaukee 
realtor and an original investor; Henry 
A. Heim, Beloit, an original investor 
and a past director; Thomas J. Cassidy, 
Milwaukee engineer and a son of an 
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original investor, and William E. Free- 
man. 

The new directors replace the three 
officers who resigned, plus Mr. Wells, 
Thomas J. Freeman, son of H. C. Free- 
man and employed in the sales division 
heading the Hilton line, and P. J. E. 
Wood, Janesville, Wis., former legal 
counsel for the company. 

William E. Freeman said that the 
firm contemplates no change in its pol- 
icies or prices of its shoes, but that the 
new board hopes to improve operations 
so that sales, employment and profits 
will increase. The stockholders report- 
edly had been dissatisfied with past op- 
erations of the firm and wished closer 
supervision of it. 

Freeman Shoe Corporation was 
founded in Milwaukee in 1921 and later 
moved to Beloit. It employs 2,000 work- 
ers here and in its Dixon, IIl., plant. 
Mr. Cary had been with the firm since 
1922, becoming president in 1945 and 
board chairman four years later. Mr. 
Carroll had been vice-president in 
charge of advertising for 10 years. 





Dover Plant to Close; 
Beckwith Continues Others 


Dover, N. H.—The Beckwith Manu- 
facturing Company announced it will 
discontinue operations at its plant here 
as of July 1. It said the plant’s once 
highly specialized operation has been 
outmoded by current styling in women’s 
footwear. The buildings will be used 
to house the company’s general offices, 

The Beckwith plants at Cambridge, 
Hudson, Roxbury and Watertown, Mas- 
sachusetts; Milwaukee, Wisconsin, and 
Sherbrooke, Canada will continue in 
full production. The company said it 
will concentrate on box toe develop- 
ment and research of products for the 
future. 


Irving Drew Representative 
To Retire After 54 Years 


LANCASTER, O.—Eli B. Smith has 
packed his last sample case. After 54 
years as Irving Drew Corporation’s 
sales representative in the southeastern 
territory, the 84-year-old shoe veteran 
has decided upon retirement. This de- 
cision was revealed following his hun- 
dred-and-eighth semi-annual sales meet- 
ing for which he drove from his resi- 
dence in Washington, D. C., through the 
mountains to the firm’s Lancaster fac- 
tory. 

Mr. Smith has represented Irving 
Drew in the same territory throughout 
his long association with the firm, his 
area extending through West Virginia 
and Kentucky. Previously he sold shoes 
for a Baltimore jobbing house for five 
years. In his entire shoe career of 59 
years, he never lost one season of work. 








SMITH 


ELI B. 


In announcing Mr. Smith’s retire- 
ment, George P. Utley, Irving Drew 
Corporation’s president, said: “Eli 
Smith is and always has been one of 
the grand, grand men of the shoe 
traveling trade. There is no more 
gracious or finer man anywhere; it has 
always been his nature to live honor- 
ably and to be fair. He has the faculty 
for making lasting friends and that in 
itself is quite an accomplishment and 
has made for a very successful life. 
Our company is indeed happy to have 
had Eli Smith with us for so many 
years and naturally we will continue to 
have contact with him.” 

John Schroeder, who has been asso- 
ciated with Irving Drew Corporation in 
the combined capacities of stylist and 
sales representative, has been assigned 
the firm’s southeastern territory, ex- 
tending from West Virginia through 
Kentucky. He replaces Eli Smith, 84- 
year-old shoe veteran who has retired 
after 54 years in that area. 

Mr. Schroeder, who styles the Drew 
line, had been representing the Ohio 
firm in Illinois, Indiana, parts of Ohio 
and West Virginia before taking over 
Mr. Smith’s territory. 

Long associated with the shoe trade, 
Mr. Schroeder had his own shoe manu- 
facturing company in Portsmouth, O., 
prior to joining Irving Drew. Before 
that he was head stylist for Selby Shoe 
Company for more than 10 years. He 
began his shoe career in the St. Louis 
market, cutting models, making pat- 
terns and designing shoes. 
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CASUALS | 


This popular finger-gore style in 
soft, pliable elk with buoyant 

12-iron cushion crepe sole \ 

retails profitably at $4.95. 

Order Now for immediate —, 
Delivery. Tanor Brown, ~~ < 
Case runs of 12, 18, 24 and 36 pair; size 
runs 6-12. Minimum order 12 pair. 






Write for Catalog and Price List | 
HUBER stirrer co., aviston, itt. 


Peters Division, International 
Names Two Representatives 


St. Louis—Peters Division of Inter- 
national Shoe Company has appointed 
two new sales representatives in east- 
ern and northern Missouri, according 
to C. R. Smock, northwestern divisional 
sales manager for women’s and chil- 
dren’s lines. 

Warne S. May, who has been with 
Williams Manufacturing Company in 
the northwest states for the past three 
years, will cover eastern Missouri for 
Velvet Step, Weather Bird, Weather 
Teen and Happy Hikers, succeeding 
Robert Byrnes, Jr., who has resigned. 
Mr. May formerly represented Peter’s 
men’s line in Utah, Idaho and Wyoming 
from 1946-1950. In his new territory, 
he will make Kansas City, Mo., his 
headquarters. 

Don Swengros, Peters house sales- 
man for the past year, has been as- 
signed the northern Missouri territory, 
representing the same women’s and 
children’s lines as Mr. May. Ken 
Patchett, who formerly covered this 
area, now will concentrate his efforts 
solely in the eastern section of Iowa. 
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Dr. Posner Shoe Company 
Widens Distribution Program 
[CONTINUED FROM PAGE 95] 


“Our visual advertising is tied up 
with the dealer in order to hit the tar- 
get more closely,” is the way Mr. 
Posner describes it. 

All trolley car ads feature the local 
dealer’s name. In the same way, 
“junior” posters are placed in strategic 
outdoor spots with the dealer in the lo- 
cality strongly featured in the ad. 

In a continuing program of further 
aid to retailers, the shoe company car- 
ries on an educational campaign among 
doctors in the retailers’ localities with 
such aids as prescription pads, bro- 
chures, and detailed descriptions of 
shoes in its line; package stuffers to 
consumers, motion displays and news- 
paper mats in a variety of sizes and 
types. 

Dr. Posner Shoes maintains factories 
in Allentown and New Osford, Pa. and 
a warehouse in Allentown. It distrib- 
utes nationally, 





Holland-Racine Policy 
To Serve Independents 


L. J. Geuder, sales manager of Hol- 
land-Racine Shoes, Inc., of Holland, 
Mich., has called attention to an er- 
voneous impression given by a news 
item in the May 1 RecorperR about a 
new shoe warehouse being established 
by Detroiter Shoe Company, of which 
John Sniezek is head, to provide a di- 
rect-to-consumer sales service. 

The item said that Mr. Sniezek would 
merchandise men’s dress shoes made by 
the Holland concern. Mr. Geuder ex- 
plains that while Holland-Racine has 
manufactured some shoes for Mr. Snie- 
zek, they have been shoes of his own 
design and not styles carried in the 
company’s in-stock service. 

“Now, as always,” said Mr. Geuder, 
“our prime objective is to serve as a 
supplier to the independent retailer, 
and we have no intention of by-passing 
him through any such warehouse opera- 
tion as was described.” 





Brown Shoe Personnel 


St. Louts—Several changes in the 
sales force of the Roblee Division of 
Brown Shoe Company recently were 
announced by Stanley Bozaich, sales 
manager. The retirement of Ray Smith, 
has necessitated the appointment of 
William Ammon to cover the northern 
California and Nevada territory. 

Raymond P. Hoehn has been named 
the sales replacement in southern Cali 
fornia for Gordon Hyde, no longer as- 
sociated with the company. David Price, 
who formerly traveled in California 
with General Shoe Corporation’s Jar 
man line, has been named sales repre 
sentative for Roblee in western Texas, 
New Mexico and Arizona, 

Other recent additions to Roblee in- 
clude Lyle Mitchell and Carl Wagner. 
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* BLUE GENUINE TENN-TAN 

« WHITE 

* BLACK GLOVE LEATHER 

* BROWN 

© NATURAL STAY STRAIGHT HEELS : 
* TURQUOISE INSOLES 

* BENEDICTINE BYG ican 
Packed 36 pairs 
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Vitality Assigns Two 

Sr. Louts—Two changes in territorial 
ales assignments, necessitated by the 
retirement of Park O. DeWitt from 
Vitality Shoe Company, have been re 
vealed by Clem L. Hein, general man 
ager of the International Shoe Com- 
pany division. 

Taking over the Illinois-lowa terri- 
tory formerly covered by Mr. DeWitt 
is W. M. O’Bryen, a Vitality veteran of 
20 years. Mr. O’Bryen will make his 
headquarters at 136 Custer Avenue, 
Evanston, Ill. John M. Votruba 
ceeds Mr. O’Bryen in Texas. 
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International Figures Discuss Styling 





—— 


Joseph Goldberg, left, of Goldberg Footwear Agencies Pty, Ltd., Sydney, Australia, 
discusses the world-wide influence of footwear styling with Salvatore Ferragamo, 
italian designer and shoemaker, during a recent visit to Florence, !taly. Mr. 
Golberg, governing director of the Australian firm, recently completed a flying 
tour of the United States and continental Europe. In commenting upon business 
conditions “down under” he remarked that the shoe industry there is as far ad- 
vanced in ideas, methods, constructions and styling as any center in the world 
today. Head of the firm's operation is Goldberg House in Sydney, with branches 
in Townsville, Brisbane, Melbourne, Adelaide and Perth. 





Textileather Names Becker 
To Newly Created Post 


ToLepo—Charles L. Becker, Jr., has 
been named manager of customer rela- 
tions of the Textileather Division of 
The General Tire & Rubber Company, 
Toledo, Ohio, G. H. McGreevy, director 
of sales, announced. 





CHAS. L. BECKER, JR. 


In the newly created post necessi- 
tated by the expansion of sales activi- 
ties, Mr. Becker becomes a member 
ef the company’s sales operating com- 
mittee. His duties will include the 
coordination of advertising and sales 
promotion programs in line with the 
varied fields where Textileather prod- 
ucts are sold. He also will be in charge 
of the company’s sales training pro- 


gram, preparation of sales aids and 
manuals. This program will include 
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sales training clinics on Textileather 
for customers and their sales groups. 

Mr. Becker has been associated for 
the last four years with the Ralston 
Purina Company, Fort Worth, Texas. 
Previously with Textileather for five 
years, he served in various sales ca- 
pacities and advanced to product 
manager. 


Dorson Elected President 
Of Fleisher Shoe Sales 


Spencer, MAss.—Harry A. Bass, who 
is in charge of General Shoe Corpora- 
tion’s New England operations, an- 
nounced the election of Ben Dorson 
as President of the Fleisher Shoe Sales 
Corporation. 

The Fleisher Shoe Sales Corporation 
will be the selling organization for the 
manufacturing units of Fleisher Shoe 
Company at Goffs Falls, N. H., and the 
new Glamour Shoe Corporation at 
Lawrence, Mass. Mr. Dorson will be in 
full charge of sales of both manufac- 
turing units, and he will be assisted by 
Edward Fleisher, who was formerly 
assistant purchasing agent at the 
Fleisher Shoe Company. 

Kolman Fleisher was appointed to 
the position of director of purchasing 
of all upper and sole leather for the 
Kleven Shoe Sales Company, Inc. at 
Spencer, Mass., as well as the Glamour 
Shoe Corporation and the Fleisher Shoe 
Company. 

Elliot Fleisher was appointed direc- 
tor of purchasing of all materials other 
than upper and sole leather for Glam- 
our and Fleisher. 








International Shoe Schedules 
Three Clinies This Month 


Str. Louis—A series of three mer- 
chandising and sales clinics, designed 
primarily for the benefit of its mer- 
chant’s service customers, have been 
planned by International Shoe Company 
for the month of June. The first of 
these is to be held June 13-15 at Hotel 
Chase, St. Louis, with subsequent clin- 
ics listed for New York’s Hotel Statler 
June 19-20 and San Francisco’s Hotel 
Fairmont June 26-27. The geographical 
locations were selected to permit the 
largest number of retailers to attend. 

According to Edgar E. Rand, presi- 
dent, the three regional meetings will 
cover all phases of retail operation— 
merchandising, window displays, spe- 
cial promotions, national advertising, 
local advertising, stock controls and 
buying techniques. These subjects will 
be covered through the series of three 
general conference sessions and two 
luncheon meetings. 

Program participants will vary ac- 
cording to the locale, Mr. Rand pointed 
out, with only the St. Louis program 
definite at this time. The opening 
morning session, devoted to advertis- 
ing, will feature a talk by Jim Conzel- 
man, vice-president of D’Arcy Adver- 
tising Agency here. 

L. E. Langston of New York, execu- 
tive vice-president of the National Shoe 
Retailers Association, will be the key 
speaker at the June 13 luncheon session 
to be immediately followed by a pro- 
gram devoted to successful store opera- 
tions. Participating in this discussion 
will be three of International Shoe 
Company’s retail shoe store customers: 
G. L. Combs, retail shoe operator in 
Salina and Concordia, Kan.; Earl W. 
Dawson, Owensboro, Ky., and Steve J. 
Yaeger, who has several stores in 
Kansas City, Mo. 

With the dinner dance scheduled for 
the evening of June 13, the St. Louis 
clinic will resume business again on 
June 14 with a morning general session 
devoted to general merchandising top- 
ics. Guest speaker will be Oscar Wilk- 
erson of Amos Parrish & Associates, 
New York. 

The second luncheon session will fea- 
ture James Watson of New York who 
will discuss “Customer Relations.” Fol- 
lowing this officials of International’s 
three general lines—Friedman-Shelby, 
Roberts, Johnson & Rand and Peters— 
will meet with their individual custom- 
ers. 

A feature of the St. Louis clinic only 
will be visits to International shoe fac- 
tories. 


Cut Sole Firm Names Klein 


BROCKTON, MASss.—Irving A. Stone, 
of the Joseph Stone Cut Sole Company, 
announced the appointment of Paul J. 
Klein, Milwaukee, to represent the com- 
pany in the Milwaukee area. 
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HUGH |. WARREN 


MANCHESTER, N. H.—Hugh I. War- 
ren has been named sales manager and 
head of the Great Northern Shoe Com- 
pany of Manchester, N. H., a division of 
International Shoe Company, it was 
announced by Frank E. Miller, general 
manager of the Eastern Division. Mr. 
Warren, who has been sales manager 
for men’s and boys’ lines of the Sun- 
dial Shoe Company, another Interna- 
tional Division, succeeds Harry Stone. 

Before joining Sundial Shoe Com- 
pany in 1949, Mr. Warren was southern 
sales supervisor for the Campbell Soup 
Company. He began his shoe career as 
a sales representative in the Philadel- 


Great Northern, Sundial Name Managers 








ROBERT N. NEELY 


phia territory and a year later was 
transferred to Sundial’s general offices 
in Manchester where he helped develop 
the company’s sales promotion plans. 

Robert N. Neely, sales promotion 
manager of Sundial Shoe Company, 
succeeds Mr. Warren as sales manager 
for men’s and boys’ lines. 

Mr. Neely, who has spent 25 years in 
the retail and wholesale shoe field, was 
responsible for all SHOEnterprise, 
Merchants Service and concentration 
accounts while serving as sales promo- 
tion manager. Before joining Sundial, 
he held a number of executive positions 
with the Regal Shoe Company. 








Tom Gorgas Named Designer 
By Town and Country Shoes 


Sr. Louts—Appointment of Thomas 
P. Gorgas as designer of Town & Coun- 
try shoes has been revealed by Vergil 
Lipscomb, president. Mr. Gorgas, who 
assumed his new duties May 1, has been 
designer for Wavershoe Trimming 
Company for the past two years. 





THOMAS P. GORGAS 


Prior to joining Wavershoe in May, 
1953, Mr. Gorgas was Brauer Bros. 
Shoe Company’s designer for over seven 
years. His design background also in- 
cludes affiliations with Carmo Shoe 
Manufacturing Company. 
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Etonic Appoints McTiernan 
New England Representative 


BROCKTON, MAss. — Earle Linscott, 
sales manager of the Etonic Division 
of the Charles A. Eaton Shoe Company, 
announces the appointment of Hugh 
McTiernan of Westwood, Mass., as 
Etonic New England sales representa- 
tive. 





HUGH McTIERNAN 


Mr. McTiernan has had extensive 
shoe retail experience in the Boston 
area. He will introduce the first men’s 


dress shoes made of Sylflex silicone 
tanned leather and will feature a new 
line of arch-supporting bays’ shoes. 
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Our Store Pianning Division is ready 
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MOSINGER-COHN 


St Lovis 3, Mo 





® Fost IN-STOCK service on sizes 
1-7, A, B,C, D & E widths 


© Genuine GOODYEAR WELT construc- 


tion— $5.95 to $7.95 retail 


© All shoes manufactured in our 
own modern plant 


WRITE FOR CATALOG 
The Wm. Brooks Shoe Co. 





NELSONVILLE, OHIO 

























1 By 


Oe OT ET Te Oe ee ee er ee 


JOBS 


| 
alae al h a i  d  te d 








OE TEE Te EF EE Ee OT EOE OO 


BOYS' SHOES 
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YOUNG BENDERS|_ 
ie BOYS & BIG BOYS | 








646 Tan Shrunken A, B, C, D 
647 Black Shrunken B,C, D 
2Yo—6 $4.15 6'/2—10 $4.75 


IN STOCK, 20 popular styles that 
really sell, Goodyear welts with plenty 
of class and value, from $3.75. Write for 
new catalog. There are real PROFITS 


in these shoes, 


“Made by us— sold by us” 


BENDER SHOE CO. Somerset, Pa. 











Schoenfeld Right Brown Man 


St. Lours—The Brown Shoe Com- 
pany said its. previous report—that 
Phillip Frank Fried had been appointed 
Life Stride representative covering 
northeastern Pennsylvania, northern 
New Jersey, New York and Greater 
New York City—was incorrect. The 
company said this area is now repre- 
sented by Manus Schoenfeld. 
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General Shoe Personnel 
In Shoe Switch Ceremony 


NASHVILLE, TENN.—Staffers at Gen- 
eral Shoe Corporation believe in prac- 
ticing what they preach—that all men 
should “Switch to Summer Shoes” with 
the advent of the warm weather season. 
Accordingly the male members of Gen- 
eral Shoe Corporation’s general offices 
turned out for a sidewalk demonstra- 
tion of their summer switch-over. 

With the cameras clicking, the men 
removed their “last winter shoes’ and 
stepped into Spring and Summer styles 
that came right out of fresh boxes. A 
large ash can caught many a discarded 
pair—all a part of the ceremonial! 
which, like “Straw Hat Day” has be- 
come an annual one with General Shoe 
men. Among those who were right in 
the middle of this activity were Henry 
W. Boyd, Jr., president, and Matt Wig- 
ginnton, sales distribution vice-presi- 
dent. 

An unusual moment in the ceremony 
came when the shoemen persuaded two 
Nashville policemen to follow suit. Sold 
on the idea that lighter footwear would 
make their job easier when manning 
their downtown Nashville beats, the 
cops also sat down on the curb and ex- 
changed their “winter foot coats” for 
lightweight Summer ones. 





Former Shoe Store Operator 
Joins Cangemi Coeds Staff 


Sr. Louis—Oscar Teper, former shoe 
retailer, has been appointed to the 
Cangemi Coeds sales staff, according to 
Lester Tober, president of Selwyn Shoe 
Manufacturing Co. He will represent 
the firm in Florida, Alabama, Georgia, 
North and South Carolina, Virginia 
and Tennessee, excluding Memphis and 
Nashville. 





OSCAR TEPER 


Mr. Teper, who will make his head- 
quarters in Miami, has owned and op- 
erated shoe stores in Springfield and 
Peoria, Ill. as well as Davenport and 
Ottumwa, Ia. He succeeds Jack Cohn 
in this area. Mr. Cohn having been 
transferred to a new territory compris- 
ing Texas, Oklahoma, Arkansas, Louisi- 
ana, Mississippi, Kentucy and the cities 
of Nashville and Memphis. 


Justin Names Beauchamp 
To Post of Sales Manager 


Fort WortH, Tex.—E. K. Beau- 
champ, formerly director of sales and 
merchandising for the Karastan Rug 
Mills Division of Marshall Field & 
Company, has been appointed to the 
newly-created executive position of gen- 
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E. K. BEAUCHAMP 


eral sales manager of H. J. Justin & 
Sons, Inc., the Justin Belt Company, 
Inc., both of Fort Worth, and the Jus- 
tin Leather Goods Company, Inc., of 
Nocona, Tex., it was announced by John 
Justin, Jr., president of the three com- 
panies. 

In his new post Mr. Beauchamp will 
direct all sales and promotional activi- 
ties of the three firms which manufac- 
ture boots and shoes, belts and fine 
leather fashion accessories for men and 
women. Mr. Beauchamp is a native of 
Indiana and a graduate of De Pauw 
University. 


Barre Slipper Co. Buys 
44 Acres for Employes 


WILKES-Barre, Pa.—Barre Slipper 
Company, located in the former 
Wilkes-Barre Lace Company building 
at 180 Darling Street, has purchased 
approximately 44 acres of land in 
Jackson Township for the recrea- 
tional use of its 200 employes. Isadore 
Gonchar, president of the firm, said 
the property was purchased for ap- 
proximately $11,500. 

Included on the land is an eight- 
room farm house, a four-room bung- 
alow, a large barn and a large concrete 
fruit storage building. Among the 
planned improvements will be building 
of picnic tables, shelters, fireplaces, 
and the like, as well as renovation of 
the present buildings. 





Peters Division Assignments 

St. Lours—Peters Division of Inter- 
national Shoe Company has named 
Stanley Palmer sales representative for 
Wesboro and City Club shoes in the 
Pittsburgh area, according to Fred J. 
Vogt, division general manager, and 
Henry Kuxhausen, southeastern divi- 
sion sales manager for men’s and boys’ 
shoes. 
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Fawn Shoe Company Names 
Chester Yard President 


St. Louis— Chester Yard, former 
children’s shoe manufacturer, recently 
purchased controlling interest in Fawn 
Shoe Company and, under the firm’s 
reorganizational program, became its 
president. Two former officials of the 
firm remain as key executives: Chester 
F. Vlasak, vice-president, and Roy 
Losito, secretary. 





CHESTER YARD 


The firm, which manufactures wo- 
men’s casuals under the label “Mid- 
Towner,” has its factory at 2829 Ore- 
gon Street. Mr. Yard, however, main- 
tains his offices at 808 South Eighteenth 
Street here. 

A veteran of 40 years in the shoe 
business, Mr. Yard began his shoe 
career in 1914 with Johansen Brothers. 
Most recently associated with A. J. 
Beford of Lititz, Pa., for whom he 
traveled 16 states, he also served as a 
leather and findings representative and 
a shoe jobber during his long career. 


Pennsylvania Shoe Foremen 
List Committee Appointments 


WILKES - BARRE, Pa. — Committees 
were named and four new members ad- 
mitted at a meeting of Pennsylvania 
Superintendents’ and Foremen’s Asso- 
ciation of the Shoe Industry at Hotel 
Redington. 

Committee appointments made by 
Milton Zeldis, president, were: educa- 
tion, Fred Schwager, chairman; Nicho- 
las Serino, Robert Ganley and Louis 
Jennings; house, Nicholas  Serino, 
chairman; Irving Glass, Andrew Fer- 
rence; entertainment, Michael Iacono, 
chairman; Steve Jurkovic, Gene Biglin; 
publicity, Eugene Marconi, chairman; 
Joseph Gruber. 

Admitted were Norman Neff, Phila- 
delphia; Napoleon Bailegarine, Hones- 
dale; John Flanagan, Wilkes-Barre 
and Andrew Ferrence, Luzerne. 

Two members, Nicholas Serino and 
Anthony Stelluto, took part in a panel 
discussion on methods of shoe manu- 
facturing processes at a joint meeting 
with the Harrisburg association May 20 
et Harrisburg. 
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Marshall, Meadows Appoints 


Eastern Territory Man 


AuBurRn, N. Y.—Edward Braverman 
has become associated with Robert I. 
Emmet in covering the metropolitan 
New York area and the eastern terri- 
tory for Marshall, Meadows and 
Stewart, Inc., manufacturers of 
women’s shoes. 

Mr. Emmet’s office, which made the 
announcement, said Mr. Braverman 
was formerly connected with the W. B. 
Coon Company, for whom he covered 
the same area for the past 18 years. 


Dellerson Sales Manager 
Genfoam Shoe Company 


NASHVILLE, TENN.—Genfoam Shoe 
Company, General Shoe Corporation’s 
division manufacturing and _ selling 
men’s, women’s and children’s canvas 
and foam rubber shoes, named Jack 
Dellerson as its sales manager and at 
the same time announced that it was 
considerably expanding its sales dis- 
tribution personnel and program. 

The announcement was made by J. P. 
Saunders, General Shoe vice-president. 

Mr. Dellerson has been with Wellco 
Shoe Company of North Carolina for 





JACK DELLERSON 


the past six years as salesman in 
Connecticut, Rhode Island, western 
Massachusetts and eastern New York, 
selling to retail stores. For the last 
three years he has led all Wellco sales- 
men in slipper sales. 

He entered the retail shoe business 
in 1921 in Brooklyn. His home is in 
White Plains, New York, although he 
is moving soon to Nashville, 


Fashion Aid Touring Europe 


NASHVILLE, TENN.—Betsy Yeomans, 
fashion coordinator of the General Shoe 
Corporation, is making a tour of lead- 
ing European shoe centers, the com- 
pany announced. After consulting with 
Italian shoe designers in Florence and 
Bologna, she will go to Rome and Milan 
before returning home. She preceded 
her southern European itinerary with 
visits to London, Paris, Basle, and 


Munich. 






| P.O. 





Where 


TO 


Se ee 


BOX HANDLERS 


EO EE FF 





DON’T 
BUY 
LONG ARMS* 


if your salesmen have time 
on their hands, like to 
climb ladders or hop up 
on stools. Long Arms are for modern efficient shoe 
stores. They get the shoes from the high shelves 
quicker than you can get the ladder. The empties 
are returned upside down with equal speed. Made 
in two sizes for men's and women's boxes. Handles 
30” to 60” long—$3.50. Sent parcel post pre- 
paid in U.S.A. Order several. Satisfaction guar- 
anteed. Ask your wholesaler or send check to 


CARL BEEMAN 
Cedar Heights Rd Stamford, Conn 
*patent pending 
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BALLET SLIPPERS 
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TOP QUALITY... 
Ballet 
Slippers 


Pleated.toe and fuli-sole dance 
slippers. Genuine feathers 
throughout. Hand lasted and 
styled right Made in black 
white, red, blue, green and yel 
Full run of sizes — Prompt 
service 


Setisfaction guaranteed. Write 


HOLLYWOOD 
PRODUCTS INC. 


BOX 628 COLUMBUS, O 











Friedman-Shelby Division 
Names David W. Martin 


St. Lours — Friedman-Shelby Divi 
sion of International Shoe Company 
has named David W. Martin sales rep 
resentative for its John C. Roberts, 
Kingsway and Friedman-Shelby ser 
vice shoes in North and South Dakota, 
it recently was announced by J. E. Nel 
son, western division sales manager of 
men’s and boys’ lines. 

Mr. Martin, who succeeds Robert M. 
Fessler, will cover both states with the 
exception of the Biack Hills territory, 
making his headquarters at 302 South 
Jackson, Aberdeen, 8S. D. Associated 
with Friedman-Shelby since 1949, he 
has served the firm in various sales and 
merchandising capacities. 
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Holland-Racine Men at Planning Session 
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Shown attending a recent sales meeting of Holland-Racine Shoes, Inc. at Holland, 
Mich., during which the company’s line of 184 styles was reviewed and promo- 
tional plans for the recognition of independent retailers were discussed, are, 
left to right, Joseph Altman, William Karow, Ward Spell, Bob Peek, A. P. Jones, 
Frank Blackstone, Lyle Johnson, Carl Dunmire, Henry Pence, Gordon Rogers, 
George Durst, Dave Kincaide and Harry Lawler. Absent is Bill Hubbs. 





Joanette Company Expands 


New York-——Joanette Footwear Com- 
pany, Inc., has signed a lease and will 
move next month to larger quarters at 
62 18th Street, near Third Avenue, in 
Brooklyn. 

The new loft consists of upwards of 
15,000 square feet and will accommo- 
date a production of 100-125 cases daily 
(3600-4500 pairs). The move is in line 
with an expansion program announced 
last November when this company was 
reorganized under its present manage- 
ment, 

The firm manufactures California 
process slippers and casuals, both 
women’s and misses, for chain stores, 
mail order houses and larger depart- 
ment stores. 


Conformal Posts Announced 


Sr. Lovuts—Conformal Shoe Com- 
pany, a division of International Shoe 
Company, has extended the territories 
of two salesmen effective with the Fall 
selling seaso i, according to L. H. Den- 
nis, divisional sales manager. 

Ralph McGlumphy, who has repre- 
sented Conformal in the Midwest states, 
has added Michigan to his territory, re- 
placing William Heaton. In the West 
Melvin Newman has added Oklahoma 
and Texas to his territory, states for- 
merly served by J. R. Parsley who has 
resigned. 


Marilyn Shoe Company 
Adds Four Men to Staff 


MILWAUKEE — Four men have been 
added to the sales force of Marilyn Shoe 
Company, manufacturers of Kickerinos 
and Alaskan lines, Irving Gerber, sec- 
retary and general sales manager, an- 
nounced. 

J. M. Bibb, Elizabethtown, Ky., has 
been named to the territory comprising 
Kentucky, Tennessee and Alabama. 
John Grasso, Cincinnati, is the new 
salesman for the Carolinas, Virginia 
and West Virginia. Lew Lebo», Balti- 
more, will travel the District of Co- 
lumbia, Maryland and Delaware, and 
Earl Haney, Milwaukee, has been ap- 
pointed representative in Minnesota, 
lowa and North and South Dakota. 
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USMC Appoints Bigelow 
Director of Research 


Boston—The appointment of Robert 
M. Bigelow of Wellesley Hills as direc- 
tor of research for the United Shoe 
Machinery Corporation has been an- 
nounced by Clifford Roberts, United 
vice-president and former director of 
research. Mr. Roberts will continue to 
be responsible for the overall direction 
of research, but Mr. Bigelow will handle 
many of the details. 





ROBERT M. BIGELOW 


A native of Natick, Mr. Bigelow is a 
graduate of Massachusetts Institute of 
Technology. He joined United’s Re- 
search Division in 1929 and has held 
several assignments in the firm’s Boston 
office and at Beverly since that time. 
Since 1947, when he was appointed an 
assistant director of research, he has 
been in charge of USMC’s Beverly labo- 
ratories. In his new position, Mr. Bige- 
low will make his headquarters at 
United’s Boston office. 





Cavalier Exec Chairman 
Of Shoe Convention 


BALTIMORE— William Hoehm, partner 
in the Cavalier Company, Baltimore 
manufacturers of shoe polish, served 
as general chairman for the fiftieth 
annual convention of Shoe Service In- 
stitute of America, held at Miami 
Beach, Fla. 










Kids Flock to Red Ball 
Jet Sneaker Promotion 


PHILADELPHIA—A jet hangar on the 
main floor of the children’s shoe depart- 
ment at Lit Brothers set the stage for 
the Super Sabre Red Ball Jet promo- 
tion by the Mishawaka Rubber and 
Woolen Manufacturing Company, pro- 
ducers of Red Ball footwear. 

This canvas tennis shoe promotion 
was linked by sectional displays 
throughout the store. Escalator cards 
and signs at entrances of leading aisle- 
ways called attention to the jet plane 
and Red Ball Jets sneakers. A window 
display featured a mock-up of the 
Super Jet plane. It included an Air 
Force revolving globe and a jet flyer’s 
pressure suit. 

Stars of a juvenile television show 
seen locally on WCAU-TV made store 
appearances in all the Lit Brother de- 
partment stores in the Greater Phila- 
delphia area. 

Boys attending the shows received a 
membership card in the Red Ball Jet 
Squadron and badges attesting to 
owners’ standings as metal pilots. 

Representing Mishawaka in Philadel- 
phia during the promotion were R. R. 
Grimmett, district sales manager; Ed 
Faherty, local representative and John 
W. Stukenberg. field promotional rep- 
resentative. 


New Nurses Shoes Noted 


St. Louts—When Juvenile Shoe Cor- 
poration prepared new display cases 
in the Jefferson Hotel Lobby prepara- 
tory to welcoming a nurses convention 
to this city, the cases contained two 
styles new to the firm’s Clinic line. De- 
signed to “help eliminate static elec- 
tricity for use in operating rooms,” 
these shoes have soles made of a plastic 
material. 

A flat-heeled moccasin oxford and a 
12/8 heel perforated oxford are the 
styles, made up in a glove elk tannage. 





Acme Boot Company Picks 
Hy Hudgens for Oklahoma 





Hy Hudgens, who recently was named 
Acme Boot Company's sales representa- 
tive in Oklahoma and southern Kansas. 
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Classified AND Want Ads 








SALESMEN WANTED SALESMEN WANTED 








SALESMEN WANTED 











SALESMEN 


° Opportunity to sell on the road one of the most popular lines of rub- 
ber, fabric and casual footwear on the market. 

* Opportunity to have backing you a trade mark that has gained the re- 
spect of consumers everywhere and a company that has the admiration 
of retailers for its square shooting policies, 


here's our offer 


¢ Advantages of traveling your territory knowing you are backed by a 
strong Advertising and Sales Promotion program. 
¢ Opportunity to earn in direct proportion to your ability to produce 


with advances against commissions. 
¢ A complete, company financed retirement plan. 


Group life, hospitalization and car insurance. 
* Good opportunities to advance for men who show promise. 


we're looking for these qualifications 

X Men between 25 and 35 years of age with retail footwear experience. 
Must own a car. 

Men who are eager for success and are willing to work for it. 

Men who can plan their work and carry the ball with minimum super- 
vision. 


PENNSYLVANIA MANUFACTURER 


of In-Stock Men's and Boys’ Goodyear 
Welts with UNIQUE features needs repre 
sentation in Michigan, Illinois, Minnesota, 
lowa, Missouri, North and South Dakota, 
Nebraska, Kansas, Oklahoma, Texas and all 
Western United States except California. 


Boys’ Retail $5.95-$6.95 A to E widths 
Men's Retail $7.95-$8.95 B to EEE widths 


Liberal Commission Basis. Bonus for New 
accounts, Available as a side line. Experi 
enced Salesmen with following can make 
real money. Replies Confidential, State ex 
actly what territory you cover, age, ex 
perience, etc. 


Address Box 211, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y¥ 








Men who can put our story across convincingly. 
Men who are willing to take the time to show dealers how they can 


~~ x ~ 





merchandise our line most profitably. 
Openings now available in several sections of the country. If you're in- 
terested, write telling us all about yourself. 


ADDRESS #205, CARE BOOT & SHOE RECORDER, 100 EAST 42nd ST., NEW YORK 17, W. Y. 











EXPERIENCED SHOE SALESMAN 


Leading manufacturer of Women’s casuals to retail at $4.00, $5.00 
and $6.00, wants aggressive salesman with a following. This is one 





ARCH AND SPORTS 


Nationally known manufacturer of 
women’s walking and arch type 
shoes, retail $5.00-$6.00, AA-EEE and 
girls’ sports, retail $4.00-$5.00, offers 
excellent opportunity and liberal 
commissions to right men. All styles 
instock for immediate delivery. Side- 
line salesmen with non-conflicting 
line acceptable. Territories open in 
South, Southwest and Midwest offer 
large number of established accounts 
In reply, give experience, references 
and line now carried 


Address Box 210, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y 








of the most highly styled lines of casuals in the country. All styles 
carried in stock. Excellent income possibilities. Can be carried 











Ohio, Indiana, Illinois, State full particula 


Reply to: PARKHILL SHOES, Fitchburg, Mass. in deet letter.” All replice confidential. Addre 


30214, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y 








. . . ® . ° . Py r’'O CARRY as a side line outstanding line of 
with a non-conflicting line. Commissions paid weekly. Give all IS Leche didieete dheodete cela 4AG8 pnd 
. . . : $4.01 Available ) he following te tories 
details in first letter. Territory open: Texas. ne ig ‘ an My W. et V ee 4 eat y, 
Tennessee, North Carolina, Florida, Texas 


s8 








CLASSIFIED ADVERTISING RATES 


accepted 18 words. $3.60. When a box number is desired, addressed to any of our office 
and charged at the word rate. If advertiser's own name and address is used, count eac 
at word rate. Classified advertising is payable in advance. Send check or money order 
opened for classified advertising except for regular advertisers on contract. 


The rate for all displayed or boxed in classified advertisements is $14.00 an inch with 





The rate for undisplayed classified advertising is 20 cents a word under any of our classified headings. Minimum amount 


s. 12 words must be added for this 
h word (street number is one word) 
with your copy No accounts are 


a maximum of 46 words per inch, 


te” Advertisements for this page must be in our New York Office 15 days preceding publication date “% } 
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SALESMEN WANTED 








SELLING SHOE DEALERS 


SCOTT FOGT APPLIANCE Co. 











Bex 216 Omaha, Nebr, 
SA! ESMEN WANTED. Territory lowa and 
” Nebraska Infante’ & Children’ Pre-Welts 


and Cement Shoes, The Kepner-Scott Shoe Co., 

Orwigeburg, Pa 

S4! ESMAN to carry medium priced line of 
men's and women’s Compo slippers. All terri 

tories open. Address #209, care Boot & Shoe 

Recorder, 100 East 42nd Street, New York 17, 

N.Y 


SA! ESMEN WANTED: Midwest States. De 
* sirable territories for aggressive salesmen for 
children's welt and Littleway Cement lines 
FAMOUS FIVES to retail at $5; POLLY 
ANNAS Nationally advertised §0 years. Both 
lines infants through G. G., inste:t Liberal 
commissions, non-conflicting lines agreeable. Con 
tacts FOOTWEAR, INC., Room 1735, 209 S 
State Street, Chicago 4, Ill 


Midwest 
aggressive 


SA! ESMEN WANTED 


sirable territories for 


States. De 
salesmen for 


CULVER CUBS and PEDICARE children’s 
lines inelude Magic-Loop Bumpers Liberal 
Commissions, non-conflicting lines agreeable 
Contact FOOTWEAR, INC., Room 1735, 209 


S. State Street, Chicago 4, MMlinois 


S ALESMEN WANTED: By well known estab 
& lished manufacturer with large, modern, instock 
department making infants through G, G. welts 
Littleway Cements, stitchdowns. Some welts t 
retai| at $5. States Open lowa, Mis 
souri, Iilinois. Men with established following 
and non-conflicting line on straight commission 
Contact: FOOTWEAR, INC Room 1735, 209 
S. State Street, Chicago 4, Miinois 


Wisconsin 


H!IGHLY STYLED AND FAST SELLING 

instock line of popular priced 
stitchdowns 2.9% and 
tailers, generous commission to right man, for 
New York State, West Pennsylvania, Virginia 
and West Virginia, North and South Carolina 
Address #208, care Root & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 


children’s 
$3.98 re 


and compos, 


UTSTANDING 
FACTURER of 


NEW ENGLAND 
In-Stock Branded 


MANU 


line of 


Infants, Childs, and Misses Prewelts, Compos, 
Bonwelts to retail $3.00 to $4.00. Wonderful 
side line on straight commission basis. Many 


territories open. Call on Retail Department and 
Chain Stores, State full particulars, Boston 
Address #212, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 





SIDE LINE SALESMAN WTD. 


EADING MANUFACTURER HELANCA 
AND NYLON FOOT SOX, to retail and/or 
wholesale trade. Pocket-size samples, Excep- 
tional commission. Box 142, care Boot & Shoe 
speeder, 100 East 42nd Street, New York 17, 








Side Line Salesmen Wanted 


SELL DAVY CROCKETT RUBBER BOOTS 
FOR EXCLUSIVE LICENSEE 


Southern Distributor of Lorge Rubber 
Footwear Manufacturer with complete 


line carried on floor at all times 
deals — pre-paid freight - 
newspaper mats 

West Virginia, North & South 
Carolina, Georgia, Tennessee, and Ala 
Lama open. Give age, experience, and 
volume shipped. 

Write: Morton Abrahams, 22 S. Hanover 

Street, Baltimore |, Maryland. 


volume 
catalogue 


Virginia 

















HELP WANTED 











HELP WANTED 

















FINE CAREER OPPORTUNITY 


One of New England's largest manufacturers and retailers of quality 
shoes has grown rapidly and has plans for a whole series of interesting 
projects in new areas. We have many fine men in our organization but 
not enough to staff an expanded program. We propose to engage a 
small group of men (now located in New England) whose educational or 
business background indicates ingenuity and a capacity for performance 
to participate in our executive development program. We would wel- 
come your application outlining educational and business experience. 


ADDRESS £207, CARE BOOT AND SHOE RECORDER, 10 HIGH STREET, BOSTON 10, MASS. 


















ALES REPRESENTATIVE FOR NEW 
ENGLAND TERRITORY Vacancy has 
been created due to promotion of former sales- 


service established 
and children’s 
Give full de 


SHOE 


man. Must be qualified to 
accounts with men’s, women’s 
line and establish new business 
tails with application. FOOT-SO-PORT 
COMPANY, Oconomowoc, Wisconsin 

APABLE SHOEMAN, 17 years experience 

Now a buyer in ladies’. Wishes opportunity 
to supervise or manage. Will relocate wherever 
opportunity lies. Address #206, care Boot & 
Shoe Recorder, 100 East 42nd Street, New York 
17, N.Y 





FOR SALE 





ANDBAG SALESMAN. Top complete, popu 

lar priced line styled for shoe trade, spe- 
cialty shops. Territorial rights. Sideline accept 
able. Codette Handbags, 305 W. Balto. Strect, 
Baltimore 1, Md 
MAN! FACTURER of nationally 

high fashion women’s sandals 
Home” flats that retail $8 to $12 
rienced salesmen to service established 
and develop line in following ar 
Southwest, Midwest. Can be carried as a 
conflicting sideline Liberal commission 
full details, states now covered and lines carried 
Replies confidential. Address #217, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y 
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FOR RENT 








AMILY SHOE STORE. Up-state New York 


City, 15,000. All brand name shoes. Best lo 
cation Reasonable rent Stock $2900. Large 
discount. Owner retiring. Address #215, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. ¥ 

AMILY SHOF STORE, Nationally adver 

tised brands. Modern windows and fixtures 
Established 30 years. Will sell with or without 


stock Must sell on account of illness. Kagan’s 
Shoes. Rahway, New Jersey 
STARLISHED SHOE STORE and RF 


PAIR SHOP on Front Street. Will sell Re 
pair Machinery and stock. Will lease store build 
ing and shelving for shoes or general store 
Shoes not stocked. John Hoover-—-Owner, 106 
N. Front St., Dowagiac, Michigan 





SIDE LINE SALESMAN WTD. 





EK ARE LOOKING for salesmen with a 
following to carry a line of men's feature 
shoes with a national trade-name, that retail 


from $10.00 to $12.50 for 
in business for over fifty 


a reliable firm that is 
years, Give reference 


and territory now being covered by you. We 
pay top commission, Address #216. care Boot 
& Shoe Recorder, 100 Fast 42nd Street, New 
York 17, N. Y 


American Hide Appoints 


New Sales Manager 

Boston The American Hide and 
Leather Company announced the ap- 
pointment of DeFred (spelling is cor- 
rect) G. Folts, Jr. as general sales 
manager. 

Mr. Folts’ new post became effective 
May 16. He succeeds Philip I. Light, 
who remains as advisor. 

Mr. Folts had previously been mer- 
chandise manager and assistant to the 
president. In assuming his new duties, 
he will retain the latter position. 

He is a graduate of Syracuse Univer- 
sity and the Harvard School of Busi- 
ness. He began his career with Ameri- 
can Hide in 1949. 





143 DUANE ST. 


Heart of Shoe District 


Entire Bidg. 5-Story 


Fully Equipped Approx. 














eee 12,000 
Oil Heat SQ. FT. 









| BLEECKER Realty Co. 
i 565 5th Ave. N.Y.C. 17, N.Y. 
Amn PL 81434 


eendeceess 


WANTED TO PURCHASE 
WE PAY CASH 


For Branded Women's, Children's and 
Men's Shoes. Small or Large Quantities. 
We are Retailers and Will Pay More. 


MAX BERGER & SON INC. 
1445 S. Pulaski Chicago 23, Ill. 
Lawndale 1-1111 
























































~ 7 
Shoe and Leather Group 
Wins Advertising Award 

BostoN—The New England Shoe and 






Leather Association was cited for the 
excellence of its 1954 series of adver- 
tisements by the Art Directors Club 
here recently. 






The award, in the business paper 
category, was presented to the art di- 
rector of the association’s agency, the 
Bresnick Company, Inc., of Boston. 

Background material for the ads, 
dealing with a history of the associa- 
tion and the achievements of the New 
England shoe industry, was supplied 
by Maxwell Field, executive vice-presi- 
dent of the association. 
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WANTED TO PURCHASE 


WANTED TO PURCHASE 





WANTED TO PURCHASE 














TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, cLostouTs 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 
132 Ne. at's. Y* ite, 6, Pa. 





Phone: LO 3-9533 


WE BUY CLOSE OUTS, SHOE STORES 
SHORT LEASES ASSUMED 
YOUR NAME PROTECTED 


B. & R. SHOE CORP. 


74 READE ST., NEW YORK 7, N. Y. 
WORTH 2-6358 


RALPH VOGEL 











No More Worries 
No More Cares 


No More Gray 
Hairs 


LOUIS CAMITTA & SON 
91 READE ST., NEW YORK, N. Y. 




















GM CASH FOR 


GM CLOSEOUTS 


GM SURPLUS 
GE DISCONTINUED LINES 


GME COMPLETE STORES 


BROITMAN - GAFFIN 


146 DUANE ST, N.Y.C. 82 3-7290 




















BARIS BUYS for CASH 


Quick decision on your offers of discontinued and 
surplus men's, women's and children's shoes. 
Also complete stores considered. 
Jobs in Fine Shoes From Fine Sources Since 1931 


19-81 Reade St. - New York 7, NY. - 


Tel: WOrth 2-5180 








WE BUY 


Your BRANDED 
and DISCONTINUED 


SURPLUS STOCKS 


Write or Phone 
LOmbard 3-2062 


CAMITTA SHOE CO. 
120 No. 4th St. Phila. 6, Pa. 








ARRONSON 
PAYS MORE 


FOR YOUR JOB LOTS & CLOSEOUTS 
YOUR NAME & BRANDS PROTECTED. 
LEASES ASSUMED FOR OPERATION 


NOTHING TOO LARGE OR TOO SMALL 


George J. Arronson Associates 


157 DUANE ST., NEW YORK, N. Y. 
RECTOR 2-4170-4171 














HEMPSTEAD SHOE CO., 
Mex L. Meltzer, Pres. 


WE PAY MORE because 


WE BUY MEN'S, WOMEN’S AND CHILDREN'S BRANDED SHOES. 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT 


INC., 269 FULTON AVE., HEMPSTEAD, L. I., Y. 


WE ARE RETAILERS 





Ivanhoe y -9830 











YOU DEAL WITH CONFIDENCE WHEN YOU DEAL WITH THE ORIGINAL 


SAM CAMITTA & SONS 


Foremost Cash Buyers of Fine Shoe Jobs Since 1906 
Surplus Stocks © Cleseouts © Complete Stocks © Your Name and Brand Protected 





95 Reade $t., New York 13, N. Y. 
COrtiandt 7-6378-9 
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' FoR CASH 

\/ Quality Shoes \/ Complete Stores 
¥ CLOSEOUTS OR SURPLUS 

3 trom Migr. or Retailer 

{ Any Quostity... Any Time! 


For oo by le 
P/Wrive, W 


Was 


Ciatwet 46068 Ciatret 3762 


: QUALITY SHOES SINCE ‘32 
“WHILE IN TOWN SEE WEIL" 


















MY HOBBY 
Buying, Selling Shees for 36 years 
CASH TOP PRICES 


Discontinued stocks 


HARRY HESS 
76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! Beekman 3-767! 








CASH PAID FOR 
SHOE STORES 


CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


101 DUANE ST. NEW YORK 7, WN. Y. 
Telephone WOrth 2-2515 











CASH 
PRICES 


T0e 


SURPLUS SHOES 
CANCELLATIONS 
COMPLETE STORES 


Wrie or wire for tam se 
tiem . « @qeality men’s, 
women’s and children’s shoes. 


~Sine J oolwear FOR OVER 40 YEARS 


MOSINGER-COHN 


1235 Wa 





thington $f. Lovis 3, Mo 





Children’s Shoes Aid Named 


PiTrTsrieLy, N. H.—Ralph E. Murphy, 
formerly with W. B. Coon Company, 
has been appointed sales representa 
tive for Adams Brothers, Inc., here ac- 
cording to an announcement made by 
Norman Selzer, sales manager. He will 
be handling the Adams line of infants’, 
children’s, misses’ and growing girls’ 
shoes and will cover the New England 
States as well as up-state New York 


105 



























W.H. BOSLEY & CO. 


27 WELLESLEY ST, EAST, 
TORONTO 5, WAinut 4-2533 





New Canadian Shoe Concern 
To Start Production Soon 


MONTREAL—A new shoe manufactur- 
ing concern of which Harry D. Greb, of 
Kitchener, Ont., is one of three princi- 
pals, will be started in Elmira, Ont., 
this summer. About 45 workers will be 
employed at the factory at the start, 
Mr. Greb said. The company will pro- 
duce women’s and children’s shoes with 
fabric or suede uppers and vulcanized 
rubber bottoms, 

The new company is renting about 
12,000 square feet in the Great West 
Felt Company building. The latter com- 
pany ceased worl about a year ago. 

With Mr. Greb in the new company 
are Anthony 8S. Ronza of the Susan 
Shoe Company, Burlington, Ont., and 
Tibor Foldes of the Rubber Corporation 
of Pennsylvania of West Hazleton, Pa. 


Moccasin Corporation 
To Build in Wilkes-Barre 


WILKES-BARRE, PA. William O. 
Sword, president of Greater Wilkes 
Barre Industrial Fund, announced that 
the Valley Moccasin Corporation will 
open a new factory in the Fleetwood 
Air Flow building, 421 North Pennsy]- 
vania avenue. The company is reno- 
vating and remodeling 25,000 square 
feet of space and when in operation, it 
will employ 250 persons. 

The new firm will add greatly to this 
city’s growing importance as a na- 
tional center of the shoe industry, this 
being the fourth shoe manufacturing 
firm to locate or expand its facilities in 
Wilkes-Barre through efforts of the 
Industrial Fund. 

The corporation has operations 
throughout the United States. 





106 


450,000 SQ. FEET IN BRICK BUILDINGS 


AT KITCHENER, ONTARIO 


Located between Toronto, Buffalo and Detroit 
Sidings from both railroads of Canada 
Sprinklered—45 % 1 story or 1st floor compressed air lines 
Address system—Good ceiling heights and floor capacity 


30,000 SO. FEET COVERED BY CRANEWAYS ON ist FLOOR 


AUCTION 


WED., JUNE 8 AT 2 P.M. ON PREMISES 


SEND FOR BOOKLET K 


Agents and Auctioneers 


BERNARD # OAT, Pres JING 
7 DEY ST., N.¥. 7, Digby 9-2000 





M. T. Shaw, Ine., Expanding 
Present Production Facilities 


COLDWATER, Micu.—-M. T. Shaw, Inc., 
manufacturer of men’s shoes here since 
1927, broke ground here for a modern, 
one-story steel and cement block plant 
which will be located east of the pres- 
ent two-story brick plant on Abbott 
Street. The building, which will cost 
about $150,000, will be 108 feet wide, 
216 feet long, and occupy 24,000 square 
feet. The firm hopes to be operating 
in the new plant by Oct, 1. 

Tom Shaw, president and general 
manager, said a need for increased pro- 
duction and a more efficient operation 
led to the decision to expand. 

The new plant will enable the firm to 
increase production by approximately 
1200 to 1800 pairs per day, but, Mr. 
Shaw said, the company will begin with 
an average daily production of 1500 
pairs. The firm now employs 150 
workers. This number, he added, may 
be increased to 180 or 190. 


Flag Salutes at General Shoe 


NASHVILLE, TENN, — General Shoe 
Corporation has inaugurated the cus- 
tom of saluting all foreign visitors by 
displaying the flags of their countries 
from the face of its thirteen-story head- 
quarters building. 

The year-round flag salutes were 
started on May 18 when two Australian 
shoe men came to visit Intercontinental 
Management Associates, the foreign di- 
vision of General Shoe. The visitors 
were Stanley Hunt of Myer Emporium, 
and Kevin D. Courtney of Valencia 
Shoes. 

















MERCHANTS’ NEEDS 











REBUILT ADRIAN X-RAYS 


pletely Renovated—Gucranteed to 
all codes—Priced low—Terms. 
REPAIRS SAVE MONEY REBUILDING 
Tubes—Transformers—Timers—Screens. 
M. B. ADRIAN & SONS X-RAY CO. 
342 E. Ward St. Milwaukee, Wis. 





Accepted throughout the entire 

shoe industry as the most occu- 

rate and practical foot measur- 

ing device for proper shoe fitting. 
ALL MODELS $15* 


*Available at special cooperative price 
if ordered through certain shoe manufac- 
turers. For this list and full details write to 


THE 


BRANNOCK DEVICE CO. 


Syracuse 3, New York 














Mats AND Ydeus 


YOUA 


FOR 


NEWSPAPER ADVERTISING 


— if youadvertisein newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 


An outstanding service of 
carefully written copy, photo- 
graphs and beautiful art work 
for direct mail and news- 
paper advertising. 


Vincent Edwards Idea Clipping 
Service 


Actual newspaper tear sheets 
of ads of shoe stores; you se- 
lect the exact stores and 
cities you want to see or 
leave the selection to our ad- 
vertising staff. 


VINCENT EDWARDS & CO. 
World's largest advertising 
service or 


342 Madison Ave. 
New York City 
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RECORDER READERS!!! — criove you chonged your 


address recently? 


Co 





Don't miss any of the copies of the BOOT changes takes from three to four weeks.) Do 
AND SHOE RECORDER due you on your it now! 


subscription! You have paid to receive 24 2 AS SOON AS YOU DEFINITELY KNOW 
copies a year and we want you to get all of YOUR NEW ADDRESS, GO TO YOUR LOCAL 
them! When you fail to receive the RECORDER POST OFFICE AND FILL OUT FORM 22-B 
at your new address, it is because we do not 


have it or else you did not give us enough 
advance notice of your change of address. 


(change of address card) 


3. PLEASE BE CERTAIN THAT YOU IN- 
CLUDE YOUR OLD ADDRESS (if possible, 

To avoid any chance of this happening to please write it exactly as it appears on your 
you, please take the following steps once you Recorder wrapper) AS WELL AS YOUR NEW 
definitely know you are going to move. 4. PLEASE BE SURE TO INCLUDE YOUR 

1. PLEASE NOTIFY US AS FAR IN AD- POSTAL ZONE NUMBER. (This helps to facili- 
VANCE AS POSSIBLE. (Processing of stencil tate prompt delivery). 


Please Address All Correspondence to: Circulation Department 


BOOT AND SHOE RECORDER 


1@O East 42nd Street New York 17, N.Y. 
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This sign 1s never down for long... 


Workers using United machines have a special 
kind of work insurance: ...the WAS Parts System. 

Backing up the operators you see here are strate- 
gically located stocks of replacement parts. And 
that’s true for all workers at every one of the more 
than 100,000 United machines in operation. Parts 
needed are provided quickly through a smoothly op- 
erating nationwide system of supply. There’s ever- 
present protection against the creeping paralysis 


that otherwise could spread through a factory when 
one machine is down for lack of a single part. 
Whether the “‘men at work”’ are at machines or in 
charge of an entire factory, the UAS Parts System 
is constant insurance for their steady breadwinning. 
Parts supply is a UBA€ service to the shoe industry. 
A service that means costs down instead of machines 
down . . . and helps the shoe industry supply the 
customer in the shoe store ... amply and in variety. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





Johnny Fivestar heads back to 
school in durable shoes of 


Johnny Fivestar’s shoes for 
school-going feet depend on 
rich Colonial Velka for their 
rugged durability Available in 
glowing Fall colors . . 
Taffytone, Benedictine, 
Goldendale, Cherry Red, 


Tropic Tan and Brown Berry 


) 
COLONIAL TANNING COMPANY INC (a BOSTON 11, MASSACHUSETTS 





Coming Up July Ist 
BIG PARADE T0 CAMP 
Every Youngster will want 


ise Corey aes 


THE ALL BOYS’ ACTION SHOE 


Outdoor 
Styles 0 


DEALERS 


IN-STOCK 


Style No. 2925 


Style No. 2924 
pea Style No. 2922 


: Wiatt A + 
Also in stock: 
Style No. 2926 Block Style No. 2921 


W iat 





In Canada: J. LECKIE & CO. LTD. 








GERBERICH-PAYNE SHOE CO. MOUNT JOY, PENNSYLVANIA 


